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New York Hearing On 
Steps To Coordinate 
Multiple Line Rules 


Joint Legislative Committee Aims 
at Insurance Law Amendments 
For More Effective Regulation 


DEPT. OFFICIALS TESTIFY 


Harris, Malmuth, Gould Cite Prob- 
lems Under Existing Laws; Brooks 
Sees License Rules Satisfactory 








By Epwin N. Eacegr. 


Reasons for modernizing and correct- 
ing inequities in New York Insurance 
Law provisions dealing with multiple 
line insurance operations were presented 
Monday to the New York State Joint 
Legislative Committee on Insurance 
Rates and Regulation by members of the 
New York Insurance Department. Since 
1946, when multiple line underwriting 
was authorized in this state by the legis- 
lature there has been no general revision 
of pertinent statutes to bring regulations 
up-to-date so that multiple line opera- 
normally and _ be 








tions may develop 
adequately supervised. 

Department Officials Testify 
Senator William F. Condon (Rep. 


Yonkers), chairman of the joint legis- 
lative committee, presided Monday at 
the hearing «. the New York County 
Lawyers <Association on Vesey Street, 
New York City. Members of the New 
York Department who testified included 
Raymond Harris, Deputy Superintendent 
and chief counsel; Jacob Malmuth, act- 
ing chief of rating bureau; William C. 
Gould, chief examiner of property bureau, 
and Walter F. Brooks, Deputy Superin- 
tendent who has long been in charge of 
licensing agents and brokers. Former 
Superintendent Julius Wikler is chief 
counsel for the state committee. 

Mr. Brooks said he saw no need for 
further legislation in his particular field. 
He stated the law was revised in 1955 
so that applicants for agency licenses 
today take one comprehensive examina- 
tion covering fire and marine, casualty, 
and fidelity and_ surety rather than 
Separate and limited tests for merely 
one or more divisions. He feels existing 
Problems will be taken care of by pass- 
age of time as agents with limited 
licenses retire from operations. 

In an opening statement to those at- 
tending the hearing, which included 
representatives of companies, bureaus, 

(Continued on Page 21) 


‘Suge ee anstenaenerasupeneenerees PRETEEN ue 








Fire Dept. Page 16 
Brokers & Agents... aoe 
Marine Dept. " 
Casualty & Surety.................... ae 
Accident & Health................... wie 


Published by The Eastern Underwriter Co., 93-99 Nassau Street, New York 38, N. Y. 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 








(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


Second-class postage paid at New York, N. Y. 


NEW YORK, FRIDAY, JUNE 26, 1959 








Printed in U.S.A. 


THE EASTERN UNDERWRITER 


E UNIVERSITY 


A WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANGE MICHIGAN 


JUL 6 1959 


1879 
THEMATICS 
MATIBRARY 





$5.00 a Year; 25c. per Copy 

















Manhattan Casualty Company . 
156 WILLIAM STREET, NEW YORK 38 


BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
AUTOMOBILE LIABILITY PLATE GLASS 
BURGLARY FIDELITY and SURETY 
FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 


The Gotham Life Insurance Company 
Of New York 


LIFE GROUP ACCIDENT & HEALTH 

















154 Fidelity Underwriters 
Win Coveted National Quality Award 
For the 15 years in which the N.Q.A. has been 
awarded, Fidelity underwriters have been consistent 


winners — 11 of them for all 15 years; 35 for 10 years 
or more; and 41 for 5 or more years. 


In sincere appreciation for the quality service they 
are performing, we congratulate them on receiving 
this highest commendation . . . 


“In recognition of life underwriting service of high 
quality as evidenced by an excellent record of main- 
taining in force and extending to the public the 
benefits of life insurance”. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PHILADELPHIA 1, PENNSYLVANIA 


A WELL-BALANCED COMPANY 








MDRT Draws Large 
Attendance For Its 
Meeting At Miami 


Many Working Sessions Feature 
Full Program; New York Life 
Leads With 310 Members 


MDRT FOUNDATION FORMED 


Northwestern Mutual Chairman 
Edmund Fitzgerald Tells of Ob- 
jectives; Makes Large Donation 





Miami—The Million Dollar Round 
Table, formed in 1927 and consisting of 
many of the top professional agents 
selling life insurance, is holding its 
annual meeting at Americana Hotel. Its 
1959 membership is 2,688. New York 
Life with 310 has most members, next 
five companies being Northwestern Mu- 
tual with 208, Massachusetts Mutual 203, 
Mutual Benefit Life 140, New England 
Life 132, Equitable Society 108. The 
meeting is from Sunday through Thurs- 
day. 

Members and guests practically 
possession of the hotel for almost a 
week. An early arrival was an agent 79 
years old. This is Julian Myrick of 
Mutual Of New York and chairman 
American College of Life Underwriters. 
Attendance of Table members and guests 
is 700, including four women members 
of Round Table. 


Many Working Sessions 


had 


Many sessions are of workshop nature 
meeting simultaneously, each addressed 
by experts covering such subjects as tax- 
ation, estate planning, pensions, fringe 
benefit sales, deferred compensation, 
professional package and approach. 

Convention was called to order by 
Chairman Adon N, Smith, Northwestern 
special agent, Charlotte, N. C. He intro- 
duced Oren D. Pritchard, president 
of NALU and Union Central man- 
ager at Indianapolis who made a 
rousing talk against government invasion 
into business. He also advocates forma- 
tion of local groups of influential citizens 
to arouse congressmen against the infla- 
tion peril and assure them of support 
in anti-inflation measures. “Let us not 
permit concentration of Government 
activity in Pennsylvania Avenue, Wash- 
but help restore lost authority 
” he said. 


Fitzgerald Announced Foundation 


ington, 
to the states, 


The chairman introduced Edmund Fitz- 
gerald, Northwestern Mutual chairman, 
who announced the formation of a 
MDRT Foundation and also said his 
company had made a substantial contri- 
bution to the Foundation in honor of 
Chairman Smith. 

Mr. Fitzgerald said objectives of the 
Foundation are to aid generally in fur- 
thering understanding and enjoyment of 
the benefits and uses of life insurance 


(Continued on Page 7) 
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it’s quick and easy to do business 
with Massachusetts Mutual 


WHEN YOU BRING US 
NEW BUSINESS: 


@ You get prompt issues — our record shows that 
about 35% of all cases are finally approved and 
issued within 24 hours of receipt of application at 
our Home Office. 


@ You benefit from the positive attitude of our Under- 
writing Department. We try to find justification to 
issue, not reasons we can’t! 


@ You benefit from sympathetic and understanding 
suggestions from our Benefit Department which 
often foresees complications and shares with you 
ideas for solving similar problems based on actual 
experience. 


@ You benefit from frequent conferences among all 
Departments — by means of which almost unlimited 
flexibility is achieved in applying our contracts to 
unusual situations. 


@ If the attorney for your client requests, our Law 
Department will review the preliminary draft of 
business insurance agreements involving Massa- 
chusetts Mutual Life Insurance Company policies 
and make suggestions as seem appropriate to effec- 
tively coordinate the provisions of the agreement 
with the provisions of the policies. 


WHEN CLAIMS (DEATH OR 
DISABILITY) OCCUR: 


@ You benefit from our simplified claim procedure and 
our record of speedy claim settlement. Checks for over 
99% of all Death Claims were mailed within one day 
of receipt at the Home Office of completed claim 
papers (excluding claims within the contestable 
period and those involving ADB). 


@ The pro rata part of any premium paid for a period 
after death is refunded in settling claims under most 
ordinary policies. 





ns 











@ Interest on Death Claims, 3.4% during 1959, is paid 
from date of death to date of one sum payment (no 
interest allowed if less than $5.00, nor for more than 
one year). 


@ In case of death occurring while in Military Service 
we secure the death certificate. 


@ With every Death Claim we automatically send a 
suggestion that there may be Social Security benefits. 


@ With every Disability Claim a reminder of the “Drop 
out” provision of Social Security is sent to remind the 
claimant of this possible further benefit. 


AT MATURITY OF POLICIES 
AND OTHER TIMES: 


@ When a policy is made paid-up either by dividends 
or cash, it is not required that the policy be returned 
to the Company. 


@ Surrender, conversion and loan papers are obtain- 
able in our agency and do not have to come from the 
Home Office. Methods for computing these values 
are also available. 


@ A complete statement of values is furnished when- 
ever a policy lapses for non-payment of premiums. 


@ The change in payment of premiums such as from 
quarterly to annual or semiannual may be made at 
any premium due date, and is not restricted to the 
policy anniversary. 





Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED 168) SPRINGFIELD, MASSACHUSETTS 


From full-time representatives of other life insurance com- 
panies we invite only surplus and special business. 
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Evans Praises Conference Activities 


Says It Has Done Fine Job in Connection With Washington 
Federal Tax Hearings; Also Comments on 
Competitive Sales Situations 
By CLARENCE AXMAN 


White Sulphur Springs—Richard B. 
Evans, in his presidential address at 
Life Insurers Conference, said he thought 
a splendid job had been done bye as 


- in connection with happenings of the 


past year in life insurance, especially in 


/ committee work in connection with the 
| Federal 


income tax on life insurance 
companies. The work of the Conference 
representatives can well serve as an 
example for the rest of the industry, he 
said. 
Federal Tax Situation 
Commenting on Federal taxation of 
life companies, Mr. Evans said: 
“Although a major step forward has 
been taken in the permanent solution of 
the problem of the Federal taxation of 
our business, it is obvious that the job 


| has yet to be completed and we shall 


have this question before us for some 
time. The apparent strong divergence of 
opinion which still exists between several 
segments of our business must be re- 
solved or we are going to face a con- 
tinued “tug of war” which, undoubtedly, 
is proving to be a discredit to our busi- 
ness in the eyes of not only the 
Treasury and Congress, but the public 
generally. 

“We know that the strong differences 
between companies which developed over 
the Federal tax question were not the 
first strain on inter-company relations 
which have developed in recent years.” 

Reasonable Competition Healthy 

Turning to subject of competition be- 
tween companies for markets his view- 
point was that this is nothing new to 
our business. It is typical. “Through the 
years, this force has tended to build 
strength within companies for we know 
that competition, within reasonable 
bounds, is a healthy influence and a 
challenge to. good and sound manage- 
ment,” he said. “However, there have 
been some developments in the field of 
competition which have brought about 
bad feelings between companies. 

“Looked upon by many companies as 
not being consistent with the basic prin- 
ciples of our business were: 

The broadening of Group insurance 

coverages, with certain companies 

sponsoring state legislation enabling 
extension of Group Life benefits to 
employe dependents. 

The willingness of some companies 
to accept “jumbo” Group plans, either 
on a basic or super-imposed basis. 

The efforts of others to expand 
Creditor Group coverages into fields 
for which the original concept was 
never intended, 

Variable Annuities 

“The question of variable annuities has 
been apparently misunderstood by many 
in our business. It seems to me that the 
recent United States Supreme Court’s 
decision clarifies the question to a degree 
and should support the contention of 
many that the sale of a variable annuity 
is the sale of a security. Nevertheless, I 
suppose this dispute will go on for a 
long time. 

“Personally, I was quite surprise at 
the very strong resistance which devel- 
oped on the part of a number of com- 
panies to the proposition that people 
are living longer and that, as a result, 
our present CSO table, based on the 
experience of the years of 1930 to 1940 
had become obsolete and a new Mortality 
able was needed. Unfortunately, some 
rather hard feelings developed in this 
area of differing opinions. 

educed Premiums 

“More and more companies have been 
adopting the practice of passing on to 
the buyers of life insurance in reduced 
Pemiums the savings in expense result- 


ing from the purchase of policies in 
larger amounts. This principle of 
‘Cheaper by the Thousand’ seems to 
have created misunderstandings and 
misgivings on the part of some com- 
panies. 

“Minimum premium deposit plans 
which were originated by one company 
and very quickly followed by a few 
others, have introduced during recent 
years into our competitive life insurance 
market, plans of insurance which pro- 
vide high early cash surrender values 
merchandized, in some instances, by 
agents on bank loan plans involving 
little or no cash payments by the buyer. 
I am sure you are well acquainted with 
the criticisms which have been heaped 
upon this practice, as well as the defenses 
offered in counter-argument by those 
companies sponsoring such plans. To 
say the least, this development has in- 
vited extremely hard feelings between 
agents and between companies and has 
resulted in wholesale twisting. 

“Never before in the history of our 
business have we been faced with such 
a serious problem of loss of business 
by replacement through the efforts of 
competitive agents. We know that the 
so-called minimum deposit plans have 
been a contributing factor, but I believe, 
upon analysis, you will find that the 
introduction of the Family Plan has had 
a more telling effect upon the wholesale 
replacement of smaller benefit policies. 
Apparently, our State regulatory authori- 
ties armed, in most instances, with 
strong anti-twisting laws, don’t seem to 
be able to cope with this situation in 
an effective policing manner. Nor do 
our agents’ associations seem capable 
of correcting the situation. 

Direct Solicitation of Personnsi 

“Probably there never have been, in 
the history of our business, more inci- 
dents of direct solicitation of personnel, 
both field and home office, from other 
companies than have been evident during 
the last five or six years. Here, again, 
we see a very strong force working 
toward irritated relationships between 
companies.” 


J.T. Acree President 
Insurers Conference 


R. H. DOBBS Ist VICE PRESIDENT 








Retiring President Richard B. Evans 
Calls For Greater Unity In These 
Trying Times 





White Sulphur Springs—Life Insurers 
Conference, an organization of 96 insur- 
ance companies most of which have their 
home offices in the South, is having its 
annual convention at Greenbrier Hotel 
with an attendance of more than 400. 
The organization was formed in 1910 
with 18 companies. The combined ad- 
mitted assets of these companies is $73 
billion and they have in all 70,600 agents. 


Amount of their insurance in force is 
$72,854,000,000. 
One of the strong currents running 


through the convention is the need in 
these crucial times for more unity and 
harmony between companies. In_ his 
address as LIC president, Richard B. 
Evans, president also of Colonial Life, 
stressed the need of the companies 
demonstrating again solidarity of the 
business as it has shown so many times 
in past years. Continuing, Mr. Evans 
said: 
“The Life Insurers Conference,” he 
said, “has demonstrated to the entire 
industry how through close association 
and interchange of information, differ- 
ences can be reconciled and solidarity 
established. I hope we will assume the 
leadership in encouraging the companies 
outside of our membership to follow our 
lead in resolving these differences which 
still exist for, in looking ahead, it is very 
evident that we must develop this 
solidarity in facing the problems which 
are almost immediately upon us. 
Valentine Howell, executive vice presi- 
dent of The Prudential, on the program 
to comment on current situation in the 
life insurance industry said that the life 
insurance business must have unity and 
can get it. While it is true that the 
industry has not been able to agree about 
everything, at the same time it has been 
in accord on a vast’ majority of the 
problems facing it. He did not think 
differences of opinion should lead to 
injury or break-up of the existing organi- 
zations. 
Martin W. Williams, 


executive vice 





New Home Office of Bankers Life of Nebraska 


Bankers Life of Lincoln, 


Neb. dedicated 
building recently, Located on 12 acres in suburban East Lincoln, 
contains a modern cafeteria arranged so that portions of the room may be divided 
by folding steel walls for special luncheons or meetings. Features of the equipment 
are air conditioning and a special electronic air cleaner, with all key controls 
in the Supervisory Data Center. The entire east wall of the main lobby contains 
a mosaic mural by Millard Sheets, noted American muralist. 





home office 
the building 


its new, modern 








Life Insurers Conference Meeting At White Sulphur Springs 





Walton Jones 


JR. 


JOHN T. ACREE, 
of LIC said that white he 

some clouds on the horizon, at 
the same time he believed that if we 
pull intelligently together, the sun can 
shine through them. 

New president of LIC is John T. Acree, 
Jr., president of Lincoln Income Life of 
Louisville. Entering that cempany as 
an office boy he became president a 
quarter of a century later. He has filled 
many honorary positions including presi- 
dency of home office Underwriters Asso- 
ciation and of a regional council of Boy 
Scouts of America and Better Business 
Bureau of Louisville. He is a ‘trustee of 
College of the Bible and of Kentucky 
Independent College Foundation and is a 
chairman of Kentucky Governor’s Child 
Care division and of committee on Insti- 
tutions. He has three children and four 
grandchildren. 

Other officers elected by LIC are R. 
Howard Dobbs, Jr., president, Life In- 
surance of Georgia, first vice president; 
Charles E. Phillips, president, Equital sle 
Life of Washington, second vice presi- 
dent; W. R. Lathrop, Jr., executive vice 
president, secretary. New directors of 
LIC, for three terms, are Jacob F. 
Bryan, III, chairman Independent L. & 
A., Jacksonville; Homer D. Parker, 
Commonwealth Life, executive vice presi- 
dent, Commonwealth Life, Louisville; 
and Y. W. Scarborough, Jr., president, 
Atlantic Coast Life, Charleston, S. C. 


president 
could see 





Insurers Panelists 


White Sulphur Springs — Moderators 
at Life Insurers Conference meeting 
here this week were: W. Sheffield Owen, 
CLU, Life Insurance Co. of Georgia; 
Lloyd A. Brewer, Jr., CLU, Equitable 
of Washington, D. C.; John M. Jack- 
son, Life Insurance Co. of Georgia 

Panel members: David F. S. Johnson, 
Interstate Life and Accident; Richard 
W. Wiltshire, Home Beneficial Life; 
Robert K. Ze'le, Life and Casualty Co.: 
Homer D. Parker, Life Insurance Co 
of Georgia; W. Randolph Toler, Life 
Insurance Co. of Virginia. 


Woodson Optimistic 


Over Debit Insurance 


White Sulphur Springs—Benjamin N 
Woodson, president of American General 
of Houston and several other companies, 
said in an address before Life Insurers 
Conference that debit insurance is very 
much alive and presented figures demon- 
strating that in some respects this type 
of insurance is making more percentage 
gains than is Ordinary insurance. 
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Seen Growing Threat 


“SPECIALS” HELD RESPONSIBLE 


Richard B. Evans, President Life In- 
surers Conference, Reviews Problems 
at White Sulphur Meeting 











While higher Federal taxation of life 
company income and broadening govern- 
ment influence on insurance supervision 
are external matters that have occupied 
a great deal of time of company execu- 
trends 
this 


there are internal 


deserve 


some 
attention at 


tives, 


which close 





RICHARD B. EVANS 


time, Richard B. Evans, president of 
Colonial Life, told the Life Insurers 
Conference meeting at White Sulphur 
Springs, W. Va. last week in his address 
as Conference president. 

“Never before in the history of our 
business have we been faced with such 
a serious problem of loss of business by 
replacement through the efforts of com- 
petitive agents,” said Mr. Evans. “We 
know that the so-called minimum deposit 
plans have been a contributing factor, 
but I believe, upon analysis, you will find 
that the introduction of the Family Plan 
has had a more telling effect upon the 
wholesale replacement of smaller benefit 
policies. Apparently, our State regulatory 
authorities armed, in most instances, 
with anti-twisting laws, don’t 
seem to be able to cope with this situa- 
tion in an effective policing manner. Nor 
do our agents’ association seem capable 


strong 


of correcting the situation. 

“Probably there never have been, in 
the history of our business, more inci- 
dents of direct solicitation of personnel, 
both field and home office, from other 
companies than have been evident during 
the last five or six years. Here, again, 


we see a very strong force working 
toward irritated relationships between 


companies. 

“Differences of opinion must always 
exist among thinking men and, particu- 
larly, business leaders. Nevertheless, I 
am sure that the stature of men can be 
measured by their willingness to concili- 
ate these differences in a friendly way 
and not reduce them to a_ personal 
equation. For the future good of our 
business, this is vital, for we must find 
ways of resclving all these differences 
and move back together in developing 
solidarity.” 








Williams Sees LIC Cos. 
In Transition Period 


HIS WHITE SULPHUR TALK 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 



























Mergers, Owner Changes Bring New 
Managements; Meeting Harmonious 
Despite Controversial Year 





White Sulphur Springs—Despite the 
controversial situation the past 12 
months, especially the divisions of com- 
pany opinion relative to Federal taxation 
of life insurance companies, no evidence 
of hard feeling or bitterness between 
executives was noted at the annual con- 
vention of Life Insurers Conference 
meeting at Greenbrier Hotel here. No 
heated debates were heard in lobbies of 
the hotel; no emotional statements were 
heard on the floor, and at the banquet 
Tuesday night, toastmaster of which was 
President Richard B. Evans. All was 
good humor with every diner on his feet 
and joining in the singing of “Dixie” and 
“My Old Kentucky Home.” 


Changes in Ownership and Mergers 


of 


But, that the last 12 months was a 
tough controversial year in which har- 
mony did not always prevail at executive 
committee meetings was reflected in the 
annual report to the open convention of 
Martin Williams, executive vice president 
of LIC and manager of its headquarters 
office in Richmond, Va. He revealed that 
over the past five years 23 companies 
have been added to LIC, but in that 
period 20 companies have been lost to 
the association by mergers, purchase or 
consolidation. Shifts and changes of this 
type are still taking place. In brief, the 
life insurance industry is going through 
a marked transitional period. This has 
naturally involved a number of personnel 
changes, including some in which presi- 
dents or chairmen have been succeeded 
by other men. 

Said Mr, Williams: “The struggle for 
competitive advantage cannot be over- 
looked in this picture and may continue 
to put a steadily increasing strain on 
the management of companies. It also 
appears to work toward encouraging 
mergers and affiliations of separate types 
of operations. The question which is 
raised, and for which there is no answer, 
is ‘are there enough capable management 
teams to go around?’ ” 


Behind the Scenes 


Mr. Williams told the members that 
the months which have passed since last 
year’s annual convention have been 
unique in LIC annals. 

“Naturally,” he continued, “the Federal 
income tax and some other situations 
found conflict of interest and difference 
of opinion. The 1958 annual meeting was 
in reality recessed so that there could 
be another (or more) meetings of minds 
on the current subjects. The recessed 
meeting was held on April 3 at Drake 
Hotel, Chicago. Its objective was further 
considerations of matters under constant 
discussion and particularly communica- 
tion of facts relative to Federal income 
taxation of life companies.” 


Support of LIC Membership 


Since that Drake Hotel meeting LIC 
headquarters has been principally occu- 
pied by that subject, so the LIC executive 
staff has had its hands full. 

“In order to represent the wishes of 
the membership and to proceed under 





HAIGHT, DAVIS & HAICHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











instructions, there were called more 
membership meetings and more execu- 
tive committee meetings than have ever 
been held in the LIC history,” said Mr. 
Williams. “The planning for an execu- 
tion of these multiple events alone was 
almost a full-time task for our small per- 
sonnel in Richmond. Your opinions, sug- 
gestions, and ideas were constantly 
solicited and in each instance were given 
every practical consideration. While each 
individual company had every right and 
privilege to operate independently at any 
time, we are indeed proud of the fact 
that you decided to follow the active and 
progressive leadership of your governing 
body. I do not mean to imply that 
everyone was happy. No one pays extra 
taxes with a smile, but the unanimity of 
membership support in this organization 
can be a source of real pride.” 


Clouds on Insurance Horizon 

Continuing, Mr. Williams said that 
after the frustrating experiences of the 
past year the association could turn its 
attention back to the insurance business 
itself and thus get back to some form 
of normalcy. Not so. “I can find little 
support for such a notion,” he continued. 

“In fact, I see some storm clouds 
gathering on the horizon.” What are 
those clouds? A few he sighted were 
these: 

(a) Chairman Mills of The House 
Ways and Means Committee is reported 
to have stated that even though Congress 
will have passed a new _ permanent 
formula there will be a re-examination 
of the income tax treatment of the life 
companies during the over-all revision 
study in November. This is because he 
is reported to believe that life com- 
panies will still “enjoy a tax preference.” 

(b) Threat to voluntary health insur- 
ance such as the Forand bill which, if 
enacted, “might stop private health in- 
surance in its tracks.” 

(c) The O’Mahoney Senate Judiciary 
anti-trust sub-committee investigation of 
insurance. 

(d) Finally, the cancerous effects of 
growing inflation. 

Sees a Rift in the Clouds 


The remarks of Mr. Williams were 
concluded with this statement: 

“These clouds are real and can grow 
much bigger. But I am optimistic enough 
to believe that if we intelligently pull to- 
gether the sun can shine through them. 
The encouraging thing to remember is 
that tomorrow is another day. Let’s learn 
to use it better.” 





OPENS NEW GROUP OFFICE 

General American Life has opened a 
new regional Group office for the Fort 
Worth-Dallas area and appointed James 
F. Temple manager. Temple’s former 
nosition as district Group manager in 
Cleveland, has been filled by Lawrence 
T. Marcagi, Jr. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








































































































LIFE AND ACCIDENT 
INSURANCE COMPANY 


INDIANAPOLIS 7, INDIANA 


A Fifty-one Year Old | 
Capital Stock Company 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 


dent or Sickness. 


Its Employees are Insured under 
Group & Hospitalization Plans. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 








Its Employees, and the Company, 
Work Together as a Team, 
which means a smooth-running 
company. 


James M. Drake, Chairman 
Joseph |. Cummings, President 














Phoenix Mutual Booklet 


On Creative Retirement 
Phoenix Mutual thas released as af 
public service, a new booklet entitlei— 
“Ten Commandments of Creative Ref 
tirement”. Authored by Bruce Barton, 
nationally-known advertising executive, 
the booklet contains factual information 
for those planning retirement. 

Much of the booklet’s information is 
based on a survey ‘of Phoenix Mutual 
policyholders who have been retired at 
least ‘five years. From this survey the 
company was able to learn where its 
policyholders lived, what it cost them to 
live, and what they did with their time 
Developing this information, the booklet 
makes a readable primer for those pre- 
paring ‘for retirement. 

The ‘booklet suggests the following 
before retirement: Build a separate s0- 
cial life, develop a hobby, make specific 
financial plans, and consider where to 
live. Aifter retirement: Find other re- 
tired people, don’t talk or think about 
old times, live within your income, don’ 
jump into a job for something to do, and 
help somebody—neighbor of the com- 
munity. 

The booklet is available to the public 
free of charge. Requests for copies 


should be directed to Phoenix Mutual's 
advertising division. 








Heads Seattle Agency 

Capitol Life, Denver, has appointed 
Raymond J. Madsen, CLU, to head 4 
new agency to serve the Seattle area. 
A graduate of the University of Minne 
sota, Mr. Madsen is a Navy veteral, 
having served: during World War II 
He was formerly district manager 1 
Seattle for Equitable Life and has beet 
active in the insurance business for nint 
years, 

















ne 26, 1% 


a 
SS 




























é 
IP 
i 
RE 


IDENT 
IPANY 


IANA 


Old 
npany 


from its 


rotected 
; Disabil. 
by Acci- 


>d under 
on Plans. 


e in the 
ny under 
Sharing 
1 by the 


loyees. 


ompany, 
2 Team, 
-running 


lairman 
resident 








let 


tirement 
ased as a 
let entitled 
reative Re- 
1ce Barton, 
executive, 
information 
nt. 
ormation 1s 
nix Mutual 
. retired at 
survey the 
where its 
ost them to 
their time. 
the booklet 
those pre- 


following 
eparate sd- 
uke specific 
* where to 
other re- 
hink about 
come, don’t 
to do, and 
the com- 


the public 
for copies 
x Mutual's 


ency 
appointed 


June 26, 1959 
































to head a 
attle area. 
of Minne 
y veterall, 
| War Il 
lanager i 
1 has beet 
ss for mint 


This oontes 


fa Wt 
























Dust Off Insurance Programs With M-f-L 


thousand goes down in a continuous sliding scale 


The Travelers new More-for-Less plan will help 
you motivate prospects to bring their life programs 
in line with their present standard of living—and 
future needs. 

For the more Travelers life your client buys the 
less each dollar’s worth costs him. His cost per 


as the amount of insurance increases. So he can buy 
exactly the amount of insurance he needs and enjoy 
a maximum discount on every dollar’s worth. 


For details on The Travelers new life program 
call our nearest Branch Office or General Agency. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15. CONNECTICUT 
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Roger Hull Elected 
President of MONY 


IS CHIEF EXECUTIVE OFFICER 





L. W. Dawson Chairman of Board of 
Trustees; L. W. Douglas Retires; 
J. McCall Hughes Advanced 





executive vice president, 


Roger Hull, 


Mutual Of New York, was elected presi- 
dent and chief executive officer of the 
company at a meeting of the board of 
trustees this week. He succeeds Louis 
W. Dawson, 


who was elected chairman 





ROGER HULL 


of the board of trustees. Lewis W. 
Douglas, former Ambassador to Great 
Britain, who has served MONY since 


1940, as president and later as chairman of 
the board, retires from the latter position 
as an officer, under the company’s secur- 





J. McCALL HUGHES 


ity plan. He will continue as a member 
of the board of trustees, and has been 
elected chairman of the executive com- 
mittee of the board, to serve without 
salary. 

J. McCall Hughes, vice president and 


controller, succeeds Mr. Hull as execu- 
tive vice president. All changes are 
effective September 1. 

Careers 


Mr. Hull’s rise to MONY’s top execu- 
tive post began 31 years ago when he 
became a field underwriter for the com- 
pany in Meridian, Miss. He advanced 
rapidly through various managerial 


positions, and in 1941, at the age of 34, 
he became one of the youngest vice 
presidents in the life insurance business. 


In March 1950, Mr. Hull was made execu- 





T. 1. Parkinson’s Aggressive Leadership 


Former President and Chairman of Equitable Society, Who 
Died Last Week, Was Never Awed by Accepted Practice 
and Challenged Some Popular Concepts 


Thomas I. Parkinson, former presi- 
dent and board chairman of Equitable 
Life Assurance Society, whose death 
from a stroke on June 17 at age 77 was 
reported briefly in this paper last week, 
was one of those strong personalities 
which invite intense loyalty or active 
antagonism. He seemed to enjoy both. 
His Irish background accounts for those 
seeming contradictory qualities of per- 
sonal warmth and flaring fighting re- 
actions, both enhanced by a slight touch 
of brogue. 

In a business much given to meetings 
and speeches, he was right at home, 
could give a full-length talk on a sub- 
ject of his special interest without prep- 
aration and frequently did. He had a 
phenomenal memory with a vast store 
of facts and figures at instant com- 
mand. When moved he could rise to 
heights of eloquence as in his campaign 
against Federal Reserve fiscal policies 
after World War II. At times he sug- 
gested the late Haley Fiske, Metropolli- 
tan Life’s famed and fiery president, 
another noted Irish-American. 

Because something had never been 
done, impressed him not at all. One of 
the innovations of his administration of 
Equitable Society which went counter 
to all precedent was the purchase and 
lease-back of railroad locomotives and 
freight cars, a plan which not only 
opened a lucrative investment field for 
Equitable but solved a big problem for 
the railroads in helping them to obtain 
promptly new rolling stock and thus 
also helped the country. 


Early Legal Career 


Born in Philadelphia, November 27, 
1881, Mr. Parkinson was graduated from 
Central High School there. He received 
an LL.B. degree at University of Penn- 
sylvania where he was graduated cum 
laude in 1902. He also received an LL.D. 
from ‘Colgate in 1939 and from Uni- 
versity of Pennsylvania in 1949. 

Mr. Parkinson practiced law in Phil- 
adelphia until 1907 when Henry W. 
Bruere, then head of New York City’s 
Bureau of Municipal Research, asked 
him to assist a ‘charter commission in 
preparing a new administrative code for 
the city. As a result of his work, Co- 
lumbia University, three years later, 
made him a director of its Legislative 
Drafting Research Fund. This began a 
long association with Columbia during 
which, at various times, Mr. Parkinson 
was professor of legislation in the Law 
and Potential Science Faculties, dean of 
the Faculty of Law and a trustee. 

In 1919, Mr. Parkinson was called to 





tive vice president. In June of that year, 
he was elected a member of the board 
of trustees. 

Mr. Dawson has been with the com- 
pany 31 years, starting in the law depart- 
ment and moving rapidly to vice presi- 
dent and general counsel in 1938, a 
member of the board of trustees in 1941, 
executive vice president in 1949, and 
ape and chief executive officer since 

50. 

Mr, Douglas joined MONY in 1940 as 
president. He was appointed United 
States Ambassador to Great Britain in 
1947. At that time, he resigned as 
president of MONY and was elected 
chairman of the board and granted a 
leave of absence without salary. He re- 
turned to the company as chairman of 
the board in 1950. 

Mr. Hughes joined the company in 
1943 as administrative assistant to the 
executive vice president. He was named 
controller in 1945 and has been vice 
president and controller since 1952. Mr. 
Hughes is president of the Controllers 
Institute of America, and past president 
of the Controllership Foundation, Inc., 
research arm of the Controllers Institute. 





PARKINSON 


THOMAS I. 


Washington to serve in the Judge Ad- 
vocate General’s office. At the capital 
for two years, he assisted ithe War De- 
partment in drafting the act creating 
the Bureau of War Risk Insurance and 
was legislative draftsman for the United 
States Senate. 


Went with Equitable in 1920 


From this post, in 1920, he joined The 
Equitable as a second vice president. 
In 1925 he was promoted to vice presi- 
dent and to president in 1927. He served 
as chairman of Equitable’s board of di- 
rectors from 1953 until his retirement 
in 1954. 

Mr. Parkinson was primarily respon- 
sible for the return of millions of dollars 
of company funds held in a trust fund in 
Germany from 1871 through 1950 when 
the last $100,000 of bonds were delivered 
to The Equitable. The return of the 
funds was part of Equitable’s gradual 
withdrawal from foreign business. Work 
on this project took him to Europe 
where the post World War I financial 
crisis made a deep impression on him 
and contributed to his later becoming 
an outspoken critic of inflation and Fed- 
eral deficit spending. 

A former chairman of the Rockefeller 
Foundation’s finance committee, Mr. 
Parkinson had also served as chairman 
of the Greater New York Fund and the 
University of Pennsylvania’s Bicenten- 
nial Celebraition and had been national 
chairman of the United Negro College 
Fund. He was formerly president of the 
New York State Chamber of Commerce, 
the board of trustees of Sailors’ Snug 
Harbor, the Pennsylvania Society and 
the Economic Club. 


On Many Boards 


Mr. Parkinson had been a member of 
the board of directors of American 
Telephone & Telegraph Co., Borden Co., 
Centennial Insurance Co., Chase Man- 
hattan Bank, Conitinental Insurance Co., 
Long Island Railroad Co., Pittsburgh 
Consolidation ‘Coal Co. and Westing- 
house Electric Corp. 

He had served as a trustee of Atlantic 
Mutual Insurance Co., Emigrant Indus- 
trial Savings Bank, General Education 
Board, Rockefeller Foundation, Columbia 
University, University of Pennsylvania, 
and American Historical Association. 

A member of the American Bar Asso- 
ciation, Mr. Parkinson had also held 
membership in the bar associates of 
New York State, Philadelphia and the 
City of New York. He was a member 
of the American Law Institute, New 
York County Lawyers Association, New 











A & H POSITIONS 


$10,000 - $6,500 
AREA TYPE OF OPENING SALARY 
South Group Reg. Mor. $10,000. 
East A & H Statis. $ 9,000. 
East A & H Contract Supv. $ 8,500. 
Calif. A & H (Individ.) Undr. $ 7,800. 
S.West Group Representative $ 7,500. 
M.West Jr. Group Underwriter $ 6,500. 


Very extensive selection of A & H 
positions—Agency Directors - Under- 
writers - Sales Representatives. Junior 
to Executive level available all areas of 
the country. Write for "HOW WE 
OPERATE." No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Heads State Mutual’s P. R. 


PAUL J. FOLEY 


Paul J. Foley has been named assistant 
director of public relations for State 
Mutual Life and will head the firm’s 
public relations branch. 

A 1950 graduate of Holy Cross College 
and a Worcester native, Mr. Foley 
joined the underwriting department at 
State Mutual in 1950. In. 1953 he was 
promoted to senior underwriter, then 
was transferred to the office of planning 
and research the following year. He was 
made assistant planning director and 
elected an officer of the company in 1958, 

He is president of the Worcester 
Chapter, National Office Management 
Association, a member of the executive 
committees of both the Worcester His- 
torical Society and Holy Cross Club of 
Worcester, and a member of the Worces- 
ter Economic Club. 





York State Historical Association, New 

York City Life Underwriters Associa- 
tion, Insurance Society of New York 
and the Insurance Institute of America. 

Mr. Parkinson was also a member of 
the Pilgrims of the U. S., Lawyers Club, 
Columbia University Club, ‘Columbia 
University’s Men’s Faculty Club, Uni- 
versity of Pennsylvania Club, English 
Speaking Union, Alumni Association ot 
Columbia Law School, Cosmos Club of 
Washington, D. C., Union League and 
Metropolitan Clubs, Links, Century As- 
sociation and the National "Golf Links of 
America. 

He leaves his wife, the former Georgia 
C. Weed; two sons, Thomas I. Jr. 0 
Brightwaters, and C. V. Parkinson of 
Manhasset, and six grandchildren. 
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Brindle Agency Manager 


In Britain and Ireland 


J. A. Brindle succeeds J. I. Harries as 

manager of agencies of Sun Life of Can- 
ada in Great Britain and Ireland. Mr. 
Harries was named general manager for 
Great Britain and Ireland. 

Mr. Brindle, who joined Sun Life in 
1947, has been assistant branch manager 
in Manchester and Southampton, and in 
1955 the became assistant manager of 
agencies. 


William W. Mauke Heads 


New York Supervisors 


William W. Mauke, regional Group 
manager for Guardian Life, has been 
elected president of the New York City 
Group Supervisors Association for the 
coming year. 

A native of Worcester, Mass., Mr, 
Mauke entered the Group field following 
his — from the University of 
Jowa. He had several years of both 
sales and supervising experience in the 
New York metropolitan area _ before 
joining The Guardian in 1957 as manager 
of the company’s first regional Group 
office when Guardian entered the Group 
field. 

Other officers of the associaiton for 
the company year are: Carlos L. Maher, 
Indemnity Insurance Co. of North 
America, vice president; Edward V. 
Atnally, New York Life, vice president; 
and Daniel Collins, Columbian, secretary- 
treasurer. 








PRUDENTIAL ANNIVERSARIES 


Three district managers of The Pru- 
dential will celebrate long-time company 
anniversaries in June. 

They are Earl H. Herbein, Uniontown, 
Pa., 30th anniversary; Paul R. Conahan, 
Shenandoah, Pa., 20th anniversary, and 
Irving Gelb, Newark South, N. J., 20th 
anniversary. 





MDRT Miami Meeting 


(Continued fram Page 1) 


through research and ‘surveys. The 
Northwestern’s chairman then delivered 
an address on trends affecting life insur- 
ance, its operation and sale strongly 
advocating adherence to the fundamental 
concepts of life insurance which have 
made it great and so widely accepted. 


Unique Element In Contract 


He said in part, “The indemnity feature 
of life insurance is a wonderful and 
unique element in our contract, but we 
would have today only a small fraction 
of the public interest and public confi- 
dence in our services if that were all we 
had been able to give. It is rather the 
interplay of the two elements, the supple- 
menting of one by the other, which has 
proved to so many millions of our people 
that life insurance is the basic answer 
to family security. If all we were able 
to offer had been Term insurance, would 
America’s breadwinners have discovered 
life insurance to be the solution? Or 
would the rising mortality costs, falling 
away of good lives, and the lack of 
built-in emergency funds for destitute 
buyers have brought a different and 
qualified conclusion that here was a 
sometimes helpful device, but after a 
fair-weather friend which drained your 
purse for years only to disappear when 
tragedy and crisis occurred? 


Have Undersold Feature 


“I have a feeling that the industry has 
always undersold this most superior 
service as a kind of adjunct to our life 
contingency operation. So maybe we 
would have fared better than we know, 
but certainly without a self-completing 
clause, without the risk element, without 
the annuity principle in our option serv- 
ice, we would have lacked much of the 
magic which has always enabled us to 
say, “You don’t have to speculate, you 
don’t have to gamble, you don’t have to 


Albritton Heads MDRT 


Miami—New officers of MDRT are 
Robert S. Albritton, Provident Mutual, 
Los Angeles, chairman; James B. Irv- 
ing, National Life of Vermont, Chatta- 
nooga, vice chairman; Daniel H. Coak- 
New York Life, Boston, new mem- 
ber of executive committee. Retiring 
chairman of MDRT, Adon Smith goes 
executive and_ Lester 
Union Central, Memphis, is re- 
that committee. 


ley, 


on committee 
Rosen, 


elected member of 





APPOINT D. C. ENGLEHART 


Appointment of David C. Englehart as 
district manager of Tualatin Valley dis- 
trict with offices in Beaverton, Oregon, 
has been announced by Miles P. Engle- 
hart, manager of the Oregon agency of 
Massachusetts ‘Mutual Life. 

A graduate of Stanford University, 
Mr. Englehart thas been associated with 
the Oregon agency since 1953. 





cut corners on the two wheels of hope 
and anxiety. You can do it the good 
way, the sure way, the guaranteed way, 
because you don’t have to worry about 
the time. Neither death nor disability 
can take it away. That overshadowing 
hazard has been eliminated—if you don’t 
have the time, you won’t need it. Relax. 
Take it easy. We'll work for you, and 
we'll tell you exactly what you'll get.” 


Some Program Features 


Among special meetings was one of 
Canadian MDRT men, mostly on topics 
dealing with Canadian tax laws. 

Another feature of convention was a 
performance of a one act play called 
“Stardust,” portraying problems facing 
a typical member of MDRT. It was 
written by Laflin C. Jones, director of 
market research Northwestern Mutual. 








rentner 
agency 
640 Fifth Ave., N. Y. 19, N. Y. Clrcle 5-1900 
BERKSHIRE LIFE INSURANCE COMPANY 





New Jersey Governor Signs 
Three Variable Annuity Bills 


Gov. Robert B. Meyner signed into 
law the three bills passed by the New 
Jersey Legislature authorizing insurance 
companies of the state to sell variable 
annuity contracts. Such policies will not 


be issued until the New Jersey Depart- 
ment of Banking and Insurance and SEC 
have prepared 
their issuance, 


regulations concerning 














































STEP UP With Jefferson Standard’s — 


Pe 


1959 is “Step Up” and “Step Out” year 
at Jefferson Standard. Here are some of 


the steps that make success more attain- 
able by our “Mr. 4%’s”. 
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B. W. Steinberg Heads 
New York CLU Chapter 


MASS. MUTUAL GENERAL AGENT 





Good, Leonard, Seldow, Cranwill and 
Neustein Also Elected at Annual 
Luncheon Meeting 





B. William Steinberg, CLU, general 
agent, Massachusetts Mutual, New York, 
was elected president of the New York 
CLU Chapter, at the annual luncheon 
meeting this week at the New York 
University Club. Mr. Steinberg has been 
president of the 
elected were 


relations vice 


Other 


public 


Chapter. officers 





Fabian Bachrach 


B. WILLIAM STEINBERG 


Gerald D. Good, Equitable Society, 
executive vice president; A. Leslie 
Leonard, Insurance Society of N. Y., 


educational vice president; Leona Sel- 
dow, Mutual Trust, public relations vice 
Alfred Cranwill, Institute of 
Life Insurance, and Wilbur 
Neustein, The Prudential, secretary. 

Elected: to the board of directors were 
Howard J. Rosan, Continental Assur- 
ance; Donald L. Shepherd, Equitable of 
lowa; Richard W. Bandfield, Home Life 
of N. y. 

Mr. Steinberg joined Mutual Benefit 
Life in 1948 following a successful career 
in ‘the food distribution field. He earned 
his CLU designation in 1951 and in 
1952 was appointed a general agent for 
Massachusetts Mutuai. He is a director 
of the New York City Life Underwriters 
Association and an instructor in estate 
planning at the School of Insurance of 
the Insurance Society of N, Y. 

In his acceptance address, Mr. Stein- 
berg warned that many Chartered Life 
Underwriters, because of their successful 
practice and high professional standing, 
in rendering a complete service, “are 
becoming prey for other fields of en- 
deavor to sell other products and other 
needs.” Noting that these are dynamic 
times in the life insurance business when 
many new marketing features have be- 
come available, he stated that “to render 
the best service to our clients, we must 
keep ourselves completely informed in 
our own field—and ‘this leaves little time 
for all the intricacies of other special- 
ties.” 

Te reminded his audience that “in 
1954, the National Association of Life 
Underwriters and the National Associa- 
tion of Investment Companies developed 
a ‘Statement of Principles’ in which each 
group recognized the needs and func- 
tions of the other. They also stated that 
the insurance man should handle the in- 
surance sale; the investment man, the 
fund sale; and that neither should handle 
both sales.” 


president ; 
treasurer ; 


Patriot Steps Up Agency 
Appointments In 3 States 


Patriot Life, which recently launched 
a program of expanding its general 
agency activities in New York state, is 
now accelerating appointments of gen- 
eral agencies in Connecticut, New Jersey 
and eastern Pennsylvania, according to 
Vice President Arthur W. Theiss. 

Patriot, formed in 1953 as a subsidiary 
of CIT Financial Corporation, one of the 
nation’s largest financing institutions, 
now has some $730 million of life insur- 





ance in force. 
“Patriot is licensed to operate in 48 
states, including Hawaii, and the District 


of Columbia,” Mr. Theiss said, “but is 
centering its immediate program of ex- 
pansion into the general agency field in 
the East. 
_ “Having started six years ago, largely 
in the mail-order field, Patriot now 
offers one of the most complete port- 
folios of life policies in the country,” 
Mr. Theiss asserted. The company has 
assets of some $38 million. 

Patriot Life headquarters are in the 
CIT Financial Building at 650 Madison 
Avenue, New York. 


Prudential Conference 

Eighty-two representatives of The 
Prudential’s Ordinary agencies in New 
England and upstate New York at- 
tended a conference at the Equinox 
House, Manchester, Vt., this week. The 
delegates comprised agency managers 
and outstanding division managers and 
special agents, based on accomplishments 
during 1958, 

The business sessions of the confer- 
ence were conducted by executives from 
the company’s Northeastern ‘home office 
in Boston. 








Here’s What Flitcraft’s Courant* Says 





About Dominion’s Whole Life Non-par Plan: 





call... 





Average Payment 


* Volume 64, No. 6, June 1959 Issue of Life Insurance Courant. 


Non-Participating 
$10,000 Policies 


1959 premiums per $1,000 on $10,000 minimum con- 
tracts and for $10,000 on graded premium contracts 


Age 25 Age 35 Age 45 Age 55 
Dominion, Canada. $13.24 Dominion, Canada. $18.30 Dominion, Canada. $26.90 Dominion, Canada. $42.11 
National L. & A.... 13.53 Southwestern ...... 18.98 Great-West ........ 27.76 Great-West ........ 42.45 
MOE; Gadctea San cbK 13.67 Great Southern .... 19.00 National L. & A. ... 28.08 National L. & A... 42.55 
United States ...... 13.75 North Amer., Can. . 19.13 Lincoln National .. 28.22 Travelers... osc ossce 42.73 
Southwestern ...... 13.81 Great-West ........ 19.19 Life of Virginia ... 28.26 Conn. General ..... 42.86 
North Amer., Can... 13.85 Crown, Canada .... 19.21 Confederation, Can. 28.27 United States ...... 42.90 
Great Southern .... 13.86 National L. & A. ... 19.21 Southwestern ...... 28.28 Aegina. <o.tasges 036 42.92 
Great-West ........ 13.88 Life of Virginia ... 19.31 Crown, Canada 28.32 Lincoln National .. 43.02 
ee ee TO 13.89 Manufacturers ..... 19.32 Gulliec,. tae... dh... 28.33 Occidental, Calif. .. 43.03 
CWRVONETS 5.05 6650s. 13.91 Security L. & T. ... 19.39 Sun, Canada ....... 28.36 Continental Assur. . 43.10 
Security L. & T. ... 13.93 Confederation, Can. 19.42 Occidental, Calif. .. 28.37 Sun, Canada ....... 43.34 
Life of Virginia ... 13.93 United States ...... 19.50 Southland ......... 28.40 Southland % « wisis.< és 43.45 
Crown, Canada . 13.95 Travelers ......... 19.51 oS 28.43 GEli. 35.86% See 43.48 
Conn. General ..... 13.98 Lincoln National .. 19.52 Conn. General ..... 28.45 Security L. & T. ... 43.53 
Confederation, Can. 14.04 Sun, Canada ...... 19.54 Great Southern .... 28.45 Prov. L. & A., Tenn. 43.54 
Occidental, Calif. .. 14.04 Commonwealth, Ky. 19.56 United States ...... 28.50 Confederation, Can. 43.58 
Continental Assur. . 14.06 PROM ac ica bseshds cers 19.60 Security L. & T. 28.52 Jefferson Stand. ... 43.69 
United Benefit . 16.00 Life & Casualty .... 21.55 United Benefit .... 30.80 Life & Casualty ... 47.90 


Dominion’'s Whole Life Non-Par Plan Has the Lowest Aver- 
age Payment of all Companies operating widely in the U.S.A. 


FURTHERMORE — apply a 50 cent reduction per $1,000 if the policy 
amounts to $25,000 or more. 


For competitive rates, plans, underwriting and ideas we recommend you 


Phone: MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 


10 Commerce Court, Newark 2, N. J. 





Bold Type Emphasis Our Own. 
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Chief Medical Director 
Of New York Life 





DR. EDSON E. GETMAN 


Dr. Edson E. Getman has been named 
chief medical director of the New York 
Life Insurance Company’s Medical De- 
partment. He succeeds Dr. William Bolt, 
who recently began pre-retirement leave. 

Dr. Getman thas been a company med- 
ical director since 1952. He joined New 
York Life in 1927, after receiving his 
MD from the University of State of 
New York’s College of Medicine at 
Syracuse, and interning for a year at 
Brooklyn Hospital. He was appointed a 
member of the company’s medical board 
in 1929, becoming medical supervisor in 
1934 and assistant director in 1937. 

During World War II, Dr. Getman 
served at Walter Reed Hospital in 
Washington, D. C., and the Percy Jones 
General Hospital at Battle Creek, Mich- 
igan. He was discharged with the rank 
of lieutenant colonel. Returning to New 
York Life in 1945, he became associate 
medical director a year later, and med- 
ical director in 1948. In 1950 he was 
named secretary of the Medical Com- 
mittee. 

Dr. Getman is a member of several 
professional associations as well as the 
New York County and State Medical 
Societies and the American Medical As- 
sociation. He is a past president_of The 
Association of Life Insurance Medical 
Directors of America and is a member 
of its Executive Council. He is also 
chairman of the Professional Relations 
Committee of the Health Insurance 
Council of the State of New York. 





A. H. Clark Appointment 


Setting up a special department to 
work with the office of Dean H. C. 
Graber the preparation of examinations 
for the CLU and the management educa- 
tion programs, American College of Life 
Underwriters anounces appointment of 
Albert H. Clark as assistant director of 
examinations. A graduate of University 
of Georgia he has been an instructor 
in economics, and for the past three years 
has been pursuing ‘his studies under 
Fellowships of the Ford Foundation and 
the S. S. Huebner Foundation for In- 
surance Education at the University of 
Pennsylvania. 





JOINS CALIFORNIA LIFE 

Appointment of Ralph Hurd as Group 
underwriter for California Life has been 
announced by E. J, Coleman, vice presi- 
ent, Group. Prior to joining California 
Life Mr. Hurd was associated with 
Metropolitan Life in their home office 
Group department. In 1957 he joined 











€neral American Life, St. Louis, from 
Which company he resigned to accept 
his present position. 


Colonial Life Outing 


Home office employes of Colonial Life 
of America, East Orange, N. J., held 
their 23rd annual outing on June 23, at 
the Rockaway River Country Club, Den- 
ville, N. J. 

A buffet luncheon was served and a 
program of athletic games was sponsored 
by the Colonial Life Athletic Associa- 
tion, an employe organization. Dinner 
was served in the evening followed by 
entertainment and dancing. Arrange- 
ments for the outing were thandled by 
Ardia Mathews, chairwoman of the com- 
mittee. 


Roth Heads N. E. Claim Men 


The annual meeting of the New Eng- 
land Claim Association was held at 
Framingham Country Club on June 11 
with more than 80 members attending. 

John J. Roth of the Retail Credit Co. 
was elected president; Ralph B. Cole- 
man of the Massachusetts Casualty, vice 
president; Michael Corcoran, Jr., New 
England Life, Secretary; and Donald W. 
Bliss, New England Life, treasurer. The 
following members were elected to the 


executive committee: Walter T. May, 
Mass. Mutual, Springfield; Alfred F. 
Patton, Union Mutual, Portland, Me.; 





WANTED 


Purchasing Agent. Large Midwest 
company needs experienced purchasing 
agent. Preferably under age 40. All 
correspondence strictly confidential. 
Address Box 2707, The Eastern Under- 
writer, 93 Nassau Street, New York 38. 











William McMahon, ‘Columbian National; 
and Harold S. Critchlow, Equitable So- 
ciety, Boston. ° 

Lawrence B. Gilman of John Hancock 
Mutual Life, was appointed program 
chairman for the coming year. 
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orld where insecurity is rife . . . factors contributing to personal, 
individual and family security are to be valued all the more highly. 
The whole world knows about the American home and family... 


flourishing under the highest standard of living of all time... anywhere. 


Whatever...whoever e contributes to the efficiency and peace of mind of 


the wage earner and head of the household... 


e helps to keep the mother with her children during their precious formative years ;.. 


e keeps families together, in familiar surroundings, in the face of death 


and disability... ¢ provides the blessings of financial independence throughout 


the golden sunset years... builds a better world of prosperity and peace. 





security mutual lif 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


In the field of insurance, these factors and more, lend dignity and 


worth to our profession... 


Here at SECURITY MUTUAL we're proud to be a part of the whole picture! 
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: Tyson Executive V.P. 
Of Penn Mutual Life 


10 YEARS ON COMPANY BOARD 





Holds Similar Posts With Roebling’s 
Sons and Colorado Fuel & Iron; 
Effective Sept. 1 





Charles R. Tyson has been elected 
vice president of Penn Mutual 
it was an- 


executive 
Life effective September 1, 
nounced by Malcolm Adam, president. 
Mr. Tyson will continue as a member 
of the board on which he has served for 
ten years. 

Mr. Tyson began his business career 





CHARLES R. 


TYSON 


with John A, Roebling’s Sons Co., was 
elected president in 1944 at age 30. When 
the Roebling firm became a_ wholly 
owned subsidiary Colorado Fuel and 
Iron Corp. in 1953 he was elected execu- 
tive vice president of John A. Roebling’s 
Sons Corp., elected director of Colorado 
Fuel and Iron Corporation and last year 
was named to the additional position of 
executive vice president of that firm. 

Other directorships held by Mr. Tyson 
include the First Pennsylvania Banking 
and Trust Co., First Trenton National 
3ank, Otis Elevator Co., Electric Storage 
Battery Co., Budd Co., Delaware and 
30und Brook Railroad Co., United New 
Jersey Railroad and Canal Co. and 
Roebling Securities Corporation, He is a 
trustee of Mutual Assurance Co. and the 
Stock Insurance Co. of the Green Tree 
both of Philadelphia, 

He also is a director of National In- 
dustrial Conference Board. and _ has 
served as a director of National Associa- 
tion of Manufacturers and American Iron 
and Steel Institute. He is a trustee of 
New Jersey Safety Council, served for 
three years as president of Greater Tren- 
ton ¢ ‘ouncil and is a member of Governor 
Meyner’s “Economic Ambassadors” to 
promote industrial development in New 
Jersey. e is a director of PENJER- 
DEL, a c orporation he helped to organ- 
ize for the study of problems related to 
the urban region expansion of the eleven- 
county area which comprises Delaware 


Valley, U.S.A. 


of 





Franklin Names Phifer 


Edgar C. Phifer Jr. has been named 
district manager at Charlotte, N. C., for 
Franklin Life of Springfield, Ill, An- 
nouncement of Mr. Phifer’s appointment 
was made by Calvert Hall, Franklin’s 
executive sales director for North Caro- 
lina. 

Mr. Phifer entered the insurance field 
in 1952 and since 1953 has been operating 
his own general agency in Charlotte. This 
vear he has been one of Franklin’s lead- 
ing producers in North Carolina. 


Connecticut General Names 


Four To Official Staff 


Connecticut General Life has appointed 
four new officers. 

Frank J. Bush has been named asso- 
ciate actuary, Group insurance. He has 
been serving as an assistant actuary in 
the Group insurance department. 

Darrel J. Crott has been appointed 
assistant actuary, data processing. He 
has been a senior actuz irial assistant in 
the Group pension department. 

William M,. White, Jr., formerly a 
senior actuarial assistant in the Group 
insurance department, has been named 
assistant actuary, reinsurance. 

Hugh S. West will be assistant secre- 
tary of the agency department, field 
services division. He has been a staff 
member of the San Francisco branch 
office and before his appointment served 
as senior agency assistant of the field 
services division. 


MASS. MUTUAL DISTRICT MGR. 


Appointment of William C. Wunder- 
lich as district manager in Joliet, Ill. has 
been announced by Ray F. Wiegert, 
CLU, general agent in Rockford, Ill. for 
the Massachusetts Mutual. Mr. Wun- 
derlich entered the life insurance busi- 
ness in 1954. 





50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 





REINIS & REINIS 


GENERAL AGENTS 


Manhattan Life Insurance Co. 


Phone: MAin 4-7951 
JOSEPH REINIS 





ROBERT L. MAYES NAMED 





Appointed Assistant Manager of Agen- 
cies in Agencies Department Of 
Fidelity Mutual Life 

Fidelity Mutual Life of Philadelphia 
has announced the appointment of 
Robert L. Mayes as assistant manager of 
agencies in the company’s agency de- 
partment. 

A graduate of the University of Miami, 
Class of 1959, Mr. Mayes joined Fidelity 
Mutual in 1954 as an agent for the G. N. 
Charuhas Agency in ‘Miami. He was ap- 
pointed supervisor of that agency in 
1954 and joined the Fidelity Mutual’s 
home office staff as supervisor of agen- 
cies in January, 1958. 

During World War II, Mr. Mayes 
served in the Navy from January, 1942 
to October, 1945 as a chief pharmacist 
mate, USNR, serving chiefly in the Pa- 
c‘fc theatre. 
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is our only business. 


Exclusively” 
American services. 













The Right Training can 
Make Any Underwriter 
a Better Underwriter 


Training underwriters to be more effective is a long-standing 
service provided by North American Reassurance Company. 
The result of this training is often improved life company 


This expertly conducted program is not stereotyped, 

“big class” training. It consists of individual guidance that 
not only strengthens the underwriter’s knowledge of the rules, 
but sharpens his ability to interpret and apply them correctly 
to each individual risk. It develops a much neglected faculty— 
the underwriter’s good common sense. 


Our underwriter training program is continuous. Instruction 
usually takes place at our own offices, but our training 
specialists do conduct courses at client company locations. 
Life companies of all sizes, and new or experienced under- 
writers throughout North America, are eligible and welcome. 
Our clients are enthusiastic about the quality of training 
their underwriters receive at North American. 
like all our services, is rendered from a completely 
non-competitive position — “Reinsurance Exclusively” 


Why not write now for open dates in 
our underwriter training program? 
You'll find it can benefit both your 
underwriter and your company. 


Send for your free copy of “Reinsurance 
which outlines all North 


REASSURANCE COMPANY 


Py mal NORTH AMERICAN 
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2 > 161 East 42nd Street, New York 17, New York 
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“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


32 COURT STRBET BROOKLYN 1, ®M. Y. 
TRiangle 5-7362 











Heads Institute of Canada 





D, A. ROBERTS 


Winnipege—D. A. Roberts, FCIS, of 
Waterloo, Ontario, was elected president 
of the Life Insurance Institute of Can- 
ada at its 23rd annual meeting here. 
Mr. Roberts is vice president and comp- 
troller of Mutual Life Assurance of Can- 
ada. 

Other officers elected were: First vice 
President—F. G. Shurly, Toronto, asso- 
ciate secretary of Imperial Life ‘Assur- 
ance of Canada; second vice president 
—M. S. Crockford, Toronto, secretary 
of Excelsior Life; secretary-treasurer— 
Miss Jessie Thomson, Toronto, staff 
training seen: of Manufacturers Life; 
past president O. A. Hunter, Winni- 
peg, secretary = Great Weak Life Assur- 
ance, 





Names New St. Louis Agency 


Opening of an additional general 
agency in the St. Louis area, to be 
known as Estate Underwriters Agency, 
Inc., has been announced by John Han- 
cock Mutual Life. The agency, located 
at 8230 Forsyth Boulevard in Clayton, 
Missouri, has appointed James 
Schmitt vice president in charge of its 
operations. 

A native of St. Louis, Mr. Schmitt 
entered the life insurance business eight 
years ago, following attendance at St. 
Louis University, and has had an out- 
standing record in personal production 
and in the training and recruiting o! 
men. He is active in local underwriters 
and veterans associations, and is a past 
commander of his local American Legion 
post. 





National Life In Alaska 


National Life of Vermont has_ beet 
licensed to sell life insurance in Alaska 
and is now seeking similar permission 
in Hawaii. 

With the inclusion of Alaska, effective 
July 1, National Life can sell life in- 
surance in all 49 states and the District 
of Columbia. 
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John W. Carpenter, Chairman 
of Southland Life, Dies 





JOHN W. CARPENTER 


John W. Carpenter, chairman of 
Southland Life, died at his home, in 
Dallas, June 16, from a heart attack. He 
would have been 78 years old August 31. 

A Dallas and Southwest leader for 
more than four decades, Mr. Carpenter 
spent the last day of this busy and 
fruitful life much as he had spent all the 
others, pursuing his many varied busi- 
ness and civic interests. He thad put in 
a full day at his office in Southland 
Center, and death came to him as he 
relaxed in his yard at home. 

The major portion of Mr. Carpenter’s 
business life was spent in the electric 


utility business, and he was regarded as'the 
dean of electrical industry in the South- 
west. From 1907-1918 he was president 
and general manager of Corsicana Gas 
& Electric Co.; from 1918-1919, vice 
president and general manager of Dallas 
Power and Light Co.; fram 1919-1927, 
vice president and general manager of 
Texas Power and Light Company; and 
from 1927 to June 15, 1949, president 
and general manager. He served as 
chairman of the board until 1953, when 
he retired as an active officer although 
he continued to serve as a member of its 
board of directors and as chairman of 
the executive committee. 

From 1927 to 1935, Mr. Carpenter was 

president of Dallas Railway and Term- 
inal Co.; from 1927-29, president and 
general manager of Texas Electric Serv- 
ice Co,.; from 1930-35, executive vice 
President; from 1927-47, president and 
general manager of Texas Public Util- 
ities Corp.; from 1931-46, president and 
general manager, New Mexico Electric 
Service Co.; and from 1945-49, president 
and general manager of Texas Refriger- 
ation and Ice Co. He had served as vice 
President and director of the Texas 
Utilities Co. 
_ Mr. Carpenter was active in establish- 
Ing the steel industry in East Texas, 
aving been the founder and first presi- 
dent of Lone Star Steel Co. He was 
its president from 1942 to August, 1947, 
When he resigned the presidency and 
became chairman of the board, where 
he served until March, 1949. He was a 
director at the time of his death. 

Mr. Carpenter was active in the affairs 

many other organizations in Texas 
and the Southwest,in civic and charitable 
groups. 


Smith Piedmont Agency V.P. 
Piedmont Life of Atlanta has ap- 

Pointed Stanford Y. Smith of Birming- 

Jam, as vice president for agencies, it 

's announced by S. Russell Bridges, Jr., 

President. He was formerly with Liberty 
ational Life and is a CLU 


Stock Reclassification 


Approved For Seaboard 
Stockholders of Seaboard Life, Miami, 
overwhelmingly approved a reclassifica- 
tion and recapitalization of the com- 
pany’s stock at a special meeting, Albert 
B. Myers, president of the company, 
announced. 

Over 400,000 shares of stock were 
voted at the meeting, which was called 
to approve a consolidation of Seaboard 
Life’s two former classes of stock—‘‘A” 
(non-voting) and “B” (voting)—into a 
single category of common stock, with 
voting rights. 

Mr. Myers noted two reasons for the 
consolidation. The move “gives all share- 
holders a greater voice in the operations 
of the company; and aids us in meeting 
licensing requirements in additional 
states, thus assisting us materially in 
carrying out our nationwide expansion 
plans,” he stated. 

Holders of the former “A” (non-vot- 
ing) stock will receive one share of the 
new common stock for each share of 
their present holdings. Holders of the 
former “B” (voting) stock will be issued 
five shares of the new stock for each 
share of the old. The five-for-one ex- 
change had been approved by the Florida 
State Insurance Commission prior to the 
meeting. 

One dollar, which represents the par 
value of the stock, will be added to the 
capital of the company by former “B” 
stockholders for each new share issued 
in the exchange, Mr. Myers stated. 

When the exchange is completed, there 
will be 676,163 shares of common stock 
outstanding, of the 2,000,000 authorized. 

Seaboard Life, a capital stock company, 
embarked on a large-scale expansion 
program in October, 1958, when it ac- 
quired Preferred Life, Wilmington. The 
company is currently licensed in six 
states — Florida, Delaware, Tennessee, 
Illinois, Michigan, and Nevada—and has 
additional licensing applications pending 
in 28 states and the District of Columbia. 








Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 
Why not call him now, while you are thinking about it? 
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BOSTON, MASSACHUSETTS 








THE LEE NASHEM AGENCY 
“The Major League Agency” 
(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts, 

One year incontestable—not two. 


COME IN AND SEE US! 











LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y 





North American Accident 
Appoints Charles B. Norton 


Charles B. Norton, Phoenix, Arizona, 
has been appointed life agency director 
of North American Accident, Chicago, 
according to Allen V. Dowling, presi- 
dent. Mr. Norton has been vice presi- 
dent of Selective Life of Arizona since 
1956. 

A native of Philadelphia, Mr. Norton 
entered the life insurance business in 
1947 in New York City with Equitable 
Life of Iowa. He served as Albany 
agency manager for Guardian Life for 
four years, then was named Superin- 
tendent of agencies for Central Standard 
Life of Chicago, from which post he 
moved to the Phoenix company as sales 
head. 

For several years, Mr. Norton’s per- 
sonal life sales exceeded $1,000,000 an- 
nually. He attended New York Univers- 
ity law school, and served in Navy Air 
Corps during World War II. 

Mr. Norton will head a life agency 
operation in 47 states now producing an 
average of $25,000,000 of sales monthly. 
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Gerald Rosner 





TAX-WISE HANDLING of life insur- 
ance proceeds is one of the first require- 
ments in setting up sound irrevocable 
trusts for your clients, and in the con- 
servation of their estates. Let us help 
you with our complete technical facil- 
ities and our many years of seasoned 
experience. 


GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


 Canapa LIFE 


Cflesurance Company 








Great-West Life Names 


Four Branch Managers 


The Great-West Life has announced 
four managerial appointments. 

R. L. Kennedy has been named branch 
manager at St. Louis; D. E. Clark, CLU, 
branch manager at ‘Columbus, Ohio; A. 
R. Jost at Dayton, Ohio; and H. G. Pul- 
lin, CLU, at Fargo, N. D. 

Mr. Kennedy joined the company in 
1953 as an agent at Caleary and in 1955 
was appointed a supervisor. He was 
named manager of the North Dakota 
branch at Fargo in 1957. He succeeds 
R. K. Fogal whose appointment to the 
Company’s Toronto 1 branch was an- 
nounced last month. 

Mr. Clark, a native of Columbus, joined 
the company there in 1952 as-an agent 
and in 1954 was named supervisor. He 
moved to Dayton as branch manager in 
1957. He succeeds R. W. Bogart whose 
appointment at Detroit was announced 
last month. 


Mr. Jost joined the company in 1957 
as a supervisor at Newark. He succeeds 
Mr. Clark. 


Mr. Pullin, a native of Winnipeg, 
joined the company in 1948 as an agent 
at Winnipeg and in 1956 was appointed 
a supervisor. He succeeds Mr. Kennedy. 





Marks 50th Anniversary 


Awards for Group and pension achieve- 
ments and for individwal sales leader- 
ship were presented during the 50th- 
anniversary celebration of Mutual Of 
New York’s Richard E. Myer agency. 
Among the nearly 100 persons who at- 
tended the affair at Mr. Myer’s Darien, 
Conn., home were MONY’s executive 
vice-president, Roger W. Hull, and 
Julian S. Myrick, “Mr. Life Insurance,” 
who was one of the co-founders of the 
agency in 1909. 

Mr. Myrick, who returned to the 
agency as a producer following his re- 
tirement in 1954, was honored at the 
meeting for winning, last year, the ony 
insurance award hehad never previously 
won in his 61 years in the business: 
membership in the Million Dollar Round 
Table. 

Mr. Hull was principal speaker at an 
agency luncheon during which the Group 
and individual awards were presented. 
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Beneficiaries Honored Guests at Dinner 


Of William B. Hoyer Agency 


When the William B. Hoyer general 
agency of John Hancock in Columbus, 
Ohio, led ail other Hancock agencies in 
1958 the company decided to sponsor a 
dinner which would not follow the rou- 
tine 'type of toasts, eulogies, awards cus- 
tomarily characteristic of such events. 
Instead it mapped out a formula which 
may serve as a pattern throughout the 
country. This was to build ‘the dinner 
about a gathering of a large number of 
beneficiaries of life insurance whose 
presence attested how the miracle of in- 
surance has worked out and is operating 
in a typical American city with respect 


to ‘themselves and their own family 
circles, 
Agency Started in 1871 
Columbus, a large city, is capital of 


Ohio and is also the home office city of 
a number of life insurance companies. 

The Hoyer agency was a good example 
of what life insurance could mean as 
Hancock opened its first office in Colum- 
bus in 1871, nine vears after the com- 
pany was formed. For years the general 
agent was Ralph Hoyer, father of ‘the 
present incumbent. 

Response to invitations for benefi- 
ciaries to attend the dinner—held on 
June 17—became enthusiastic and heart- 
warming. In the audience were many 
grey-haired men and women, all of 
whom listened intently as their experi- 
ences with life insurance ownership were 
narrated by speakers. One of those 
most emotionally affected was a great 
grandmother, 91 years old who has lost 
her eyesight and is now living com- 
fortably in a fine home. It was esti- 
mated that insurance proceeds of $1,000,- 
000 had been paid to the beneficiaries 
attending the dinner. 


Home Office Representatives 


From the home office in Boston came 


several officers to address the dinner. 
They were Vice Admiral John = 
McCrea, United States Navy, retired, 


vice president of the company ; Lawrence 
B. Gilman, vice president and head of 
the Hancock’s claim division, and Mar- 


garet Divver, second vice president, in 
charge of women’s relations. Another 
speaker was John S. Bickley, professor 


of insurance, Ohio State University. 

Admiral McCrea, who related the in 
surance case history of many present, 
had received permission of those guests 
“to unfold these chapters of experience 
in owning life insurance.” 

Mr. Gilman explained how the 784,000 
claims received by the company last year 
were processed and quickly paid. 

Miss Divver explained the growing im- 
portance of women in the life insurance 
picture—as owners or beneficairies of 
policies. 

“From the beginning the John Han- 
cock has existed mainly because men 
honored women, because they found in 
life insurance a way of meeting the deep 
responsibility and obligation they felt 
tow ards their wives, mothers and chil- 
dren,” she said. 


Insurance Experiences of Guests 


In opening his remarks Admiral 
McCrea said: 

“Those here tonight all would work 
out their destinies, whatever security or 
lack of it might be their lot. I like to 
think that because they are secure they 
have reached a more complete fulfill- 
ment of ‘their destiny. If life insurance 
has a splendid story to tell, they are in 
a position tc tell it.” 

Here is a summary of some of the in- 
surance experiences of persons attending 
the Heyer dinner, as described by Mr. 
McCrea: 

With us this evening are the widow 
and son of a man who in 1926 pur- 
chased a $25,000 policy on which he 
paid one annual premium of $981. In 
the policy was a provision for monthly 
payments if he should become totally 
and permanently disabled. At the time 


he was a young man in good health, 
but within nine months he was stricken 
with a lingering ailment, For the 20 
years he lived as an invalid, his wife 
carried on, reared and educated her 
children on the disability income pro- 
vided by this policv. At his death she 
had received $60,750 in income and then 
she received the death benefit. This 
evening we bow tto this woman, be- 
cause without her sagacity and ‘her 
prudent handling of this disability in- 
come she never could have provided 
the good living which her family en- 
joyed and the college education which 
she managed to get for her children. 

A Columbus grandfather chose life 
insurance to provide a gift that is 
really fulfilling a wish. His grandson, 
who was the beneficiary of that policy, 
has been kind enough to allow us to 
recount some of the details of this ex- 
ceptional bequest. He was born blind, 
and ‘his grandfather, feeling that he 
would need extra money to carrv on 
with ‘his handicap, purchased $50,000 
of life insurance for him payable under 
a life income option. Five years ago, 
when the grandfather died, his grand- 
son began receiving the monthly pay- 
ments, He has dealt bravely and skill- 
fully with ‘his blindness, is self-sup- 
porting and has a family—but that 
extra income from his grandfather’s 
life insurance made it possible for him 
to move to Southern California. 
Those of us who work with life 
insurance are often struck by the fact 
that a life insurance contract is like no 
other contract in the world. It can be 
broken only by the policyholder, not 
by the company, and some of our most 
heart-warming stories are those of 
contracts which policyholders tried to 
break, which were paid off in spite of 
this because of the company’s obliga- 
tion to keep the policy in force as 
long as its values permitted. 

One such case happened during the 
bank holiday in 1933. When a Hoyer 
agent called on a farmer whose pre- 
mium on his policy had not been paid, 
he was unsuccessful in re-instz iting the 
contract. Six months later the farmer 
was electrocuted while repairing an 
electric fence on his grounds. Because 
the policy was still in effect under ex- 
tended term insurance, despite the 
failure to pay the premium, also be- 


cause it carried an accidental death 
benefit, the farmer’s widow received 
double amount of the policy. She 
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Security Mutual Raises 
Merrill to Officer Status 


executive committee 
meeting of the board of directors of 
Security Mutual Life, Binghamton, N. Y. 

President Pille announced the appoint- 
ment of Edward M. Merrill as an officer 
of the company and his promotion to 
director of agency administration. 

Mr. Merrill joined Security Mutual in 
1938 as an elevator operator. Shortly 
thereafter he was transferred to the 
agency department as a clerk and then 
moved through several positions to be- 
come publicity director, purchasing agent, 
and most recently director of agency 
finance. Prior to going to Security Mu- 
tual he was associated with the Bing- 
hamton Sun, the Binghamton Press, and 
Associated Press. 

Mr. Merrill thas been active in civic 
affairs. He is a director and past pres- 
ident of the Triple Cities Chapter of the 
National Office Management Association, 
in which he thas been advisor and as- 
sistant deputy director of public infor- 
mation. He is a member of the scholar- 
ship committee of Broome Technical 
Community College; and was director of 


Following the 


public information for the Broome 
County and City of Binghamton Civil 
Defense organizations. He is a former 


member of the Junior Chamber of Com- 
served as chairman of 


merce; and thas 

the fund drive of the Cancer Society 
for the City of Binghamton. He is 
presently active in the United Fund and 


is a member of Kiwanis. 


OLD REPUBLIC DIVIDEND 
The board of directors of Old Re- 
public Life, Chicago, declared the reg- 
ular quarterly dividend of 20 cents per 
share, payable August 1, to stockholders 
of record July 15. 








couldn’t run the farm with five small 
children. So she moved to town, se- 
cured employment and reared her chil- 
dren, and she was able to make this 
adjustment because of a policy her 
husband had intended to lapse. Needless 
to say, her children are all insured with 
the John Hancock, as are her six 
grandchildren and two sons-in-law. 
She is one of our most enthusiastic 
believers in lite insurance. I am happy 
to say she is here with us this evening. 














GROUP SALES REPRESENTATIVE 


A leading multiple line company licensed in all states has 
an attractive opening for an experienced group insurance 
salesman for the metropolitan New York area. This is a most 
unusual opportunity for man with a successful record of per- 
sonal production who has from two to five years of experience 


in calling on brokers. 


To this man we offer a position with both opportunity and 
security at a salary commensurate with ability. 
substantial reasons for seeking a change, we would like to talk 
with you. All replies will be held in strict confidence. 


In the New York area call Digby 4-7494 
or write 
BOX 2708 


THE EASTERN UNDERWRITER 
93 Nassau St., New Yerk 38, N. Y. 


If you have 




















H. F. McKenna Named Asst. 
To Pres. Carson, Central Life 





HUGH F. 


Hugh F. McKenna has been appointed 
to the post of assistant to the president 
of Central Life of Omaha, effective 
July 1, it is announced by Norman T. 
Carson, president of the company. 

{r. McKenna, a native Nebraskan, has 
been in the insurance business for 12 
years. His experience in claim and ad- 
justing work, administration, sales and 
sales promotion and legislative activity 
on both state and national levels wili be 
important in his new assignment. 

A past president of the United States 
Junior ‘Chamber of ‘Commerce (1955-56), 
Mr. McKenna is currently active in both 
local and national C. of C. work, Rotary 
and United Cerebral Palsy Organiza- 
tions. 

Mr. Carson stated that Mr. McKenna’s 
appointment is a part of Central Na- 
tional Group’s expanding program in 
the Ordinary and credit insurance fields 


McKENNA 





Valley Forge Life Names 
C. W. Stewart, R. W. Sexton 


Valley Forge Life, a member of the 
American Casualty Group, has announced 
two appointments to the firm’s field and 
home office staff. Craig W. Stewart, 
formerly Group supervisor for Paul 
Revere Life for California and Nevada, 
has been appointed Group life manager 
in Valley Forge’s home office in Reading, 
Pa. Robert W. Sexton, a native of 
Cleveland, was appointed life brokerage 
supervisor in Valley Forge’s Cleveland 
branch office. 

Prior to joining Valley Forge, Mr. 
Stewart was associated with Paul Revere 
for ll years, first in the New England 
area, where he pioneered the sale of 
Group life in the company’s newly estab- 
lished Group department and later as 
Group field supervisor nationwide. 

In 1954 he became agency supervisor 
in Seattle, where he hired and trained 
new men in agency work. He was trans- 
ferred in 1955 to Los Angeles where he 
became Group supervisor. 

Mr. Sexton formerly was a salesman 
for The Prudential in Cleveland and 
prior to that he served as registrar 4 





Carnegie Institute in the same city. 
was graduated from John Carroll ini 
versity, Boston, and received his mas 
ter’s degree from Harvard’s Graduate 
School of Business. 
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Dillon Agency of Atlanta, 
National Life, Incorporates 





Elliott’s Peachtree Studio 
HAROLD T. DILLON 


The Harold T. Dillon Agency of At- 
lanta, largest general agency of National 
Life of Vermont, has incorporated with 
Mr. Dillon as president; Warren S. 
Griffin, CLU, vice president and secre- 
tary; and Evelyn M. Gray, treasurer. 

Mr. Dillon, who became general agent 
for National Life in 1939, had practiced 
law in Atlanta for 14 years before 
entering insurance. Member of MDRT, 
he is a past president of National Life’s 
General Agents Assn. and currently on 
the executive committee. Mr. Griffin 


has been associate general agent of the 
agency since 1956. Miss Gray is the 
ofice manager and has been in the 
insurance business for 23 years. 





T. J. Sullivan’s New Post 


Timothy J. Sullivan, formerly assistant 
general agent for the John Hancock in 
Chicago, has joined the staff of Moore, 
Case, Lyman and Hubbard, Inc., as man- 
ager of the life, accident and health 
department. 

Mr. Sullivan began his life insurance 
career with the John Hancock’s Bean 
and Jones Agency in Chicago, follow- 
ing service with the Navy during World 
War II. He has served as agent, broker- 
age supervisor, assistant manager and 
assistant general agent for the firm. He 
is a graduate of the Life Insurance Mar- 
keting Institute of Purdue University, 
the LUTC program, Life Insurance 
Agency Management Association School 
in Agency Management, and John Han- 
cock’s Supervisors’ School. 

Mr. Sullivan will represent the John 
Hancock’s general agency organization 
with Moore, Case, Lyman and Hubbard. 





Promoted by Shenandoah 

The appointment of William A, Magee 
as assistant treasurer of Shenandoah 
Life was announced by Blake T. Newton, 
fri, president of the company. 

A native of Lexington, Mr. Magee 
joined Shenandoah Life in the treasurer’s 
division in 1947, following his graduation 
from Washington and Lee University in 
June of that year. In 1948, he joined 
the comptroller’s division. in 1952, he 
was transferred to the policy issue divi- 
sion where he was appointed supervisor 
in 1956. He is an associate in the Life 
Office M anagement Association. 

Mr. Magee is a member of the Junior 
Chamber of Commerce, and is active in 
the Naval Reserve unit in Roanoke hold- 
ing the rank of lieutenant and serving 
as supply officer, 


MDRT Qualifiers 


Additional names of qualifiers for 
MDRT will appear in next week’s issue 
of The Eastern Underwriter. Names of 
some of the qualifiers appeared in the 
June 12 and June 19 issue of this paper. 





FRANKLIN HAS 42.7% GAIN 
With $92,000,000 in paid sales during 
May, Franklin Life of Springfield, Ill, 
recorded a 42.7% increase for the first 
five months of 1959, Chas. E. Becker, 
president, announced. 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








AMERICAN UNITED MANAGERS 


James R. Rogers and Elmer E. Lignoul 
have been appointed American United 
Life agency managers in Burlington, 
N. C. and Dallas, Texas, respectively. 








Mr. Rogers, a native of Burlington, 
has been in the life insurance business 
11 years. Mr. Lignoul has been in the 
industry 12 years as assistant 
manager and agent. 


branch 








Across 


the 
pahannock 


Like most boys living near rivers, 
George Washington spent many 
leisure hours close to and on the 
water. One form of entertainment, 
the throwing contest, helped develop 
the familiar legend of George 
throwing a Spanish dollar across the 


Rappahannock River in Virginia. 


This reproduction is one in a series of eleven original oil paintings 


by Walter Haskell Hinton which portray little-known events in the life 


of our Country’s first president, George Washington. 


A booklet containing full-color reproductions of all eleven 


paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 
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COMPETITIVE MERCHANDISING 


The “new era” of intense competi- 
tive merchandising in the fire-casualty- 
marine branches of insurance, and also 
now including life insurance to the de- 
gree that full insurance protection is 
being offered by single company groups 
and agencies, presents a serious chal- 
lenge to the best minds in the industry. 
With open competition supported by 
many independent and direct writing 
insurers, by some state Insurance De- 
partments and by Federal agencies and 
Congressional committees, a full scale 
race is in the making to ascertain which 
policies with combinations of coverages 
and which rates will capture public sup- 
port. 


There is no question but that great 
new markets for insurance are being de- 
veloped in the United States, and in 
foreign countries as well. With gross 
personal income of American families 
at record highs, with values of dwellings, 
business properties and personal posses- 
sions steadily increasing, more money 
than ever before will be spent by prop- 
erty owners to protect their belongings 
and to safeguard themselves against third 
party liability hazards. The insurance 
markets have tremendous facilities and 
the success will be to the strongest. The 
statement goes for companies and pro- 
ducers. 


Mergers and consolidations of com- 
panies, agencies and insurance brokerage 
offices in the last few years clearly dem- 
onstrate the insecure position of insur- 
ance concerns which lack facilities or 
ability to write the broadest coverages, 
at a profit or at worst a moderate under- 
writing loss. Relatively open compe- 
tition will be welcomed by segments of 
the public, and more insurance will be 
ogered and bought. The larger com- 
panies will prosper, or at least survive, 
and gain the broad objectives of com- 
petitive campaigns. Smaller companies, 
in many instances, and producers not 
qualified to adjust to new merchandising 
techniques, may well pass from the pic- 
ture. In the end there will certainly be 
fewer competitors, just as has happened 





in the automobile industry and other 
fields. 


Entering the competitive field 
with both feet, or preparing to, are old- 
line insurance companies guided for years 
by the historic principle that success in 
insurance, for the business and public, 
called for relative uniformity in rates and 
policy coverages. Aftermaths of rate 
competition years ago led to agreements, 
supported by insurance law or rulings, 
that rates should be made in concert, 
policies be standard, or contain 
standard ‘provisions, In other words, 
competition was limited relatively to 
standards of service by producers, loss 
payments, and there was not hasty intro- 
duction of new coverages, etc. Today 
numerous so-called conservative com- 
panies are determined not to allow more 
high grade business to be taken by com- 
petitors without a struggle. They are 
starting to become “independent.” 


now 


and 


Price competition plays a major role 
today not only in insurance but in all 
fields of merchandising. The super- 
market, the discount house, and such 
were forerunners of lower rates in in- 
surance, A major question is whether 
the public will for long accept fewer 
services in insurance than they have re- 
ceived. When the National Association 
of Insurance Commissioners voted in 
Boston this month in favor of vigorous 
and lawful competition in multiple line 
coverage, under state regulation, the old- 
line companies were shocked. 


Some foresee new combinations of in- 
surance with rates, for an entire pack- 
age, totaling less than manual charges 
for two or three of the major coverages 
when sold separately. If multiple line 
coverage is to be sold successfully to 
property owners it must be adequately 
serviced by agents or brokers who are 
fully qualified to handle what are now 
popularly being called “one-step” cover- 
ages—complete protection for a family, 
or business with one agent and one com- 
pany. And qualified producers demand 
adequate compensation, in dollars. New 
premium payment plans and policy writ- 
ing arrangements are used which are 





Joseph L. Beesley, a senior vice pres- 


ident of Equitable Society, has been 
elected an alumni trustee of De Pauw 
University according to an announce- 
ment by Dr. Russell J. Humbert, univer- 
sity president. He will serve for four- 
year term. Mr. Beesley was graduated 
in 1926 from De Pauw where he was 
elected to Phi Beta Kappa and had been 
a three-year letter man in baseball. He 
is a former president of the university’s 
Greater New York Alumni Association. 
With the Equitable since 1926, Mr. Bees- 
ley now heads its nationwide sales oper- 
ations. A Chartered Life Underwriter, 
the is a member of the New York City 
Life Underwriters Association and chair- 
man of the Agency Officers Round 
Table of Life Insurance Agency Man- 
agement Association. 


* * * 


William T. Brady, president of Corn 
Products Co., has been elected a director 
of American Reciprocal Insurers and a 
member of its executive committee, ac- 
cording to Schuyler Merritt, II, chair- 
man. Mr. Brady was also elected a direc- 
tor of Commerce and Industry Insurance 
Co., the wholly-owned stock company 
subsidiary of American Reciprocal In- 
surers. Mr. Brady is president of the 
Corn Industries Research Foundation, 
chairman of the Food Law Institute, 
chairman of the Foundation For Amer- 
ican Agriculture, director of the Marine- 
Midland Trust Company, the Carrier 
Corporation, the Farm Film Foundation, 
and the Grocery Manufacturers of 


America. 
* * x 


‘Mildred T. Linn, secretary of the Ex- 
celsior Insurance Co. of Syracuse, N. Y. 
recently returned from a month’s vaca- 
tion trip to various European countries. 
Among highlights of the trip were a 
visit to Lloyd’s of London and luncheon 
in the famous Pickwick Room of the 
Sterling Reinsurance Brokers at the 
George and Vulture Inn founded in 


London in 1175. 
* * * 


Robert C. Ayers, vice president with 
special assignment in Singapore and 
southeast Asia, has been elected a direc- 
tor of American International Assurance 
(Hong Kong.) He also is vice president 
of American Life of Del., another com- 
pany of the American International 
Group. Prior to joining American Inter- 
national in 1953, he was associated for 
many years with Penn Mutual and was 
vice president of Church Life, N 


* * * 


Diana Cullom Dawis, whose father, 
Shelby Cullom Davis, has had a long 
career in the insurance business and 
now conducts an insurance investment 
firm in New York, has taken a summer 
job in the underwriting department of 
Insurance Co. She will be a senior at 
Wheaton College, Norton, Mass. starting 
next September. 





opposed to long-standing principles of 
organized agents, even though there 
is more division of opinion today among 
agents on continuous policies and com- 
pany billing than heretofore. 


The property insurance business en- 
deavors to offer the public the best cov- 
erage at the lowest prices commensurate 
with profitable underwriting and with 
top-quality agency or brokerage service. 
The years immediately ahead will be a 
severe testing period, with old-estab- 
lished practices very much on trial. The 
future cannot be foretold with accuracy, 
but the decade ahead will be replete 
with developments of major importance. 


J. EDWARD DAY 


J. Edward Day, vice president in 
charge of Western Operations for The 
Prudential at Los Angeles, has _ been 
appointed by Governor Edmund G. 
Brown as vice chairman of a 19-member 
California State Commission on Metro- 
politan Area Problems. The chairman 
of the Commission is Ben C. Duniway, 
San Francisco attorney. Other members 
include representatives of cities, coun- 
ties, banking and labor interests, the 
clergy, recreation groups, home builders, 
and political scientists. The Governor 
listed five areas of inquiry for guidance 
of the committee in its work: Trans- 
portation, freeways, rails and _ streets, 
“how best can we move millions of men 
to and from work?” Housing, redevelop- 
ment and land use planning, “how can 
we keep the central areas of cities from 
becoming slums?” Maximum economy 
in handling the tax dollar, “do we have 
too many overlapping jurisdictions?” 
Prevention of air pollution and water 
contamination, “what new measures are 
necessary to prevent poisoning of air in 
metropolitan regions?” Larger govern- 
mental structures or districts, “what are 
the values and limitations of super gov- 
ernmental agencies?” Mr. Day is also a 
member of the Governor’s Business Ad- 
visory Council. Other members include 
Norman O. Houston, president of the 
Golden State Mutual Life and Robert 
E. Murphy, president of California- 
Western States Life. 

i a: 


Mrs. Dorothy K. Whyte, director of 
the editorial bureau of Metropolitan 
Life’s health and welfare division, has 
received the 1959 Award of Merit in 
Mental Health from the Public Health 
Association of New York (City. The 
award was given to Mrs. Whyte for her 
work in producing outstanding mental 
health materials, including booklets, ed- 
ucational exhibits, and the color film, 
“Mr. Finley’s Feelings.” Some of the 
outstanding mental health booklets pro- 
duced under Mrs. Whyte’s direction 
were Understanding Your Child, Under- 
standing Your Teen-Ager, Emotions 
and Physical Health, Stress, and When 
Our Parents Get Old. Mrs. Whyte has 
held her present position for a number 
of years. Previously, she was associate 
editor of Parents Magazine. 

ae ae 


Robert E, Miller, treasurer of Excel- 
sior Insurance Co., Syracuse, N. Y., ob- 
served his 10th anniversary with the 
company this month, having started on 
June 16, 1949. Mr. Miller really began 
in 1947 when he worked on a part-time 
basis in the accounting department while 
a student at Syracuse University. 
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White House Conference 


Insurance industry executives are 
prominent among citizens who will serve 
on the National Advisory Committee for 
the White House Conference on the 
Aging. Members of the committee to 
have over-all direction of the plans for 
the conference, to be held in January, 
1961, in Washington, D. C., include Or- 
ville F. Grahame, vice president, Paul 
Revere Life; Ardell T. Everett, second 
vice president, The Prudential; H. Bruce 
Palmer, president, Mutual Benefit Life, 
and V. J. Skutt, president, Mutual of 
Omaha, who is also current president of 
the Health Insurance Association of 
America. 

The 100-member advisory group, chosen 
from some 800 candidates, comprises ex- 
perts in the field of problems of the 
aging, The national conference was au- 
thorized by Congress to develop recom- 
mendations for Federal and state action 
to deal with the needs of the aged. The 
advisory committee members will be 
called to Washington for pre-conference 
planning. 

In advance of the 1961 White House 
conference, state meetings will be held 
to develop detailed data on local needs 
of elderly persons. Members of the ad- 
visory committee also will serve on spe- 
cial planning committees which will out- 
line the content of the basic papers to 
be used in panel discussions at the White 
House conference. These groups. will 
assume responsibility for conduct of the 
section meetings at the conference. 


* * x 


Writers Give Tips to Busy Executives 


I have been (fascinated looking 
through three books which have recently 
been published by Prentice-Hall, Inc. 70 
Fifth Avenue, New York, aimed to help 
the busy executive. These books, each 
priced at $4.95, confidently pass beyond 
the advice of ‘how to become an execu- 
tive, to what is important, too,—how 
to remain one. Each writer is sure he 
has the correct answers. 

The three volumes are “Developing 
Executive Capacity,” by Edwin Laird 
Cady; “Streamlining Your Executive 
Workload” by Ray Josephs and “The 
Executive at Work” by Fred DeArmond. 


“Developing Executive Capacity” is 
described as a manual of easy-to-follow 
steps showing how to see, how to think, 
how to be a better executive. “Execu- 
tive ability is mutable,” writes Mr. Cady, 
because the executive function is the 
same everywhere. The executive who 
moves into the steel business does not 
have to be expert in the making of steel; 
he just has to know how to get the best 
results from the men who know how to 
make steel.” 

Under the chapter, “Cur Your Urge 
to Meddle,” the author says: “Sheer 
fagerness to manage can cause an ex- 
ecutive to make it impossible for his 
men to get on the ball. This meddling 
trait appears most often in neophyte ex- 
€cutives, most of whom have to go 
through ‘the meddling stage’ before they 
€came ‘dry behind the ears,’ but it 














can persist in older executives. Med- 
dlers are frustrators. The habit of being 
a frustrator is one of the worst dynam- 
isms an executive can have.” Mr. Cady 
tells how to know if you are meddling. 
“Big men may disagree,” ‘he says, “but 
they don’t meddle.” 

In the margin of each page, alongside 
the text, are many apt aphorisms, like 
raisins in a cake. Samples: “Build upon 
what you have and not what you wish 
you ‘had,” “When your way to the lad- 
der is blocked, then head for a different 
ladder,” “Executive life goes down as 
well as up. Your followers are also your 
pursuers,” “If your men can’t bet on 
you they won’t follow you.” 

Mr. Cady has compiled an unusually 
readable volume which can be opened 
at any page and read with interest and 
profit. Author of more than 5,000 arti- 
cles, manuals, books and booklets, he 
acts as a consultant to executives, ad- 
vertising agencies, publicity and public 
relations houses, industrial engineers 
and manufacturers. 


“Streamlining Your Executive Work- 
load” by Ray Josephs gives ideas and 
suggestions for making every minute of 
the day produce double its quota of ac- 
complishment. It tells how America’s 
best paid and most successful execu- 
tives manage to get twice as much done 
with half the effort. Of particular in- 
terest is the chapter: “Are You Really 
Wanted on the Telephone?” It starts 
off telling about a New England farmer 
who was talking to a passer-by outside 
his door one day while his phone kept 
ringing. “Pay it no mind,” said the 
farmer calmly. “I put that phone in for 
my convenience.” Discussed are tele- 
phone talks that get nowhere; getting 
right to the point on the phone; avoid- 
ing unwanted calls and taking calls when 
you have people in your office. 


How to handle time and effort-con- 
suming interruptions refutes desirability 
of the boast of many executives that 
“My door is always open.” In the opin- 
ion of Author Josephs when the door 
is constantly open, or opened too wide, 
it wastes an amazing amount of ex- 
pensive time. 

Other chapter headings are “Cutting 
Your Decision-Making Delays,” “Cut- 
ting Desk and Paper Work,” “Talking 
Your Way to a Shorter Day,” “Imnrov- 
ing Reading Comprehensions,” “Those 
Time-Consuming Meetings, Conferences 
and Luncheons.” 

Mr. Josephs has written eight books, 
four of them about Latin America and 
the Argentine. A counselor on man- 
agement problems, his clients include 
banking and financial organizations, 
transportations companies, department 
stores and manufacturers. 


“The Executive at Work,” by Fred 
DeArmond is described by the pub- 
lishers as a guide to successful per- 
formance. The book is divided into five 
main areas: human relations, executive 
organization, executive decisions and 
planning, creating and selling ideas and 
the special requirements for a succes- 
ful executive career. Replete with ex- 






amples of how successful men reached 
their executive posts, what they ob- 
served and learned on the way up, it 
gives names and. company identities. 
Each chapter is summarized and there 
is an index at the end of the book with 
names of famous men quoted. These 
range from Arnold Bennett, Horatio 
Alger, Henry Thoreau and Hippocrates, 
to Merle Thorpe, Dale Carnegie and 
the Equitable Society’s president James 
F, Oates, Jr. 

Mr. DeArmond, an instructor in busi- 
ness subjects at Drury College, is a 
former associate editor of Nation’s Busi- 
ness and a free lance magazine writer. 





* 


New Book by W. D. Milne, 
Former Bureau Manager 
A new book has been written by 

William D. Milne, former manager of 

the Eastern Inspection Bureau, who re- 

tired in 1951 but continued his active 
interest in fire insurance underwriting. 
During his retirement at his farm in 

Lexington, Mass., he wrote the text of 

“Factors in Special Fire Risk Analysis” 

which deals with the techniques of in- 

specting and evaluating the fire insurance 
hazards of risks protected by automatic 
sprinkler installations. It also contains 
valuable instructions to inspectors and 
property owners for safeguarding prop- 
erty by maintaining fire safety standards. 

Mr. Milne was co-outhor of “Industrial 

Fire Hazards” which was published in 

1928 and dealt with the technical aspects 

of protecting special hazard risks. He 

is a civil engineering graduate of M.LT. 
and spent his entire career in the under- 
writing inspection field. Mr. Milne joined 
the Eastern Inspection Bureau when it 
was formed by the merger of the Under- 
writers Bureau of New England with 
several other inspection organizations. 

Subsequently, the EIB was merged by 

the Eastern Underwriters Association 

into the rating organizations of the 


Eastern territory in 1951. 
The new book is published by Chilton 
Company, book division, Philadelphia. 
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Scholarship Students for University 
of Maryland 


The scholarship program at the Col- 
lege of Engineering, University of Mary- 
land, sponsored by the Eastern rating 
organizations and administered by the 
Eastern Underwriters Association /had 
its first group of 15 students to enter the 
1959 fall semester. 

The scholarship committee screened 
53 applications from high school students 
in several states and awarded the 15 
scholarships consisting of ful tuition and 
room and board on the campus at the 
University for the four-year period. 

Each successful applicant is employed 
during the summer months by a rating 
organization and upon graduating from 
the fire protection course with a Bach- 
elor of Science Degree, will then serve 
that rating organization for a period of 
at least four years. 

This scholarship program closely par- 
allels a similar one operated in Western 
Actuarial Bureau territory for more than 
20 years in conjunction with the Illinois 
Institute of Technology. 

The following students were selected 
as the first group to receive the scholar- 
ship awards under the program: Donald 
W. Belles, Dallas, Pa.; John b. Deitz, 
East Aurora, N. Y.; James C. Ditoro, 
Fulton, N. Y.; David Duchaine, Alburg, 
Vt.; C. Donald Fustich, Van Meter, Pa.; 
Ronald A. Gagner, St. Johnsbury, Vt.; 
William T. Hinman, Newbury, Vt.; 
Richard L. Kilinker, Hyattsville, Md. 
Kenneth N. Lawrence, Cranston, R. I. 
William L. Munson, Antwern, N. Y. 
Rona'd D. Pennebaker, Port Royal. Pa.; 
Carl E. Peterson, Belchertown, Mass.; 
Robert J. Pirth, Langeloth, Pa.: William 
H. Rehr ITI, Reading, Pa.; Barry E. 
Scammell, La Fayette, N. Y. 


Loss Executives Assn. 
Honors Retiring Pres. 




























Donald E. Maclay, Great American 
Group, right, retiring president of the 
Loss Executives Association, receiving a 
framed certificate from the- new presi- 
dent, G. Everett Geerken, American of 
Newark. The certificates attests to the 
highly efficient administration of 
Loss Executives Association during the 
last year under President Maclay. 
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Ky. Holds Co. Not Liable 
After Policy Expires 

The Kentucky Court of Appeals on 
May 22 issued an important ruling, hold- 
ing that an insurance company is not 
required to pay a claim in case a policy 
has not actually been renewed, even 
though a custom has been set for re- 
newal of expiring policies. 

The court ruled that in a case involv- 
ing an agent of the Mutual Fire Insur- 
ance Co., at Covington, Ky., who had 
sold a_ policy covering property of 
Martha E. Candler and Joyce Gadberry, 
on a rooming house at Somerset, Ky., 
that burned, the policy had not been 
renewed. 

Evidence in the lower, or Pulaski 
County Circuit Court, at Somerset, Ky., 
showed that the agent had renewed the 
policy annually until 1956, when after 
that the agent no longer represented 
the company. It was alleged that the 
owners were never notified that the 
agent did not represent the company. 

Shortly after expiration of the policy 
written in 1956 the building burned. The 
owners filed suit, contending that they 
wanted the policy renewed or extended 
annually; that the company had renewed 
it twice, but later failed to do so, with- 
out giving notice. The owners contended 
that they relied on the implied promise 
of company and agent to keep the insur- 
ance in full force, and did not know that 
the policy was not extended. : 

In the lower, or Pulaski County Cir- 
cuit Court, a jury was instructed to find 
for the owners of the property. The 
insurance company appealed the case to 
the highest Kentucky court, contending 
the policy specifically stated that it was 
for one year, with option to renew at a 
lower premium rate, rather than a con- 
tract to renew each year. : 

The Appellate Court in reversing the 
Pulaski County Circuit Court held, and 
cited a previous case, to the effect that 
an insurance agent does not have the 
implied authority to make agreements to 
renew policies. months ahead of expira- 
tion, nor is an agent authorized to make 
an oral contract which would be binding 
on the company. Therefore decision of 
the lower court was reversed. 






























Norwich Union and Yorkshire Bid 
For Control of Scottish Union 


As The Eastern Underwriter went to 
press it was not known in New York 
whether directors of the Scottish Union 
& National, meeting in Great Britain 
this week had decided to accept an offer 
of the Norwich Union Insurance Group 
for stock control or an offer of the York- 
shire Insurance Co. It had been recom- 
,; mended that shareholders accept an offer 
‘of the Yorkshire but then the Norwich 
Union made a proposition which was re- 
ported to be about 1,000,000 pounds 
higher than that of the Yorkshire. 

A merger with either bidder will put the 
enlarged group among the leading life- 
property insurance companies in Great 
Britain. It is believed that the Scottish 
Union will withdraw from separate 
operations in the United States. 

At the close of 1958 the Scottish Union 
and National and subsidiaries had con- 
solidated assets of £44,521,883, with the 
Scottish Union itself reporting assets 
of £39,819,609, 

In his report to the 134th annual meet- 
ing of Scottish Union in Edinburgh on 
May 27 the chairman, James Alexander 
Lumsden, stated with respect to fire and 
casualty operations: 

Experience in 1958 


“The net fire premium income during 
the year 1958 exceeded £5,600,000, and 
was again a record for the company. 
The increase over the previous year was 
£228,257, and the growth has been on 
sound lines both at home and overseas. 
‘The loss ratio to premiums written at 
52.2% showed an improvement on the 
1957 ratio which was 53.8%. 

“Satisfactory underwriting profits re- 
sulted from our operations at home and 
in most overseas territories. In North 


America, however, trading conditions 
continue to be difficult. Windstorm 
claims in the U.S.A. were not severe, 
but the fire losses were heavy and 


numerous, and the loss ratio continued 
at a high level. Although in both Canada 
and the U.S.A. we sustained underwriting 
losses, it is encouraging to note that a 
distinct improvement was shown in our 
Canadian results. 

“The fire insurance account produced 
a trading surplus of £17,647, but, after 
setting aside our usual provision of 50% 
of the premiums for unexpired risks and 
the additional provision required for the 
Canadian and U.S.A, business, an under- 
writing loss of 20,740 emerged. This 
has been met by a transfer from the 
profit and loss account. The fire insur- 
ance fund increased by £38,387, and now 
stands at £3,948,946. 

“The net premium income in the acci- 
dent and general account, including the 
business of the Scottish-National Key 
Registry, increased by £226,798 to £2,634,- 
680, The loss ratio to premiums written 
was higher at 56.7% compared with 53.6% 
in 1957, 

“The motor section showed a slight 
improvement and a small profit was 
earned. In Canada the automobile busi- 
ness was substantially better and pro- 
duced satisfactory results. It is im- 
portant to the insurance companies that 
motor business should be on a sound 
basis, but it is equally important, from 
the social viewpoint, that the loss of 
life and damage to person and property 
should be drastically reduced. 

“The accident and general account as 


a whole produced a trading profit of 
£121,718, but the addition to the provision 
for unexpired risks of 50% of the in- 
crease in premiums absorbed £113,399. 
The underwriting profit of £8,510 has 
been transferred to the profit and loss 
account. 

“The net premium income in the 
marine department, at £1,667,668, shows 
an increase of £22,356 compared with the 
previous year, but ‘the total claims at 
£1,338,664, increased by as much as 
£104,376. The last year favorable to un- 
derwriters was 1954, and since then the 
world-wide experience ‘has deteriorated. 
We know that these periods of unprofit- 
able trading occur in cycles, and it is 
difficult to predict how long the present 
one will continue. Although in 1958 total 
and partial losses were slightly fewer 
in number than in 1957, the final settle- 
ments in respect of these losses are not 
likely to be less expensive than in the 
previous year, and the cost may quite 
well be greater, due to the effect of 
inflation.” 





Blakeslee Asst. V.P. 


American Insurance Co. 


The American Insurance Co. an- 
nounces at Newark that Robert W. 
Blakeslee, resident vice president in 


charge of the company’s Hartford office, 
has been elected an assistant vice pres- 
ident and is being transferred to the 
head office operations department. In 
his new assignment, Mr. Blakeslee will 
assist Vice President D. P. McKay as 
administrative and production executive 
for a territorial division of the com- 
pany’s field operations. 

Mr. Blakeslee’s insurance career 
covers a span of more than 25 years. 
Prior to joining the American in 1942 
as supervising underwriter at the Balti- 
more branch office he had had a broad 
background in multiple line underwriting 
and production experience. In 1948 he 
was named underwriting manager at the 
Pittsburgh office and in 1951 named 
branch manager. 

In 1955 he was promited to resident 
vice president and assumed charge of the 
company’s Hartford branch. A _ native 
of Newton Center, Mass., he was edu- 
cated at Wesleyan University in Middle- 
town, ‘Conn. 





Sparky Fire Film Shown 
Throughout the World 


The Sparky junior firemen of Middle- 
town, Pa., are reaching around the world 
in a gesture of friendship and under- 
standing to the children of other nations. 
They are doing this in a special film 
which is being seen by people in 40 coun- 
tries in Europe, Asia and South America. 

The youngsters, all members of 
Sparky’s Fire Department companies in 
Middletown, were featured in a five-min- 
ute film produced recently by the 
United States Information Agency. Pur- 
pose of the film is to give overseas coun- 
tries a better understanding and a more 
accurate picture of young people’s activi- 
ties in the United States. 

Sparky is the symbol of home fire 
safety development by the National Fire 
Protection Association as an aid to pub- 
lic education. Sparky’s Fire Department, 
also NFPA-sponsored, has several hun- 
dred companies anda membership num- 
bering ‘into the thousands; 





Aetna C. & S. Merging 
Numerous Operations 


FOR MULTIPLE LINE WRITING 


Casualty, Bond, Fire and Marine Opera- 
tions Merging to Aid Service, 
Efficiency and Economies 








The Aetna Life Affiliated Cos. at Hart- 
ford will merge the casualty, bond, fire 
and marine operations of the Aetna ’Cas- 

ualty & Surety and the Standard Fire 
Insurance Co., member companies of the 
Aetna organization. “For some time 
sharp lines of distinction between var- 
ious areas of our business have been 
fading,” Senior Vice President Guy E. 
Mann said in explaining the unification 
scheduled for completion September 1. 

“Our action, which is in line with the 
trend tow: ards multiple underwriting, will 
place us in an even better position to 
meet the public’s insurance requirements 
with maximum convenience,” he _ said. 
“Furthermore, it will en ible us to 
streamline our operations, making pos- 
sible greater efficiency and economy.” 

Mr. Mann also said that eventually 
all of the casualty, bond, fire and marine 
operations in the companies’ branch 
offices throughout the country will be 
under a single resident general manager. 


Features of New Plan 


Details of the home office merger plan 
as disclosed by Mr. Mann as as follows: 

A single agency department thas been 
estabilshed. This department is respon- 
sible for the sale of all casualty, bond, 
fire, and marine coverages. It is headed 
by E. C. Knapp, vice president. 

The casualty underwriting department, 
which also will have charge of payroll 
audit operations, will be headed by Vice 
President H. T. Knudsen, assisted by 
D. H. Burr, vice president. 

A fire, marine and multiple-line under- 
writing department is established under 
the direction of D. R. Sibley, vice pres- 
ident, assisted by E. N. O’Beirne, or. 
vice ‘president. The bond underwriting 
department continues under the super- 
vision fo Vice President A. H. Ander- 
son, 

One claim department for all casualty, 
bond, fire and marine lines is established 
under supervision of W. L. Vermilion, 
vice president. This department will 
continue to provide group and accident 
and health claim service to the Aetna 
Life Insurance Co. 

A consolidated field administration and 
accounts department is established under 
V. J. Newitt, secretary. The safety engi- 
neering department continues, with 
broadened responsibilities, under the 
supervision of D. G. Vaughan, secretary. 

An underwriting committee is estab- 
lished to act on matters of inter-depart- 
mental interest. Mr. Knudsen will serve 
as chairman of this committee. 





McMillen and Jarvis 
Advanced by Glens Falls 


Promotions of David H. McMillen to 
cashier and Charles W. Jarvis to assist- 
ant cashier at the Glens Falls Insurance 
Company, under the executive super- 
vision of Karl E. Sand, treasurer, are 
announced, 

Mr. McMillen, a native of Saratoga 
Springs, received his education at Sara- 
toga Springs High School and at the 
New York State College for Teachers at 
Albany where he received an A.B. de- 
gree. He joined the Glens Falls as a 
member of the Western underwriting 
department in the home office on Novem- 
ber 27, 1936, and was transferred to ‘the 
accounts department, March 3, 1937. 

Mr, Jarvis is a native of Glens Falls 
and is a graduate of Glens Falls High 
School. He studied accounting at Albany 
Business College and then entered mili- 
tary service during the war years, 1943 
to 1946. He continued his education at 
Syracuse University where he received 
a B.S. degree, majoring in accounting, 
in 1949. He was employed by the Glens 
Falls on June 27 of that year, and was 
assigned to the cashier’s department. 





Numerous Changes Are 


June 26, 1959 


Made by America Fore | 


VICE PRES. ROBINSON RETIRING ; 





Holman Leaving at San Francisco, Daly ‘ 


in New York; Jones Loss V. P. on 
Coast; Other Promotions 





The America Fore companies of Amer- 


ica Fore Loyalty Group, announce the 7 


following official changes: 


Harold S. Robinson, vice president at | 


head office in New York, is relinquishing 
active duties which are being assumed 
by Vice President Elmer J. Hey. While 
Mr. Robinson will continue to be avail- 
able for consultation, he is heeding medi- 
cal advice in taking this preliminary step 
toward complete retirement. 

Alfred V. Holman, vice president of 
the fire companies in the Pacific depart- 
ment at San Francisco, is also relinquish- 
ing duties at his own request and upon 
the advice of his physician. George A. 
Daly, secretary of Fidelity and Casualty 
at the head office, is relinquishing duties 
pursuant to the America Fore retirement 
plan. 

Jones Vice President 


John R. Jones, formerly a secretary of 


the fire companies in the Pacific depart- 
ment is appointed a vice president of all 
America Fore companies of the group. 
He will assume administrative direction 
of 


other duties. 

Edward W. McDowell, formerly 
assistant secretary of the fire companies 
in the Western department at Chicago, 
has been appointed a secretary and 
transferred to the Pacific department to 
assume general underwriting duties in 
anticipation of Vice President Stephen 
W. Weymouth’s retirement around the 
close of this year. 

John K. Recktenwall, formerly an as- 
sistant secretary of the fire companies 
in the Western department, has been ap- 
pointed a secretary. 


Arnold C. Avitabile, formerly regional 2 


claims manager, Pacific department, has 
been appointed an assistant secretary of 
all America Fore companies of the group. 
He will serve as immediate assistant to 
Vice President John R. Jones. 

Earl B. Birong, formerly state agent 
for the fire companies at Cleveland, has 
been appointed agency superintendent 
and transferred to the Western depart- 
ment at Chicago. 





Alles New President Of 


Camden-Gloucester Agents : 


The Camden-Gloucester County Insur- 
ance Agents Association of New Jersey 
elected officers for the coming 12 months 
at a luncheon June 22 in Camden. 
Thomas V. Alles is the new president. 
succeeding Floyd R. West. Other offi- 
cers are Andrew B. Lawson, first vice 
president; Richard C. Hardenberg, sec- 
ond vice president; Beatrice ‘Chew, sec- 
retary, and Vinal A. Johnson, treasurer. 

Edward D, Marker, manager of the 
life insurance department of The Trav- 
elers, told the agents of the possibilities 
of increased income and profit through 
the sale of life insurance. 


Luella Kempf Heads 


Syracuse Women’s Assn. 


Luella C. Kempf, in the production 
department of Excelsior Insurance Co. 
of Syracuse, N. Y., has been elected 
president of the Syracuse Insurance 
Women’s Association, which has a mem- 
bership of some 130 top agency, company 
and other insurance women in Syracuse. 
She succeeds Gail Minor of Kempef 
Insurance. 

Mrs. Kempf is past treasurer of the 
organization, has been a board member 
and has served on many important com 
mittees of the association. She receive 
her 15 year jeweled service pin last yeaf 
at the Excelsior’s annual Christmas 
party. She is alsoa rt president of the 
Excelsior’s Staff ‘Club 
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all loss and claim activities in the 7 
Pacific department in addition to various © 
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NAIA To Honor Cos. 
For National Advts. 


WHICH FEATURE THE BIG “I” 





President Slawsby Tells IAC Agents 
Will Present “Town Crier Award” ; 
Cites Own Agency PR Efforts 


Williamsburg, Va., June 22—Archie M. 
Slawsby, president, National Association 
of Insurance Agents, who heads a pros- 
perous agency in Nashua, N. H., was the 
headliner at opening session here this 
morning of the Insurance Advertising 
Conference, holding its 36th annual 
meeting in this historic Virginian “re- 
stored city.” Mr. Slawsby brought the 
“big news” to IAC that the National 
Association at its annual meeting in 
Chicago this September will give recog- 
nition to those agency stock companies 
“vhich are doing an outstanding job of 
cooperation in publicizing themselves 
and NAIA’s Big ‘I’ in popular national 
media.” 

Mr. Slawsby said this will be a 
“Town Crier Award” which incorporates 
a figure symbol, The Town Crier, the 
work of an outstanding artist. This 
award is fitting, he felt, as the Town 
Crier did provide one of the earliest of 
public advertising media. At NAIA’s 
annual meeting six companies will be 
recognized and two awards in pairs will 
be presented. A “Town Crier” lamp will 
go to the executives of company winners 
who said “Yes” to a program of national 
advertising, and a “Town Crier” trophy 
will be presented to the company ad 
managers who persuaded their “top 
men” to say “Yes.” 

Mr. Slawsby admitted that “This evi- 
dence of NAIA’s appreciation is long 
overdue.” 

Agents Spend $29,000,000 at Local Level 

He then indicated that NAIA member 
agents are spending $29 million at the 
local level in advertising the Big “I” and 
American Agency System. This is nearly 
three times as much as direct writers are 


spending, he indicated, and does not 
include NAIA’s_ own_ advertising pro- 
grams of 1958-59. He said that the 


Big “I” is dressing up the highways from 
coast to coast and is being featured in 
company ads in trade journal and na- 
tional magazines. 

The speaker then likened the rivalry 
between independent agents and direct 
writer agents to that existing between 
the independent grocer and chain super- 
market. He said he competes with his 
fellow member agent in Nashua as in- 
tensely as he does with his non-member 
competitor. “If I don’t get the account 
myself — I’d rather a member agent 
landed it,’ he declared, “than a non- 
member agent. But never, never to the 
direct writer.” 

As to his agency’s advertising and 
public relations, Mr. Slawsby expressed 
this definition of its operation: “We 
believe the function of good public rela- 
tions is to create favorable suspects out 
of the general mass of people. The pur- 
pose of advertising, we believe, is to 
convert those suspects into prospects. 
The final phase, converting prospects 
into our customers, is the function of the 
ground troops, our salesmen.” 

The agency’s trademark “Minute Man” 
and its slogan is “Today’s Minute Man 
is the man from Slawsby’s.” This slogan 
and NAIA’s Big “I” incorporated in all 
of his advertising. 

Located in an industrial city of under 
40,000 people, the agency does no broker- 
age business, yet its volume exclusive 
of A. & H. and life premiums is sub- 
Stantially over $1 million. Commercial 
accounts constitute the largest portion 
of the business; personal accounts are 
a by-product. 

‘Our public relations,” Mr. Slawsby 
explained, “is designed as much to boost 
the morale of our staff of over 30 
workers as it is to create favorable 
atmosphere in which to live, work and 
sell. Our co-workers are encouraged to 
Participate in community activities and 
they are many, a fine indication of civic 
Pride evidenced by the personnel of an 
oe tion that is Jess than 25 years 


As to specific types of Slawsby ad- 


ARCHIE M. SLAWSBY 


vertising, the speaker pointed to silver 
dollars, a novelty in the Northeast, and 
said because people like them our staff 
is encouraged to take expense money 
from us in cartwheels. Thus, trades- 
people know when the man _ from 
Slawsby’s has been in. Instead of flowers 
for the sick, the agency now loans its 
portable TV set to hospitals for enjoy- 
ment of sick friends. It also was charter 
sponsor of the Nashua Little League 
which won the city championship six 
times. 

The latest Slawsby PR effort centers 
around an art exhibit from the agenoys 
collection and 25 pieces of it were shown 
recently during National Library Week. 
One of Nashua’s local banks sponsored 
an essay contest titled “My Favorite 
Picture in the Slawsby Art Exhibit,” 
which was well publicized and added to 
the beneficial effect created by the 
agency’s art show. 

The agency is now readying an adver- 
tising campaign designed to de-empha- 
size the “Archie” part of its corporate 
name. 

Agency Name Revised 

“The new name of our agency is 
Slawsby Insurance,’ Mr. Slawsby said. 
“This identifies what our business is and 
who we are. Our original agency name 
served its purpose well. Starting from 
scratch in 1935 as a one man, no girl 
office, the name was intended to identify 
me completely and accurately. Since 
then we have grown to over 30 people. 
We tell our story in a brochure which, 
in the past three years, has cost almost 
$15,000. It is a quality job, intended to 
show that our agency doesn’t plan to go 
out of business tomorrow. Another pur- 
pose of the brochure is to introduce key 
people on our staff to customers and 
prospects, 

First edition of this brochure was a 
sellout success; another edition is being 
prepared in a different format. 

Finally, Mr. Slawsby spoke of daily 
newspaper ads, changed every day, which 
feature pictures of staff members and 
their insurance qualifications, under the 
heading “Todays Minute Man from 
Slawsby’s Who Serves You Better. . .” 

As to the future for young men coming 
into insurance Mr. Slawsby said: “Unless 
their family connections or personal cir- 
cumstances are unusual, they must begin 
by selling essentials, automobile and home 
insurance. The new agent must do his 
cultivating in the so-called mass market. 
Depending on how he chooses, he’ll need 
twice as many customers as I did to 
enjoy the same income. This means he’l] 
have to sell, sell, sell. 

“I believe the newcomer will succeed, 
and the American Agency System will 
endure, albeit the marketing methods 
devised to meet the impact of our na- 
tional affluence are different from those 
used successfully when my agency was 
launched. Those agencies with a diversi- 
fied book of business, plenty of commer- 
cial and industrial accounts, will continue 
to survive, making themselves indispens- 
able to their communities as professional 
specialists.” 





IAC Meeting Supports 
Agent’s Advertising 


AIM TO STIMULATE INTEREST 





Advertising Primer, Going to Agents, 
Will Aid the IAC; Partain of SEP 
Reports on Insurance Market 





Williamsburg, Va., June 23—A _ well 
balanced program of IAC business dis- 
cussion plus addresses by three outstand- 
ing experts in their respective fields fea- 
tured this morning’s session here of the 
Insurance Advertising Conference. One 
highspot of the business session was the 
report by Art Dannecker, Ohio Farmers, 
as chairman of the ‘seventh annual 
Agents Award Competition. He pointed 
to the “Magnificient job done by the in- 
surance trade press in publicizing the 
contest,” and gave high praise to the 
judges who devoted many hours to their 
job. 

“Each judge,” he said, “Was given 
judging sheets on which he set down 
how each agent participant could improve 
his local advertising next year. We plan 
to use this material by advising each 
agent by personal letter in the near fu- 
ture what the judges thought about his 
advertising,” he said. 

Every effort will be made in the coming 
year to stimulate greater interest among 
“A” members of IAC in urging agent 
participation in the competition. This 
reflects President Winthrop Clement’s 
comment that “this program cannot suc- 
ceed unless we get behind it.” 

The company exhibit competition, re- 
ported on by Chairman John Eklund, 
Hartford Steam Boiler, the “Progress 
Report” by Charles Oaks, Jr., The Trav- 
elers, editor of the Agents Advertising 
Primer, were also featured topics of 
discussion, Mr. Eklund said the exhibits 
program has reached a point where it 
assumes much significance for IAC. “This 
year’s winners were not great in number 
but they were thoroughly deserving of 
their awards. The acid test in the judg- 
ing was how much insurance will this 
company advertising sell” ? 

Mr. Oaks, enthused over initial re- 
sponse to the new advertising primer, 
said that 10,000 copies will be printed if 
companies will make advance orders for 
it. The cost will be 75 cents per copy. 
He stressed that advertising material of 
agent winners in the 1958-59 competitions 
plus seven chapters on various aspects of 
local agency advertising will be featured 
in the booklet. “Putting it into agents’ 
hands will give IAC added prestige,” he 
declared. 


Partain Points to SEP Recent Survey 


Most discussed part of the talk by 
Lloyd E. Partain of Curtis Publishing 
Co, was his reference to a recent research 
report by Saturday Evening Post on the 
“Market for insurance.” This revealed 
that the insurance market is “very selec- 
tive.” “Of the U. S. population who 
live in households with annual income 
of $7,000 or more, 91.9% live in house- 
holds which own automobile insurance,” 
he said, “whereas, of those with under 
$3,000 annual income only 44.3% own 
their own cars.” 

Mr. Partain felt that such figures as 
these are convincing of the vast untapped 
market for insurance. He also pointed 
to a research job done for SEP by R. L. 
Polk Co. Among fire and casualty agents, 
and gave highspots from it. 

Hit of the morning was Henry R. Hoke 
Jr., publisher, “the Reporter of Direct 
Mail Advertising” who gave case history 
on successful direct mail campaigns in an 
entertaining, inspirational manner. Rob- 
ert Van Beynum, Nations’ Business, 
whose talk is reviewed elsewhere in this 
issue, was given close attention as wa's 
news commentator Robert R. McCormick 
of NBC who spoke at the luncheon, 





AMERICAN DIVIDEND 
Directors of the American Insurance 
Co. have declared a dividend of 3214¢ a 
share on the stock of the company, pay- 
able September 1, ‘to stockholders of 
record August 10. 


NAIA Is Reception 
Host at IAC Meeting 


The National Association of Insur- 
ance Agents were ‘host at a reception 
on Tuesday, June 23, to those attend- 
ing the annual convention of the In- 
surance Advertising Conference at Wil- 
liamsburg Inn, Williamsburg, Va. Archie 
Slawsby, NAIA President, Nashua, N. H., 
was a featured speaker on the program. 
Attending the convention with Mr. 
Slawsby were Mrs, Slawsby and two 
of their children, Karen and Alan. 

Valmore Forcier, Danielson, Conn., a 
member of the NAIA executive commit- 
tee, and Mrs. Forcier were also present 
at the meeting. 

William Pollard, NAIA executive sec- 
retary, of New York and James Mat- 
thews, Peter Long and Carlton Thomas 
of the NAIA New York staff, also 
represented NAIA at the convention. 





Holland Agency, Buffalo, 
Bought by Four Officers 


Purchase of all outstanding stock of 
Henry Holland Inc., Buffalo, N. Y., gen- 
eral insurance agents and brokers, by 
four employes of ‘the corporation is an- 
nounced. New president of the company, 
which has its offices in the Genesee 
Building, is F. Wayne Eaton. Others 
who purchased the stock with him and 
their new positions are: Vice presidents, 
William H. Scott and William J. Lamb; 
treasurer, Duane W. Ackerson. 

Henry Holland, who formed ‘the com- 
pany in 1924, maintains a residual inter- 
est in the company and will remain ac- 
tive in an advisory capacity. All the 
purchasers have been with the company 
a number of years. The company name 
will remain unchanged. 


N. Y. Board Losses Drop 

There were 837 claims for $2,189,815 
submitted in April to the committee on 
losses and adjustments of the New 
York Board of Fire Underwriters, com- 
pared with 1,175 losses of $3,194,187 in 
the some month last year. This repre- 
sents a drop of 29% in number of 
claims and of 31%% in amount. For 
the first four months of 1959 the com- 
mittee received 5,318 claims for $10,798,- 
561 against 5,828 losses for $11,712,161 
in the same period last year states 
Secretary E. C. Niver. This reveals a 
drop of 8.75% in number of losses and 
nearly 8% in amount. 





Two Royal-Globe Specials 

The Royal-Globe Insurance ‘Group an- 
nounces field appointments in Georgia 
and Alabama. Warren W. Edwards has 
been appointed special agent at A'tlanta 
assisting State Agents T. E. Hollings- 
worth and T. K. Carleton. He joined 
Royal-Globe in 1957, completed training 
in New York and has been assigned to 
Atlanta for the past year. 

Paul W. Miles has ‘been appointed 
special agent at Birmingham assisting 
State Agent John W. Pearce. He joined 
Royal-Globe in 1957, completed training 
in New York and for the past year has 
beer assigned to Atlanta. 





RAYMOND C. DANA DIES 

Raymond C. Dana, a retired insurance 
company co-operator, died June 14 in 
Rochester, N. Y. Mr. Dana was in busi- 
ness with his brothers, Howard C. and 
Frank S. Dana, 40 years. He retired four 
years ago. The firm, Howard C. Dana 
& Co., is in the Granite Building. 





FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund In- 
surance Co. have declared a quarterly 
dividend of 45¢ a share on the capital 
stock of the company, payable July 15, 
to stock of record June 29. 





PHOENIX 75 CENTS DIVIDEND 

Directors of the Phoenix Insurance 
Co. have declared a dividend of .75 a 
share. The dividend is payable July 1 to 
stockholders of record June 12. 






























































































John A, Diemand (center), president of INA, poses with other INA officers 
and executives at company’s newly opened 79 John Street offices in New York City. 
Left to right: Franklin Vanderbilt, resident vice president, New York office; A. W. 
Barthelmes, assistant secretary and manager of New York office, Insurance Com- 
pany of North America; Bradford Smith, Jr., executive vice president, North 
America; President Diemand; Herbert P. Stellwagen, executive vice president, 
Indemnity Insurance Company of North America; Edward Q. Field, Indemnity 
manager, New York office; and Thomas M. Torrey, resident vice president, New 


York office. 


The formal opening took place on June 9. 


In honor of the occasion INA’s 


board of directors met at 79 John Street, only the third time in the company’s 167- 
year history that the board has convened outside of INA’s Philadelphia world head- 
quarters. A reception for prominent members of the New York financial community 
and for representatives of the press followed the directors meeting. 





Excelsior Annual Report 


Honored by “Spectator’ 

The annual reports for 1958 ot the Ex- 
celsior Insurance Co. of Syracuse, N. Y., 
has been declared a winner among an- 


> 


nual reports submitted by the fire and 
casualty insurance companies of America. 

Annual judging of insurance company 
reports is done by The Spectator, a well- 
known insurance marketing and man- 
agement magazine published in Phila- 
delphia by the Chilton Company. In 
order to be selected a company report 
is first reviewed by The Spectator’s 
staff, then by outside experts, with final 
selection being made by A. Joseph New- 
man, a prominent financial analyst and 
writer for the Philadelphia Bulletin. 
The Excelsior’s annual report has been 
selected as a winner during four of the 
past six years and is equaled in this 
respect by only five other fire and 
casualty insurance companies in Amer- 
ica. 





Nelson Heads New L. I. 


Fieldmen’s Association 

The Long Island Fieldmen’s Insurance 
Association ‘held its first meeting this 
month. The new fieldmen’s association 
has been established on Long Island as 
one of two field clubs which will func- 
tion in the territory formerly covered 
by the Suburban New York Field Club. 
A companion “Mainland” Field Club is 
being organized and will be headquar- 
tered in Westchester County. 

This division is designed to keep pace 
with the trend toward decentralization 
of company offices and to facilitate co- 
operation with local boards of agents 
in combined public relations, sales and 
educational ventures. 

Elected as officers of the new group 
are: president, George F. Nelson, Com- 
mercial Union Group; vice president, 
John Belanus, Aetna Insurance Group; 
secretary, Edwin W. Currie, Boston In- 
surance Cc.; treasurer, Allen H. Harris, 
Agricultural. 

Before entering the’ suburban field, 
Mr. Nelson served as an organizer and 
first president of the Del.-Md.-D.C. Field 
Club. He is also a past president of the 
ee Association of New York 
tate. 


Robinson President of 


Baltimore Binder Club 


The Binder Club of Baltimore, Inc. 
has elected and installed new officers. 
They are as follows: 

President, Frank W. Robinson of 
Maury, Donnelly and Parr; first vice 
president, William S. Walbeck, Fidelity 
and Casualty of New York; second vice 
president, Joseph R. Baker, J. Ramsey 
Barry and Co., Inc.; third vice presi- 
dent, Philip J. Dubey, Travelers; secre- 
tary, Paul E. Keedy, Turner and Thomas 
division, Maury, Donnelly and Parr; 
treasurer, J. Richard Fowler, Fowler- 
Leonhart Associates ; assistant secretary- 
treasurer, Charles R. Snell, Standard 
Accident, 

Joseph C. Hlavin, vice president of 
Poor, Bowen, Bartlett and Kennedy, Inc. 
is retiring president. This organization 
has been in existence since 1937, and at 
the present time has a membership of 
136, all of whom are directly associated 
in insurance in Baltimore. 





May Fire Losses Down 
Estimated fire losses in the United 
States during May amounted to $81,597,- 
000, the National Board of Fire Under- 
writers has reported. According to Lewis 
A. Vincent, NBFU’s general manager, 
this loss represents a decrease of 4.7% 
from losses of $85,633,000 reported for 
May, 1958, and a decrease of 10.0% from 

losses of $90,689,000 for April, 1959. 
Losses for the first five months of 
1959 now total $482,999,.000, a decrease 
of 1.7% from the first five months of 
1958, when they amounted to $491,187,000. 
These estimated losses include an allow- 
ance for uninsured and unreported losses. 





G. HOMER BROOKS DIES 


G. Homer Brooks, former manager of 
the reinsurance department of the Glens 
Falls Insurance Co., died June 16 in 
Glens Falls, N. Y. He had retired on 
March 1, 1957, after 46 years’ service. 
He was graduated from Glens Falls High 
School in 1910 and joined the Glens 
Falls Insurance Co. in March, 1911. Mr. 
Brooks was a past master of Glens 
Falls Lodge, 121, F. and A.M. Surviving 
are his wife, Mabel Stark Brooks; his 
mother, Mrs. Abbie Brooks, and a broth- 
er, Fred Brooks. 


Harvey Heads Executive 


Committee National Board 

Lester S. Harvey, president of the 
New Hampshire Fire Insurance Co., has 
been elected chairman of the executive 
committee of the National Board of 
Fire Underwriters. Clarke Smith, U. S. 
manager and general attorney of the 
Royal-Globe Insurance Group, was 
elected secretary of the National Board. 
Mr. Harvey thus is in line for advance- 
ment to presidency of NBFU as it is 
customary, although not obligatory, to 


advance the chairman to vice president 
and then to president, serving two years 
in each office. 

Mr. Harvey, who is also president of 
the Granite State Fire and American 
Fidelity, has served as a member of the 


National Board’s fire prevention and 
engineering standards committee, the 
arson committee, the executive com- 
mittee and the laws committee. He is 


also a former chairman of the arson 
committee. and was secretary of the 
National Board. 

Mr. Smith is chairman of the National 
Board’s membership committee, and is 
president of the National Board of Fire 
Underwriters Building Corp. He has 
served as chairman of the fire prevention 
and engineering standards committee, a 
member of the executive committee, and 
a member of the finance committee. 





Heads of New York Board 


Committees Are Elected 

The New York Board of Fire Under- 
writers has re-elected chairmen and vice 
chairmen of the following committees: 
Stuart H. Richardson, resident vice pres- 
ident of the St. Paul Fire & Marine, 
chairman of committee on finance and a 
member of board of directors; Ashby E. 
Bladen, vice president of Aetna Insur- 
ance Co., chairman of committee. 

J. P. McCormick, assistant U. S. man- 
ager, Royal-Liverpool Insurance Group, 
chairman of committee on losses and ad- 
justments and a member of board of 
directors; F. G. Buswell, vice president 
of Niagara Fire, vice chairman of com- 
mittee. 

Thomas E, Maddams, vice president of 
Glens Falls, chairman of committee on 
fire prevention and water supply and 
member of board of directors; John C 
Weghorn, president of John C. Weghorn 
Agency Inc., vice chairman of committee. 

W. L. Bellmer, vice president of Na- 
tional Fire, chairman of committee on 
electricity and member of board of direc- 
tors; Wallace H. Cowan, secretary of 
Glens Falls, vice chairman of committee. 

Albert E. Mezey, president of Hoey, 
Ellison, Frost, Mezey, Inc., chairman of 
committee on public relations and mem- 
ber of board of directors; Fred Wrenn, 
manager of fire department, Chubb & 
Son, vice chairman of the committee. 

W. L. Nolen, president of Mercantile 
Insurance Co. of America, chairman of 
committee on laws and legislation and 
member of board of directors; William 
A. Waters, of Hall and Henshaw, vice 
chairman of committee. 





Michigan Papers Warned on 
Non-Admitted Carrier Ads 


Michigan newspapers, through their 
trade organization, the Michigan Press 
Association, have been warned by In- 
surance Commissioner Frank Blackford 
against acceptance of advertising from 
unauthorized carriers. The Commis- 
sioner pointed out conduct of business 
through the mails “makes it very diffi- 
cult for the insured to settle disagree- 
ments about claims.” He said purchasers 
of mail order coverage forfeit the pro- 
tection of Michigan courts and depart- 
mental assistance and are “very likely 
to have a poor policy or poor service.” 

It was suggested that ‘Michigan papers 
check with the Department before ac- 
cepting advertising to determine if car- 
riers are licensed in the state. 


To Retire From NBFU Afte! 


37 Years in Insurance 


THEODORE W. BUDLONG 


Theodore W. Budlong, assistant man- § 
ager of the public relations department § 
of the National Board of Fire Under. @ 
Friday, & 
June 19, at a luncheon tendered by his 
He & 


is retiring after 37 years of service inf 


writers, was guest of honor 


associates at the National Board. 
the insurance field. Member of a dis- 
tinguished insurance family, 
father and brothers in the 
“Ted” Budlong contributed much to the 
progress of public relations. 

Mr. Budlong joined the public 


tions staff of the Naitional Board a 
editor of “Fire Insurance- Facts & 


Trends” in 1944. He became advertising 


manager two years later and became as- § 


Colo., he began his 


after graduation from_Grinnell College 
when he joined the Bankers Accident 


Insurance Co. as a state agent for Min- 
nesota. i 
its branch office in Omaha, Neb. 

When the Bankers merged with the 
Federal Life Insurance Co. of Chicago, 
he moved to Chicago and_ organized 
there the Federal’s monthly premium 
accident and health department. 

Later Mr. Budlong became an under- 
writer in the accident and health depart- 
ment of the Commercial [ 
Newark. He started and was editor of 


with his | 
business, > 


rela- 


insurance career - 


Later he was put in charge of § 


June 26, 195 





' 
ee 


a 
re 


Casualty of & 


the first house organ for that company, & 


the Accident and Health 
While with the Commercial Casualty and 
Loyalty’ Group, Mr. Budlong 
special assignments in the field, which 


included one year in Chicago and six @ 
San Fran- § 


In 


executive 


years in San Francisco. 


cisco, he served as special 


agent, accident and health department. © 
In 1936 Mr. Budlong was promoted to & 


Fieldman. & 


handled : 


Sis 


the home office in Newark as assistant © 


to the vice president in charge of pub- § 


licity and advertising and as editor ot 


the Loyalty Group house organ. In 1939 © 
he became director of publicity and ad- 


vertising for the Loyalty Group Com- 
panies and in Sepitember, 1944, went with 
the National Board to serve in_ the 
public relations department. 

Mr. Budlong was president of the 
Insurance Advertising ‘Conference in 
1946-7 and served on the executive com- 
mittee of the conference for six yeafs. 





CLINTON J. WILSON DIES 
(Clinton J. Wilson, age 63, special agent 
for the North British Group (member 
of the new Commercial Union-North 
British Group), died suddenly June 16, 
in his office in, New Haven. Mr. Wilson 


has been in charge of the New Have 


field office for 21 vears. Survivors are 
his widow, ‘Mrs. Carmen Wilson, am 
a daughter, Mrs. Margaret Powning. 
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Amer. Society Insurance Management 


Adds Five Chapters, For Total of 23 


The rapid expansion and membership 
growth of the American Society of In- 
surance Management, Inc., hit a new 
high for the first five months of 1959, 
it is announced by Peter A. Burke, 
managing director, Since January, five 
new chapters have joined the national 
society. They are Washington (Seattle 
area); central Ohio (Columbus area); 
Connecticut Valley (Hartford area); 
Northern Ohio (Cleveland-Akron area) ; 
and the affiliation of the Wisconsin In- 
surance Buyers Association, now the 
Wisconsin Chapter, ASIM (Milwaukee 
area). 

Officers of three new chapters are: 
Connecticut Valley: president, Darrell S. 
Ames, Eastern States Farmers Ex- 
change, Inc.; vice president, Hervey 
Chevrette, Scovill Manufacturing Co.; 
treasurer, David L. Benson, Whitney 
Chain Co., and secretary, Annetta Mer- 
lino, City of Hartford. 

Northern Ohio: president, Paul Mac- 
Donald, Carling Brewing Co.; vice pres- 
ident, Paul Willberg, Goodyear Tire & 
Rubber Co.; treasurer, ‘Clayton R. James, 
Addressograph-Multigraph Corp., and 
secretary, Julia Sullivan, General Tire & 
Rubber Co. 

Wisconsin: president, Joseph R. Hil- 
mer, S. C. Johnson Son, Inc.; vice 
president, Karl F. Abendroth, Milwaukee 
& Suburban Transport Corp.; treasurer, 
Joseph A. Hussa, First Wisconsin Na- 
tional Bank, and secretary, Robert E. 
Krause, Briggs & Stratton Corp. 

With the affiiation of these three new 
chapters, there are 23 chapters of the 
American Society of Insurance Manage- 
ment, Inc., 22 in the United States and 
one in Montreal, Canada. 

Schellerup Heads N. Y. Chapter 

Robert B. Schellerup, insurance man- 
ager of Union Bag-Camp Paper Corp., 
has been elected president of New York 
Chapter. Serving with Mr. Schellerup 


Quebec Adjusters Elect 
Noel as New President 


The Quebec Insurance Adjusters Asso- 
ciation, which comprises a body of some 





» insurance adjusting for insurance com- 


organized § 
premium 


nit. 


an under- = 


Ith depart- & 


asualty of 
; editor of 
company, 
Fieldman. 
sualty and 
x handled 
eld, which 
o and six 
San Fran- 
ve special 


epartment © yy 


-omoted to 


> justment 


) panies only, held its annual meeting at 


the Queen’s Hotel, Montreal. Jean Marc 
Demers, president, addressed the mem- 
bers present. 

New officers were elected as follows: 
P. H. Noel, Royal Adjustment Co., 
president; R. Corbin, Underwriters Ad- 
Bureau Ltd., vice president; 


| Bernard Laurendeau, Claims Adjustment 


Co., secretary; M. F. Hudon, Commercial 
Adjustment & Safety Service Ltd., 
treasurer. 

J. A. Roy of Quebec Adjustment Co., 


© Hector Gervais of National Adjusting 


s assistant § 


West Virginia Pond Names 
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Office, Herman Renaud of Renaud & 
Allen-Three Rivers, E. G. Cochrane of 


> Casualty Adjustment Co., Ltd., and Jean 







Marc Demers of Insurance Claims Ad- 
jJustment Co. Ltd., were elected directors. 





Pike Most Loyal Gander 


The annual meeting of the West Vir- 
ginia Pond of the Honorable Order of 
Blue Goose was held at Oglebay Park 
in Wheeling. The meeting was attended 
Y approximately 100 ganders and their 
wives, and Robert F. Stumpf, Paterson, 

rae grand custodian, who installed the 
following new officers: 

Charles H. Pike, Alfred Paull & Son, 
ne, general agents, most loyal gander; 
Joseph W. Campbeil, Fred C. Campbell 

on, Inc., state managers, supervisor 
of flock; Turner L. Sturm, Ohio Farmers 

OMmpanies, custodian of goslings; John 
A, Shannon, General Adjustment Bureau, 
wielder of goose quill; Eugene J. Medei, 
ted C. Campbell &-Son, Inc., state 
managers, guardian of pond; E. Carrell 


glass, St. Paul, keeper of Golden 
Oose Ege. 





are: Donald W. Berry, Borden Com- 
pany, first vice president; James S. 
Southwick, Ethyl Corporation, second 
vice president; Robert Gyory, Sylvania 
Electric Products, Inc., treasurer, and 
Raymond A. Severin, American Metal 
Climax, Inc., secretary. 

New York Chapter is the largest of 
the 23 chapters of the American Society 
of Insurance Management. 


New NBFU Film Shown 


A special preview of “A Tale of Two 
Towns,” the new film of the National 
Board of Fire Underwriters, was held 
recently at New Haven (Conn.) Fire 
Training Center before an audience 
which included New Haven and White 
Plains (N. Y.) city officials and firemen 
who participated in the film. 

The film which demonstrates efficient 
fire department salvage operations was 
nroduced with the cooperation of the 
fire departments of New Haven and 
White Plains. The film was shown for 
the first time at the annual meeting of 
th National Board of Fire Underwriters 
in New York City. 


COWAN AETNA SPECIAL 

The Aetna Insurance Co. announces 
the appointment of Philip W. Cowan as 
special agent in the Buffalo territory. 
Following his graduation from Bates 
College, he spent two years in the U. S. 
Army before joining the Aetna in Febru- 
ary, 1958. He received his initial training 
in the home office and Albany service 
office and recently graduated from the 
company’s Multiple Line training school. 





EXCELSIOR DIVIDEND 
A quarterly dividend of 10 cents a 
share, payable June 23, to shareholders 
of record June 4 was authorized by 


directors of Excelsior Insuance Company 
of New York. 








We wear many hats... 


and they’re all off to YOU! 






For the help 
of thousands of Ls 
msurance women 


coast to coast 
(and in Alaska) 


who contribute so 
substantially 

to the writing of 
American Surety lines, 


we gratefully say, 


“WELL DONE!” 
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JONES CONFIDENT ON AGENTS 


Vice President of NAIA Tells New Eng- 
land Meeting Qualified Producers 


Will Continue to Function 


Many dire predictions being made 
about the future of the er Agency 
System are nothing new, Paul H. Jones, 
of Tucson, Ariz., vice president of 
the National Association of Insurance 
Agents, told those attending the meeting 
of the New England Board of the New 
England Associations of Insurance 
Agents at Manchester, Vt., this week. 

“Not long ago I came across an article 
that I had cut out of an insurance trade 
journal over 20 years ago. It too was 
discussing the horrible situation in which 
our insurance industry finds itself. It 
could easily have been something just 
edited in the last few weeks. I will soon 
celebrate my 25th anniversary in the 
insurance business and it has always been 
one of change, and I hope it will remain 
so. 

“Certain speakers regularly accuse 
your association leadership of trying only 
to preserve the status quo, protect certé 1in 


‘sacred cows’, and_ otherwise resist 
change. It is my opinion that leadership 
of your organization has assumed its 


responsibility to keep its membership and 
the public informed to avoid becoming 
like the sheep in a flock that follow 
blindly, perhaps even to their own de- 
struction. Your association, through its 
officers and committees has frequently 
emphasized the fact that commissions 
paid to individual insurance agents are 
a matter of private contract between 
the agent and such companies as he 
desires to represent and such is still the 
position of our organization. 

‘To my company friends, I repeat, the 
qualified independent agent has earned 
his partnership because there is not a 
better system of selling insurance than 
that in which the salesman asks people 
face to face to buy; and neither has 
there yet been developed a more equit- 
able system of payment than that under 
which the salesman gets paid only when 
he makes the sale. But even more im- 
portant, because your company needs 
that type of agent to help it adapt to 
our changing times. 

“To my agency friends,I say fulfill your 
full responsibility, earn your way, and 
you'll be wanted as a full partner.” 


Thomas Pugh, Jr. Joins 
Stewart, Smith & Co. 


Thomas Pugh, Jr., formerly associated 
with the insurance brokerage firm of 
Marsh & McLennan, Inc., and the Home 
Insurance Company, has joined the office 
of Stewart, Smith & Co., Inc., New York, 
it is announced by George Stewart, pres- 
ident. 

Mr. Pugh will concentrate his activities 
in the production and development of all 
classes of reinsurance and excess lines. 





NAIA For Self-Employed 
Retirement Act of 1959 


The Senate Finance Committee was 
urgedby the National Association of 
Insurance Agents today to act favor- 
ably on the Self-Employed Individuals 
Retirement Act of 1959. The committee 
is currently holding hearings on this bill 
which would enable self-employed per- 
sons to set up their own voluntary tax- 
deferrable retirement plans. 

In a letter to Sen. Harry F. Byrd, 
committee chairman, NAIA President 
Archie Slawsby urged favorable action 
on the measure in “the interest of fair- 
ness to all self-employed taxpayers. He 
said ‘that “members of this associaticn 
who would receive, under the provisions 
of H.R. 10, a partial benefit from putting 
part of their earnings before taxes into 
a restricted retirement fund are gen- 
erally individuals with moderate income. 
The immediate tax effect on the Treas- 
ury’s receipts would be negligible and 
the income from the approved retirement 
plan would, of course, be subject to tax 
when taken after retirement age. 

“The tax advantage which employed 
persons now enjoy over self-employed 
individuals in the matter of retirement 
savings is now substantial and cannot 
be ignored. It is an inequity which 
should be corrected by this Congress.” 





Gore, Youngberg-Carlson 
Agencies, Chicago, Merge 


Two of the largest general agencies in 
Chicago, R. H. Gore Co. and Youngberg- 
Carlson Co., have merged. Affiliated Gore 
offices are located in New York, San 
Francisco, Louisville, Ky., Atlanta, Fort 
Lauderdale and Miami. The Youngberg 
agency maintains branch offices. in 
Evanston, Ill., and Los Angeles. It is 
anticipated that additional offices will be 
added shortly. 

R. H. Gore Co. was formed in 1923 
by Robert H. Gore. Gore officers in- 
clude Frederick P. Gore, president; John 
C, Brogan, executive vice president; John 
J. O’Brien, first vice president, and 
Joseph M. Fern, vice president. 

Youngberg-Carlson Co., a 41-year old 
operation, was started as a partnership 
between the late Arthur C. Youngberg 
and Fritz A. Carlson. It was established 
primarily as a brokerage operation. It 
does a substantial volume of business 
with mortgage banking and saving loan 
associations. 

Arthur C. Youngberg, Jr., is president. 
Vice presidents include M. P. Johnson, 
A. H. Wohler, James G. Corns and 
Charles E. Todd. The merger will unite 
underwriting markets in 23 domestic 
and foreign companies represented by 
the two firms. Combined personnel 
number 185. 


MISS. AGENTS ASSN. MEETS 





Delashment Elected President to Suc- 
ceed Rosenbaum; Latter Calls For 
Remedical Legislation on Rating 


BY E. M. ALLEN 
Pass Christian, Miss. 


T. L. Delashment of Moss Point was 
elected president of the Mississippi As- 
sociation of Insurance Agents on June 
12 at tthe Edgewater-Gulf Hotel, Edge- 
water Park, Miss. He succeeds I. A. 
Rosenbaum of Meridian. Other officers 
elected are Henry Jones, Columbus, vice 
president, David Brewer, Greenwood, 
state national director, and Clant M. 
Seay, secretary-manager. 

Members of the board of directors 
elected are Howard Yahn, Jr., Fulton; 
L. A. Morris, Forest; Shubert Godbold, 
Brookhaven; Moody Grisham, Biloxi; 
Robert E. Bobo, Jr., Clarksdale, and I. 
A. Rosenbaum, Meridian. 

Retiring President Rosenbaum caled 
for remedial legislation for the regula- 
tion of insurance, stating that rules have 
to be drafted and observed if the public 
is to be properly protected. “In this con- 
nection,” he said, “we might as well ask 
the legislature to revise all rating laws, 
perhaps abolish the Mississippi State 
Rating Bureau and replace it with a 
complete fire and casualty rating bureau 
to include engineering facilities for 
proper rate making.” 

He spoke of ithe rapid growth of the 
state association, stating that more new 
members were added during the past 


year than in any other state except 
Illinois. More than 500 agents and mem- 
bers of their families attended the con- 
vention. 

The seafood jamboree on June 11 was 
a treat to be enjoyed only on the Gulf 
Coast, and the visiting agents did full 


justice to the delicious repast. One of 
the innovations of the ‘Mississippi 
“Junior Insurance Agents”. These 


youngsters are registered the same as 
their elders, and take their designa- 
tion very seriously. They put on their 
own program, including properly super- 
vised recreational activities, and are 
perfectly well behaved. President Achie 
Slawsby of the national body said: “This 
is the only family meeting of insurance 
agents I have ever attended and I am 
all for it.” 

The newly elected officers were sworn 


in at tthe banquet by Walter D. 
Davis, Mississippi Insurance Commis- 
sioner. Also, at the banquet, the J. H. 


Johnson Memorial award was made to 
Robert Bobo, Sr. of 'C larksdale, one of 
the outstanding agents of the state, and 
a wheelhorse within the state association. 
Then, to the obvious surprise of Secre- 
tary-Manager Clant M. Seay, he was 
presented with a gold wrist watch by 
President Rosenbaum as a tribute to his 
dedicated service of 20 years in behalf 
of the local agents of the state. 





WALSH AGENCY CENTENARY 
Buffalo Agency Headed by J. N. Walsh, 


42 Years in Insurance; James Moon- 
ey & Bros, Earliest Predecessor 
One of Buffalo’s old general insurance 
agencies, the J. N. Walsh Co. in the 
Crosby Bldg, is observing its 100th 
year. John N. Walsh, who has been with 
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the concern 42 years, is senior partner 
in the company. 

Mr. Walsh’s father-in-law, father and 
uncle formed the insurance agencies that 
were forerunners of the present-day 
J. N. Walsh Co. The earliest of these 
predecessor companies was James Moon- 
ey & Bros., a real estate and insurance 
agency organized by James Mooney, 
Mr. Walsh’s father-in-law. 

Another predecessor company was the 
E. F. Walsh agency founded by John 
Walsh’s father, Louis C. Walsh, and his 
uncle, Edward F. Walsh. When John 
Walsh entered insurance in 1918 he and 
the late Charles B. Lascelles formed a 
partnership that united the Mooney and 
E. F. Walsh agencies as the Walsh- 
Lascalles Co. 

The present J. N. Walsh Co. is an 
outgrowth of the Walsh-Lascalles part- 
nership, having been formed in 1940. 
The third generation of the Walsh fam- 
ily is now in the business. John N 
Walsh, Jr., joined the firm in 1946; 
Edw ard F.’ W: lsh, another son of the 
senior partner, entered the business in 
1948. 

The Walsh family has continued to 
expand ‘the business in recent years. 
The agency bought the Norman C. Dul- 
field Co., a 42-year-old Buffalo agency, 
1955. 
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New York Hearing 


(Continued from Page 1) 


agents and brokers, Senator Condon said: 

“Although these amendments were 
made to the New York Insurance Law, 
no attempts was made, however, to do 
away with the traditional policy of the 
separation of powers of fire and casualty 
companies, which is still in our law. The 
failure to eliminate the differences be- 
tween fire and casualty companies has 
created difficulties within the New York 
Insurance Department, particularly in the 
Rating Bureau. 

“Under the law, for example, the right 
of a casualty insurer to apply for a 
deviation is more restrictive than those 
applicable to a fire insurer. A casualty 
or surety company can only apply for a 
uniform percentage deviation from the 
fled rates, whereas a fire insurer may 
apply for a deviation from the rates, 
rating plans, schedule or rules of the 
rating Organization. 


Deviation Difficulties 


“In the case of the package policy, 
which usually covers fire and casualty 
perils, the question, therefore, arises as 
to which deviation provision is applicable 
and should apply in a particular instance. 

“There also exist related problems in 
the licensing, financial requirement and 
taxation field which need further consid- 
eration. It is, therefore, necessary to ex- 
plore all of the sections of the Insurance 
Law dealing with this field to make them 
consistent with the writing of multiple 
line insurance policies and to eliminate 
the incongruities that have developed 
since the advent of multiple line oper- 
ation, 

‘It is the purpose of these hearings 
to explore the entire field of multiple 
line operation, how it has functioned 
and what amendments of the Insurance 
Law should be considered to consolidate 
and coordinate this field and to have it 
operate more effectively and smoothly in 
the public interest.” 

Tuesday’s hearing was limited to mem- 
bers of the New York Department. At 
the next hearing, date for which will be 
announced soon, members of the insur- 
ance industry and the public will be in- 
vited to attend and give testimony, Sen. 
Condon stated. Legislative recommenda- 
tions will be drafted later in the year. 


Malmuth on Changes Needed 


Mr. Malmuth told the legislative com- 
mittee that the principal lines of multiple 
line coverage made available to the pub- 
lic in New York are as follows: Broad 
and Special Dwelling forms, Homeowners 
policies, Comprehensive, Dwelling policy, 
Manufacturers’ Output policy, Commer- 
cial Property coverage, Office Contents 
special form. 

“There is no specific reference to 
multiple line or package policies either 
in Article VIII, which applies to rate 
regulation, or in other sections of the 
law. The following differences in pro- 
visions in Article VIII relating to cas- 
ualty insurers as compared to fire and 
marine insurers have presented or raise 
many problems affecting Departmental 
consideration of multiple line proposals. 

“1. In regard to licensing of rating 
organizations, Section 181, Par. 3, pro- 
vides that the Superintendent of Insur- 
ance may issue a license to such rating 
organization ‘authorizing it ‘to make 
tates for the kinds of casualty or surety 
insurance or subdivisions thereof, or for 
the kinds of fire or marine insurance or 
subdivision or class of risk or a part or 
combination,’ 

‘It should be noted that the law 
speaks of kinds or subdivisions of kinds 
of insurance with respect ‘to casualty or 
surety insurance and kinds or subdivi- 
sions or class of risk or a part or com- 
bination with respect to fire or marine 
insurance, 


Further Fire-Casualty Differences 


“2. Section 181, Par. 4 requires every 
tating organization to furnish its rat- 
ig service without discrimination to all 
ol its members and subscribers and pro- 
vides that, subject to reasonable rules 
amd regulations, it shall permit any 


authorized insurer not admitted to mem- 
bership to become a subscriber to fts 
rating service. 

“However, here again the language as 
to casualty or surety insurers differs 
from that relating to fire and marine 
insurers, As respects casualty or surety 
insurers, the law provides that sub- 
scribership shall be permitted for ‘any 
kind of insurance or subdivision thereof. 
For fire or marine insurers the require- 
ment is ‘for any kind ot insurance or 
subdivision or class of risk or a part or 
combination thereof.’ 

“3. Section 185, Par. 4 of the Insurance 
Law deals with deviations. Here too we 
find a lack of uniformity. For casualty 
or surety insurers the law provides that 
any member or subscriber to a rating 
organization may apply to the superin- 
tendent for permission ‘to file a uniform 
percentage deviation to be applied to 
the premiums produced by the rating 
isystem filed by such rating organization 
for a kind of insurance, or for a class 
of insurance which is found by the 
superintendent to be a proper rating 
unit for the application of such devia- 
tion, or for a subdivision of a kind of 
insurance (1) comprised of a group of 
manual classifications which is treated 
as a separate unit for rate making pur- 
poses, or (2) for which separate expense 
provisions are inciuded in the filings ot 
the rating organization.’ 

“As to fire insurers, the law provides 
that application may be made for a devi- 
ation from the ‘class rates, schedules, 
rating plans or rules respecting any 
kind of insurance, or class of risk within 
a kind of insurance, or combination 
thereof,’” Mr. Malmuth said. 

“It is respectfully suggested that the 
committee give consideration not only 'to 
the differences in statutory language 
referred to, but also to Article VIII in 
its entirety as well as other provisions 
in the law which may have an impact 
on the development and marketing of 
multiple line contracts which are desir- 
able and serve the public interest. 

“Consideration should be given to 
Section 46 of the law which catalogues 
the kinds of insurance which a company 
may be authorized to write in this state 
and to Section 168 which prescribes a 
statutory policy for fire insurance. Some 
specific questions which have arisen or 
may arise on the subject of multiple line 


contracts are as follows: 
Questions on Multiple Line Contracts 


“1. May a subscriber. company in a 
rating organization which has filed or 
participated in a hand-in-hand filing of a 
multiple line policy withdraw its author- 
ization to the organization with respect 
to such filing and continue its author- 
ization to the organization for its rating 
services for any one or more coverages 
in the package when written separately? 

“2. When several rating organizations 
participate in the preparation of a mul- 
tiple line filing, should such filing be 
channeled through a single rating or- 
ganization and should such organization 
assume full responsibility for the filing? 

“3. Does the hand-in-hand filing ‘pro- 
cedure require a company to be affiliated 
with all participating rating organiza- 
tions or may it be independent for part 
of the policy? 

“4. May a company which has de- 
veloped a multiple line contract for 
which no filing has been made by the 
rating organizations with which it is 
affiliated, make an independent filing of 
such contract and at the same time con- 
tinue its affiliation with the rating or- 
ganizations for the component cover: 
ages? 

“5. What factors should determine the 
eligibility for treatment of a contract as 
inland marine insurance as compared 
to multiple line insurance ?” 


Harris and Gould 


Mr. Harris presented a brief history 
on legislation authorizing multiple line 
operations, thus giving the legislative 
committee background data. He cited 
numerous practical problems which have 
developed since 1946, one of which deals 
with extent of application of Standard 
Fire Policy provisions in multiple risk 
coverages. He cited questions arising on 
rates, rights of companies on rates, re- 
serve requirements and other difficulties 
of compliance with present statutory 
requirements. 

Mr. Gould told the committee that 
New York law contains no definition of 
multiple line insurance. He cited numer- 
ous problems of administration of the 
law especially in sections where provi- 
sions on reserves, capital and surplus 
requirements and other financial condi- 


tions are more favorable for fire insurers 
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seeking to enter the casualty field than 
vice versa, 

He did not make specific recommenda- 
tions for changes but confined his testi- 
mony to citing conditions which should 
be studied carefully by Sen. Condon’s 
committee. For example the law calls 
for examinations of fire and marine in- 
surers every five years, but for casualty 
companies every three years. Since 
multiple line insurance was legalized the 
Department has tended, he said, to 
examine all companies every three years, 
He declared that a thorough reappraisal 
of many sections of the law seems essen- 
tial. 

Casualty companies, Mr. Gould said, 
seemed at somewhat of a disadvantage 
not only on examination frequency, but 
also on definitions of surplus, payments 
of dividends, expense limitations, special 
contingent surplus for mutuals, losses 
and loss expense reserves and voting 
rights of members of mutual casualty 
insurers, 


North British Changes 
In Philadelphia Dept. 


The North British Group, now affili- 
ated with ‘Commercial Union-North 
British Group, effective July 1 will ad- 
vance Special Agent Paul J. Mayer to 
state agent supervising operations in 
Delaware, D. C. and Maryland. His 
headquarters will remain in Baltimore. 
Special Agent James F. Cook will con- 
tinue to be associated with him. 

As of the same date, Special Agent 
William P. Cheadle also will be advanced 
to state agent supervising southern New 
Jersey. His headquarters will continue 
at Philadelphia. Robert F. Kimball will 
be appointed special agent n association 
with Mr. Cheadle. Mr. Kimball, a native 
of New Jersey, recently completed the 
North British home-office multiple line 
training program. 





George W. Bruckmann Dies 

George W. Bruckmann, vice president 
of the City Underwriting Agency of New 
York City. died last wek in the Evan- 
gelical Deaconess Hospital in Brooklyn. 
He years old. A native of 
3rooklyn he had been in insurance for 


was 63 


47 years. 

Mr. Bruckmann began this career with 
the Royal Indemnity. Later he formed 
the George W. Bruckmann Agency, rep- 
resenting the New Amsterdam ,Casualty. 
This agency merged with W. L. Perrin 
& Son to become the. Perrin-Bruckmann 
Agency, which represented the New 
Amsterdam organization for 18 years. 
Mr. Bruckmann became affiliated with 
the underwriting agency in 1943. 

He was a member of the National 
Democratic Club, the General Brokers 
Association, the North Hills Country 
Club and the ‘Masons. An _ active 
Christian Scientist, Mr. Bruckmann 
aided in the endowment of the mother 


church in Boston. 








Page 22 








THE EASTERN 
UNDERWRITER 

















June 26, 1959 





Harry H. Schulte Dies 


Harry H. Shulte, former vice presi- 
dent of The Home Insurance Co., passe 
away June 16. He was 79 years of age. 
Mr. Shulte, a native of Brooklyn, entered 
The Home in 1908. He was elected as- 
sistant secretary in 1921, secretary in 
1925, vice president and treasurer in 
1938. At the time of his retirement in 
1948 he was in charge of the company’s 
control department. 

Mr. ae is survived by his widow, 
Mrs. Fannie Lydia Schulte, his daughter, 
Mrs. Marcia Lathrop, and two grand- 
daughters. 
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CAP stands for Credit Account Plans 
—The Fund’s new time-saving, money- 
making plans that benefit both you 
and your clients. Here’s how it works: 
CAP virtually eliminates costly clerical 
and collection efforts. When you com- 
plete a CAP Agreement, all you do is 
mail it in with the first payment. The 
Fund takes over from there! CAP com- 
missions are yours immediately. No 
waiting—your entire commission stays 
in your account. CAP is flexible. To 
suit anybody’s budget, CAP offers four 
different plans...with up to 30 months 
to pay! CAP is easy to prepare. You 
write Agreements within a matter of 
minutes. No charts or tables to bother 
with. CAP lets you control renewals. 
CAP Agreements are definite contracts. 
Clients are not “bound forever” to 
open-end arrangements. And when re- 
newal time is near, CAP reminds your 
accounts to see you about renewing. 
Naturally, your name and address ap- 
pear on every notice. Sold? Then start 
selling now the simplified way with 
CAP—another new idea from The Fund 
of Experience. 


LOOK AGAIN AT CAP. 
IT’S CAPITAL OPPORTUNITY— 
AND IT’S YOURS FOR THE ASKING! 


7 UND 
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Insurance Buyer Now More Closely 


Associated With Foreign Coverage 
By M. Raymonp Garrison, JR. 


American Foreign Insurance Association 


There was a time when the foreign 
title applied to this category of insurance 
meant that it not only was foreign 
geographically speaking but in content 
as well. This situation has changed 
rapidly in the last few years to a point 
where most everyone in the industry has 
been exposed to foreign insurance in one 
capacity or another, whether it be insur- 
ing an overseas tourist or a large manu- 
facturing plant. 

One of the most promising group of 
candidates to become involved in a 
foreign insurance program is, of course, 
the insurance managers of large manu- 
facturing concerns. The continuous for- 
eign expansion of American industry 
seeking new markets is a matter of 
record and there is every indication that 
it will continue. However, it constantly 
is being influenced by economic and 
political changes that occur in all parts 
of the world. 

A case in point is the advent of the 
Common Market and European Economic 
integration and its effect on this expan- 
sion. The merging economies of Belgium, 
France, West Germany, Italy, Luxem- 
bourg, and the Netherlands may well 
determine the future political and eco- 
nomic life of the whole of Western 
Europe as well as having a profound 
economic effect on the remainder of 
‘the free world. Although there is much 
to be settled among these countries, the 
Common Market has provided a great 
stride forward in the economic integra- 
tion of Western Europe. 

The basic feature of the Common 
Market is the removal of tariff and 
quota restrictions on trade among the 
members and the establishment of a 
uniform system of tariffs to be levied 
against non-member countries. Not only 
will this mean that member countries 
will be greatly encouraged to trade 
among themselves, but it will place ex- 
ports from the United States to these 
countries at a disadvantage. In addition, 
United States markets in other European 
countries may be reduced through com- 
petition as efficiency and productivity of 
the Common Market countries increases. 


American Expansion Abroad 


In order to avoid discrimination against 
their products, many American manu- 
facturers are now building new plants, 
acquiring foreign subsidiaries and ar- 
ranging licensing and royalty agreements 
with companies in the Common Market 
countries. 

The European Common Market is 
only one area and type of a tremendous 
world-wide economic change that is 
occurring with its resultant insurance 
opportunities. For the companies that 
decide to become actively engaged in 
foreign manufacturing and for those that 
plan to increase it, it means that the in- 
surance buyers of America will become 
much more closely associated with for- 
eign insurance. 

It is impractical to attempt to describe 
the many types of insurance programs 
that might be drawn up for the multitude 
of industries and businesses that are in 
existence today, but visualize a vast 
assortment of firms with varied insur- 
ance programs multiplied by the many 
countries of the world that differ in their 


customs, laws and general viewpoints in 
regard to foreigners and you can readily 
see the need for a coordinated insurance 
program that will provide some sem- 
blance of uniformity for your company. 


Many Factors in Insurance Program 


The type of program. best fitted to 
an insured’s needs and whether admitted 
policies (policies written locally in the 
national language and currency of a 
particular country) or unadmitted policies 
(those written in the United States in 
dollars covering in a foreign country) or 
a combination of the two are to be 
employed, depends upon many factors. 
These are: 

1. Laws of the countries concerned. 

2. Coverages required. 

3. Local income tax situation and the 
administrative policy in regard to them 
chosen by your firm, 

4. Where the premium payment is to 
be made. 

5. Where claims are to be paid. 

6. Local exchange regulations. 

7. Autonomy of local managers. 

8. Local good will considerations. 

Most countries of the world have laws 
regulating their insurance industries. 
Some of these laws are quite stringent 
and include penalties for violation while 
others are not clearly defined and thereby 
leave a great deal of latitude to the 
insurer. Many of them generally prohibit 
unadmitted insurance while others make 
no reference to it. 

Certain countries have compulsory laws 
for various types of coverages whereby 
an insured must insure within that coun- 
try automobile bodily i injury and property 
damage, workmen’s compensation or 
even fire physical damage. In many cases 
workmen’s compensation is not only 
compulsory, but it must be insured in 
a State Fund operated under the Social 
Security System utilizing payroll deduc- 
tions as a method of premium payment. 

These laws must be investigated when 
formulating an insurance program in a 
foreign country in order that proper 
coverage be obtained and penalties be 
avoided. 


Study Coverages Here and Abroad 


The primary consideration of an in- 
surance program, after all, is the cover- 
age written. Often you will find that 
the coverages obtainable under a policy 
written in a foreign country are not as 
broad as those obtained under a domestic 
United States contract or those written 
under a foreign policy issued in the 
United States. 

Most certainly, the terms and condi- 
tions will vary considerably. For instance, 
you may find that a local foreign cur- 
rency policy for physical damage may be 
written only for fire/lightning and some 
of the extended coverage perils whereas 
if the policy were written here in this 
country covering properties abroad, a 
broad named perils or perhaps an all 
tisk form might be obtained. 

Therefore, the coverages must be ex- 
amined in the light of what you feel is 
necessary adequately to protect your 
company and then formulate the insur- 
ance program along the most desirable 
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lines. It may well be that you yjj 
decide upon a combination of policies 
with some being written locally anj 
others being written in the United State; 
to provide broader conditions and higher 
limits. These combinations may vary 
considerably from one insured to anothe; 
depending on the type of operation anj 
the countries involved. 

In most countries insurance premiums 
cannot be taken up on the insured 
books as an expense item when comput 
ing income tax unless the insurance con. 
tract is made in the country in question, 
Therefore, the size of the operation, the 
premium and its reflection on profit must 
be examined before an administrative 
policy can be established with respec; 
to this subject. It could be an important 
even the deciding factor in designing 
an insurance program. 

Locally Issued Policy 

Naturally, it would normally follow 
under the circumstances, that if the 
policy premium is to be used as a local 
expense item, premium payment will be 
made on a local basis for the locally 
issued policy. As a general rule, if it 
is desired that claims are to be paid 
locally, a contract must be issued in that 
country. 

Local exchange regulations of some of 
the countries also might influence an 
insurance program. Some countries do 
not permit funds to be remitted outside 
the country. This may mean that you 
will wish to reduce the accumulation of 
funds by every possible means and 
therefore want to pay all insurance cost; 
locally. 

Another point that must be considered, 
is the autonomy allowed local managers 
as a general administration policy of your 
company. In some cases local managers 
have complete control of their branche; 
with a minimum of guidance from the 
home office in the United States. This 
may make it impossible for the U. § 
insurance manager even to make sugges- 
tions regarding insurance matters. The 
local manager may have an excellent in- 
surance program of his own, but on the 
other hand, it may be found wanting in 
many respects. 

I feel that an arrangement should be 
made whereby the U. S. insurance man- 
ager at least will be fully informed oi 
all local coverages in order that the 
policies be checked for conformity to the 
overall company and provision be made 
for the adoption locally for suggestions 
by the insurance manager to improve the 
coverages. 

Accordingly, I believe that the more 
control the U. S. insurance manager ha 
over local insurance coverages, the better 
will be his entire insurance program. In 
this manner the insurance buyer will be 





Sev 
the 1 
Alum: 
ciety 
Drug 
those 
hours 
award 
of Ins 

Cha 
presid 
welcot 
sociati 
Lenz, 
in 195’ 
and L 

Artl 
Insur2 
made 
Guest 
Allan 
Comps 
and ec 
justme 
Davis 
Alumn 
membe 
Mr. W 
Insura 
years, 

Amc 
many 
0. Rol 
ance ( 
British 
Americ 
chison, 
Pacific 
Americ 
Partric 
George 
Group. 
Offic 
eric C 
Britain 
Americ 
John | 
vice p1 
Union, 
Peril | 
Other 
are Ch 
tual; J 
and Co 
thal an 


T 


fulfilling his responsibility to his firm in Thon 
being certain that there is no lapse in of the 
coverage in the locally insured program 1932 to 
and that he will be aware of what he heart a 
must or want to insure under the world: at the 
wide policies. Spectat 
Spreading Good Will Locally affiliate 
Finally, we have certain local consider- ance m: 
ations that must be taken into account lication: 
These vary in nature, but it is clear thal ae 
the local placement of insurance 3 director 
another method of spreading good will of Defe 
for an insured overseas. It is an indica tivities 
tion to the local officials and businessmet graduat 
that your company has faith in the cape serv 
bilities of their domestic services and War I 
that you are integrating your operation mittee ¢ 
wholeheartedly into their economy. was at 
Changing world economic and political Alliance 


conditions will eventually affect everyone 
engaged in foreign trade and the insur 
ance programs initially instituted and 
later amended to reflect these changes 
will be based upon the same consider 
tions whether or not diverging coursts 








of actions are selected. om 

As the world economy changes, sO wil! oh apy 
an insurance program. It is the aletl on by 
insurance buyer who will be able ! ire | 
analyze these changes and alter his a 
portfolio to advantage for his compaty} at 
Our association and others in the foreig! Philo alr 
field stand ready to aid you by providing the 7 
the information and experience gainé effe et 
over a period of many years of foreig! ave 
operations to help you in making deci an. 
sions as well as to work with you i State oe 
the selection and writing of the coverag® bin 
most appropriate for your company. Woolen 1 
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SOCIETY ALUMNI ASSN. MEETS 





10 Certificate Holders at 10th Anniver- 
sary Dinner; McCarthy Presides; 
Kreuser New President 
Seventy members and guests attended 
the tenth anniversary dinner of the 
Alumni Association of the Insurance So- 
ciety of New York, held June 16 at the 
Drug and Chemical Club. Alumni are 
those who have completed at least 450 
hours of classroom work and have been 
awarded the Certificate of The School 

of Insurance, 

Charles F. McCarthy, Atlantic Mutual, 
president of the Alumni Association, 
welcomed 15 new members into the as- 
sociation. The toastmaster was Matthew 
Lenz, Jr., who received his ‘Certificate 
in 1951 and is now a partner in the Janice 
and Lenz Agency at Mineola, N. Y. 

Arthur C. Goerlich, president of the 
Insurance Society of New York, Inc., 
made his annual report to the alumni. 
Guest of honor and principal speaker, 
Allan Wikman, president of Insurance 
Company Education Directors’ Society 
and educational director of General Ad- 
justment Bureau, was introduced by 
Davis T. Radcliffe, faculty adviser of the 
Alumni Association and full-time faculty 
member of The School of Insurance. 
Mr. Wikman has been a member of the 
Insurance Society for more than 30 
years, having joined on June 18, 1929. 

Among guests present, in addition to 
many members of the faculty, were Alan 
0. Robinson, president, Yorkshire Insur- 
ance Co.; Robert W. Daum, Jr., North 
British Group; William L. Davis, Jr., 
America Fore Loyalty; James W. Hut- 
chison, The Home; Herbert A. Kopke, 
Pacific of New York; John J. Leddy, 


American Insurance Group; Warren 
Partridge, Jr., Atlantic Mutual, and 
George W. Tisdale Commercial Union 
Group. 


Officers for the coming year are Rod- 

eric O. Kreuser, Prudential of Great 
Britain, president; William Brown, Jr., 
American Surety, first vice president; 
John D. Kempter, Royal-Globe. second 
vice president; Judith Reines, Norwich 
Union, secretary; Jack Giannelli, Multi- 
Peril Insurance Conference, treasurer. 
Other members of the executive board 
are Charles F. McCarthy, Atlantic Mu- 
tual; John P. Monoghue, J. C. Griswold 
and Co., and Frank E. Tullis, H. Mosen- 
thal and Son, Inc. 





Thomas L. Kane Dies 


Thomas L. Kane, 70, former president 
of the Spectator Publishing Co. from 
1932 to 1948, died June 14 following a 
heart attack suffered on the golf course 
at the Philadelphia Country Club. The 
Spectator Publishing Co., a Chilton Co. 
affiliate, publishes The Spectator insur- 
ance magazine and many insurance pub- 
lications, 

Mr. Kane also was named as first 
director of insurance for the Department 
of Defense, to coordinate insurance ac- 
tivities of all the armed services. A 
graduate of Amherst College in 1911, 
he served as a Navy lieutenant in World 
War I. He was on the executive com- 
mittee of the World Affairs Council and 
was a member of the Philadelphia Art 
Alliance and Philadelphia Skating Club. 





Fine Rate Changes Are 


Approved in Pennsylvania 
Commissioner Smith of Pennslyvania 
las approved revised fire rate filings 
made by Middle Department Association 
of Fire Underwriters last September. He 
‘proved the changes in October, but 
suspended them pending hearings on 
complaints made by city officials of 
Philadelphia and Pittsburgh. Following 
the hearings, he confirmed his approval, 
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.Most increases are in zoned classifica- 
‘ons in Philadelphia and Pittsburgh. 
tatewide increases for unzoned risks 
ae; hotels and clubs, 10%; cotton and 
Woolen mills, 10%; glass products, 25%; 


leather products, 25%; paper and pulp 
manufacturing, 25%; coal mining, 20%; 
light metal working, 15%; sprinklered 
buildings, 20%; piers, ‘bridges and 
wharves, 20%; lumber and coal yards, 


20%, and waste and rag warehouses, 
25%. 
Rate decreases for wunzoned risks 


written at uniform rates statewide are: 
office and bank buildings, both ordinary 
and fire resistive, 25%; garages, 20%; 


wood products, 10%; printing plants, 
30%; clay products, 10%; water and 
sewage plants, 25%; oil distributors, 
10%; ‘hospitals, 25%; ‘builders’ risks, 


15%; furniture warehouses, 10%; gen- 
eral warehouses, 20%, and good prod- 
ucts, 20%. 

Rates applicable to public and paro- 
chial schools, colleges and universities 
went down by 10% for ordinary con- 
struction and 25% for fire resistive 
buildings under the non-zoned classifica- 
tion. 





GAB Changes in Maine 


Beryle D. Whidden has been appointed 
branch manager of the Portland, Me., 


office of General Adjustment Bureau, 
succeeding Stanley F. Hanson who was 
appointed general adjuster for Maine. 
Mr. Whidden will be succeeded as man- 
ager of the Presque Isle office by Irving 
M. Gray. 

Mr. Whidden served as senior ad- 
juster at the Bangor office for six years 
before being appointed manager of 
Presque Isle in March, 1956. Mr. Gray 
joined the bureau in 1949 and has served 
in the Manchester, St. Johnsbury and 
Bangor offices. For three years he has 
been senior adjuster at the Augusta, 
Me., office. 





YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 


America Fore 


Loyalty Group 


THE CONTINENTAL INSURANCE COMPANY.........5...eeeeeeeeees 


FIDELITY-PHENIX FIRE INSURANCE COMPANY....... oeeeere 





. Est. 1853 


eoeeeeeKSt. 1853 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 1855 


NIAGARA FIRE INSURANCE COMPANY..........sceceeececeeeeeeeee+ESt. 1850 


THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY..............--+ Est. 1866 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............Est. 1909 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y....Est. 1874 


MILWAUKEE INSURANCE COMPANY...........scecccsceeeccceceeee sbuSt. 1852 


ROYAL GENERAL INSURANCE COMPANY OF CANADA..............Est. 1906 


THE YORKSHIRE INSURANCE COMPANY OF NEW YORK..........Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 
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Inland Marine Interpretations 


- Of The Nation-Wide Definition 


The Committee on Interpretation of 
the Nation-Wide Marine Definition has 
issued five new interpretations Nos. 129 
to 133 inclusive. They are as follows: 


No. 129, Physicians’ and Surgeons’ Extra 
Expense Endorsement — Buildings 
and Contents 

Inquiry: A Physicians’ and Surgeons’ 
Extra Expense Endorsement, proposed 
for use with the Physicians’ and Sur- 
geons’ Equipment Floater, is designed 
to cover extra expense incurred by the 
assured in order to continue as nearly 
as practicable the normal conduct of the 
assured’s business or profession follow- 
ing damage to or destruction by the 
risks insured against of the building(s) 
or additions thereto or contents thereof, 
situated at the address stated in the 
policy which is occupied by the assured 
for the conduct of his business or pro- 
fession. 

Is such insurance classifiable as inland 
marine within the Nation-wide Marine 
Definition ? 

Opinion: The coverage afforded by the 
endorsement described above is not 
classifiable as inland marine insurance. 


No. 130, Installment Sales, Equipment 
ales — Finance Program 


Inquiry: A company has been re- 
quested to write Installment Sales In- 
surance for various distributors of heavy 
mobile equipment, principally construc- 
tion equipment, under a contract cover- 
ing the interests of the distributor, 
finance institution and purchaser. The 
policy and certificates appear to be in 
the usual form, and the material sub- 
mitted to the committee represents that 
there is present the essential elements 
required for qualification under Section 
E. 2. (0) of the definition, to wit: 

(1) That only personal property is in- 

volved; 

(2) That the subject matter of insur- 
ance is not a motor vehicle designed for 
highway use; 

(3) That the property is sold under a 
conditional sales contract, partial pay- 
ment contract or installment sales con- 
tract; 

(4) That the financial transaction is 
not a loan of money; 

(5) The policy covers in transit; 

(6) The coverage terminates when in- 

terest of the seller ceases. 
_ A further question is presented: Is 
insurance against interruption of use to 
the contracts described classifiable 
inland marine insurance? 


as 





N. Y. Staff of Hartford 
To Visit the Home Office 


More than 500 staff members of the 
Hartford Fire Group’s New York depart- 
ment will travel to Hartford Saturday, 
June 27, for a company-sponsored day- 
long visit at the home office. Highlight 
of the day will be an afternoon softball 
game between the home office men’s 
team, Hartford Insurance League cham- 
pions, and the all-star team from New 
York. Vice President A. L. Polley will 
throw out the first ball at the home 
office baseball diamond. 

Staff members and their families from 
the New York City, Brooklyn and New- 
ark offices will travel to Hartford in 
chartered busses and automobiles. Visi- 
tors will be guests at luncheon and sup- 
per in the company cafeteria. Arrange- 
ments for the day are being made by 
Laura G. Belanger and Henry J. Mich- 
alewicz, presidents of the Girls’ and 


Men’s Clubs. 





Opinion: The committee is of the 


opinion that it is so classifiable. 


No. 131, Autoburger—lInstallment Sales 

Inquiry: The prefabricated parts or 
sections of the structure are transported 
on low-bed trailers to locations where 
they are assembled, mounted on a con- 
crete slab foundation and erected so as 
to become a complete building. 

The real estate lease calls for the 
structure to be removed, and the ground 


regraded when and if removed. The 
building is sold under a contract of 
purchase which calls for payment in 


installments. Is insurance of the build- 
ing classifiable as inland marine under 
Section E. 2. (0) of the Definition? 

Opinion: Negative. 

No. 132, Low-Bed Trailers 

Inquiry: A dealer is in the business of 
selling heavy contractors’ equipment, 
predominantly under installment sales 
contracts. Infrequently he sells a low- 
bed trailer which may be used for the 
purpose of transporting such equipment 
to jobsites. 

Is insurance of the low-bed trailers 
classifiable as inland marine under Sec- 
tion E. 2. (0) of the Definition? 

Opinion: Negative. See Interpretation 
No. 52. 

No. 133, Christmas Lights 


Inquiry: The subject matter of the 
insurance is strings of decorative lights 
which are put up as a community decora- 
tion for a period of approximately two 
months during “Christmas Season,” and 
which may be used for other purposes 
from time to time. When not in use 
they are stored on the assured’s premises. 

Is insurance of the strings of lights 
classifiable as inland marine? 

Opinion: Affirmative. 


Michigan Bill for Auto 
Safety Belt Fittings 


The Michigan House of Representa- 
tives passed, by a lopsided majority, 
House Bill 611 which would require that 
Michigan auto-makers be required to 
equip their cars with steel fittings for 
easy installation of safety belts. 

Several makers have offered safety 
belts as optional equipment for a num- 
ber of years without strong buyer re- 
sponse, The present cost of the optional 
equipment and the difficulty and ex- 
pense of installing the equipment after 
cars leave the factory are credited as 
the chief reason for public apathy. 

If the Senate approves the bill, the 
bulk of American-made cars undoubtedly 
will be equipped with the necessary 
frame brackets after January 1, 1961, 
effective date of the proposed new law. 
Rep. Farrell E. Roberts of Bloomfield 
township, Oakland County, who repre- 
sents a territory including several auto- 
motive plants, is chief sponsor of the 
bill and he contends that no manufac- 
turer has protested its terms. He said 
its adoption and public assistance could 
save the lives of thousands in automobile 


“Bowdoin” Voyage Insured by Aetna 


Insurance on the last voyage of the 
“Bowdoin,” veteran arctic schooner, was 
provided by the Aetna (Fire) Insurance 
Co. through its agents, William Wallace 
& Co. of Boston. Gardner M. Edgarton 
is the producer. 

The last voyage of the famed auxiliary 
schooner is in a southerly direction. On 
June 24 the ship sailed from Falmouth, 
Mass., to Mystic seaport in Connecticut, 
where she will be enshrined in the 
Mystic Marine Museum, next to a whal- 
ing ship and the “Joseph Conrad,” a 
square-rigged training ship. 

At the helm is Rear Admiral Donald 


B. MacMillan, USN (Ret.), 85, who was 
the skipper of the “Bowdoin” on its many 


trips into the Arctic. Admiral Mac- 
Millan was one of four assistants to 
Robert E. Perry on the North Pole 


expedition of 1909. He made 26 trips 
into the Arctic on the “Bowdoin,” and 








June 22 — July 23 


“Devote some time to pleasure and relaxation.” 


A good suggestion. Recreation in proper 
amounts seems to have a way of making office burdens seem lighter. 
You'll find too that your business load will be lighter if you take 
advantage of the fast, personal help offered 
by the well-trained, hard-working field men of 
The Kansas City . . . a progressive company 


for progressive agents. 
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accidents, according to the actual find- 
ings of the Cornell University crash in- 
jury research center. 


on nine of these the was accompanied 
by Mrs. MacMillan, or “Lady Mac” as 
the Eskimos called her. 

The “Bowdoin,” built in 1921 by the 
Hodgdon Brothers of East Boothbay, 
Me., was named for Bowdoin College, 
the alma mater of both MacMillan and 
Perry. On his cruises to the Arctic, 
Admiral MacMillan almost always 
shipped college boys instead of profes- 
sional sailors. 

The Aetna policy covering the schooner 
is a yacht policy which contains. the 
colorful language of insurance contracts 
of the early days of Lloyds of London 
Such perils as barratry of the masters 
and mariners, assailing thieves, and jet- 
tison are covered in addition to fire, cdl- 
lision, and others. 

The “Bowdoin” is of rugged construc. 
tion and built to withstand the rigors of 
the Arctic. It is 88 feet long, weighs 
60 tons, and has a 21-foot beam. She 
is double planked, double framed, and 
is sheathed against ice with a five foot 
belt of Australian ironwood, or green- 
heart. Her auxiliary power is a INF 
horsepower Diesel. 





AFIA Opens Branch 
Office in Sendai, Japan 


Sendai (pop. 400,000), commercial cei- 
ter of North Honshu, is the site of the 
llth branch office opened in_ postwar 
Japan by the American Foreign Insur- 
ance Association. Largest city in north- 
eastern Japan, Sendai’s chief industrial 
products include foodstuffs, metal goods 
chemicals, silk yarn, timber, machinery 
and tools. 

Managed by Tadashi Hirasawa the 
Sendai office, under the supervision 0 
the Tokyo control office, operates in fire, 
marine, casualty, and surety for the 
Great American and the Home Insur- 
ance Co, AFIA, through its member 
companies, ‘has been represented 1 
Japan since 1924. 





St. Paul Changes in East 


R. A. Sheppard, Jr., St. Paul Fire and 
Marine special agent, has been trams: 
ferred to the home office in St. Pail 
where, as state agent, he will have 
responsibility for the company’s agency 
plant in Minneapolis. Since 1954, whet 
he joined the company at Philadelphia, 
Mr, Sheppard has maintained headquat- 
ters in Philadelphia, assisting Manage! 





W. W. Martin in the south New Jerst! 
territory. 
Special Agent Richard H.. Forste! 
will fill the position vacated by M 
Sheppard, traveling south New Jersey: 
Mr. Forser first became associated W! 
the St. Paul in 1956 at Philadelphia. 
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Allstate Establishes 
Swiss Subsidiary 


START OPERATIONS AUGUST 1 





Henry S. Moser to Supervise Allstate 
Insurance International, the Holding 
Company; Zurich Office 





The decision of the Allstate Insurance 
Companies to expand into the _ inter- 
national market by establishment of a 
Swiss subsidiary was announced by 
President Judson B. Branch. 

The subsidiary, a holding company, 
will be known as Allstate Insurance 
International. It, in turn, will form a 





Moffet Studio 
HENRY S. MOSER 


subsidiary, Alstadt Versicherungs, A.G. 
which will be the operating company in 
Switzerland. 

Alstadt will begin operations August 1 
and will offer full coverage auto, accident, 


fire and liability insurance to Swiss 
customers. 
Mr, Branch said Henry S. Moser, 


senior vice president of Allstate Insur- 
ance Companies, has been assigned the 
responsibility for the development and 
supervision of the companies’ interna- 
tional operations, other than in Canada 
where Allstate has been operating for 
a number of years. 

“The future existence of the Western 
World,” Mr. Moser declared, “depends 
to a high degree on recognition of the 
growing political and economic inter- 
dependence and the importance of an 
inttmate cooperation between the United 
States and other free countries. 

“It therefore is significant and highly 
gratifying that after long and careful 
study we are able to include the foreign 
market in the focus of our interest. 


Advantages for an American Company 


“Although a comparatively large num- 
ber of old-established Swiss and foreign 
Msurance companies compete for ob- 
taining a share in the relatively limited 
Wiss market, Switzerland combines a 
number of features and advantages from 
the point of view of an American com- 
pany. These include the high degree of 
Political stability, the nation’s sound 
economic growth, stability of the Swiss 
Tanc, which is freely convertible, and 
the fact the Swiss people are insurance- 
minded,” he said. 

Allstate Insurance International will 
ave a capital and surplus of approxi- 
Mately $1,500,000. Allstadt will have an 


(Continued on Page 28) 





O’Mahoney Suffers Stroke; 
Delay Hearings on Rating 


A “mild” stroke suffered over ‘the past 
week-end by Sen. Joseph C. O’Mahoney 
(D-Wyo.) may cause considerable delay 
in the continuation of the Senate Judi- 
ciary Anti-trust Subcommittee hearings 
being theld in Washington, 

The subcommittee, of which Sen. 
O’Mahoney is chairman had planned to 
hear testimony of the rating bureaus, 
and companies on rating matters. How- 
ever, when questioned earlier this week, 
Subcommittee Counsel Donald P. Mc- 
Hugh said he did not know when the 


hearings could resume. Representatives 
of the National Association of Insurance 
Commissioners were also to ‘testify. 





Dividend on New Stock 


Directors of the Fidelity and Deposit 
Co. have declared a quarterly dividend 
of 50 cents a share payable July 31, to 
stockholders of record July 15, on the 
new $5 par capital stock. 

The company’s stock was recently split 
2 for 1 followed by a 121%4% stock divi- 
dend, thereby increasing the total out- 
standing shares from 400,000 to 900,000. 

B. H. Mercer, president, noted this 
action places the new stock on a $2 an- 
nual basis which is the equivalent of 
$4.50 on the old stock. The previous 
annual rate was $4 


Exam Syllabus Revised 
For Cas. Actuarial Society 


The Casualty Actuarial Society ‘has 
announced new recommendations for 
study for prospective members, including 
a revised syllabus of examinations and 
list of recommended readings, to be ef- 
fective with the examinations in May, 
1960. 

The major syllabus change is the addi- 
tion of a separate examination on the 
subject of general mathematics, which 
includes college algebra, analytic geom- 
etry and calculus. This change reflects 
the placing of greater emphasis on the 
general mathematical background of the 
student. Separate examinations on prob- 


ability, statistics and elementary life 
insurance mathematics have been re- 
tained. 


The fellowship and associateship sec- 
tions of the examinations will continue 
to be comprised of four individual parts 
each. To accommodate the additional 
examination on general mathematics, the 
last ‘two fellowship tests have been 
merged into one examination. Content 
and emphasis of some of the other exam- 
inations have also been re-arranged. The 
new syllabus provides an equitable sched- 
ule of credits for those parts of exam- 
inations passed under the former sylla- 
bus. 

Copies of the revised syllabus have 
been provided to all members and stu- 
dents who registered for examinations in 
previous years, Copies may be obtained 
from Mr, A. Z. Skelding, secretary- 
treasurer, Casualty Actuarial Society, 200 
East 42nd Street, New York 17, N. Y. 





RHODE ISLAND RATES UP 25% 
The Mutual Insurance Rating Bureau 
recently announced 25% average in- 
creases for both commercial cars and 
for division 1 garage risks in Rhode 
Island. 
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IAC Annual Stresses 
Enlarged Usefulness 


MANAGERS 











OF ADVERTISING 





Meeting Keynoted by Pres. Winthrop 
Clement and NAIA Pres. 
Archie Slawsby 





By Wattace L. Crapp 


Williamsburg Inn, Virginia, June 22.— 
The Insurance Advertising Conference in 
its 36th annual meeting which convened 
here this morning, is putting the empha- 
sis in both words and deeds on its ‘en- 
larged usefulness and the new import- 
ance of its member company advertising 
managers in “a new and challenging era 
of insurance marketing.” 

Kevnote addresses of NAIA President 
Archie Slawsby and IAC President W. 
Winthrop Clement on this theme set 
the stage for more to come during the 
next two days. 

As program vice president, J. Ken- 
neth Cagney, Hartford Fire, took pride 
in introducing the speakers’ program 
this morning. The theme, he said, is 
“Wihat’s Ahead.” 

“In this new era, the insurance ad 
manager,” he declared, “will no longer 
be a mere order taker for advertising 
from company management but will, at 
long last, sit in on the councils of war 
from which evolve the policies to be 
eventually sold.” 

Mr. Cagney predicted that insurance 
advertising people will be in on the 
policy drafting stages, or even before, 
so as to determine through research 
whether or not a new type coverage is 
desired or needed by the general public 
He hoped that IAC members will meas- 


ure up when’ asked to do this “total 
marketing job,” 
Remarks of IAC President 
Winthrop Clement 
In his presidential report, W. Win- 


throp Clement, American International 
Underwriters, spoke of the past year as 
“a year of firsts for TAC.” He gave 
recognition to T. Ramsay Taylor, United 
States Fidelity & Guaranty, who is IAC’s 
secretary-treasurer, for having selected 
Williamsburg as the annual meeting site. 
Mr. Clement proudly pointed to NAIA’s 
participation in the meeting’s success 
and “giving a reception in our honor 
with NATA President Slawsby as host. 
This brings two major groups closer 
together in their relationship, at a time 
when togetherness is needed most,” Mr. 
Clement remarked. 

Read Greetings from the First President 

Words of greeting from Leon Soper, 
IAIC’s first president, now living in Los 
Angeles, were read by Mr. Clement. It 
was a reminiscient message about the 
old days when John Longnecker, 
Chauncy S. S. Miller and Bert Mills 
were among the leaders. Mr. Soper said 
that even then “insurance. magazines 
were powerfully helpful.” 

A friendly message received from Ed 
Leader, LAA’s president, was viewed as 
significant by Mr. Clement as “it in- 
dicates the better relations existing to- 
dav between our two organizations.” 

One speaker unable to be with us, 
he continued. “is Tom Bartlett of North 
Baltimore, Olhio, an oscar-winning agent 
at two previous annual meetings, and 
also again this year.” A letter from Mr. 
Bartlett’s girl Friday—Mrs. Helen Dukes 


—explained that he has been in the 
hospital since June 12. 
Booklet Prepared by 
Charles K. Oaks, Jr. 
Two other firsts mentioned by Mr. 


Clement were that this meeting’s pro- 
ceedings are being tape recorded by 
courtesy of the Insurance Field, and that 
(Continued on Page 27) 
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New Role for Ad Managers of Stock 
Agency Cos. in Vital Marketing Area 





Williamsburg, Va., June 22—A new era 
in insurance advertising, one which has 
nothing to do with mere micas “7 
gimmicks or innovations, is here and ‘ 
is based on advertising as the cee er 
of the marketing reorganization forced 
upon agency stock companies by compe- 
tition from professional merchandisers 
who have invaded our business,” declared 
John N. Cosgrove, associate editor of 
The National Underwriter, in addressing 
the 36th annual meeting of Insurance 
Advertising Conference here this morn- 
ing. 

It is inevitable that in this new era 
the insurance advertising manager will 
be recognized as a key marketing execu- 
tive. “He has always had the technical 
skills, the imagination and the concep- 
tual powers to do a first class advertis- 
ing job for his company,” Mr. Cosgrove 
pointed out. The few who were allowed 
to do so have demonstrated these skills 
over the years. But many others have 
been frustrated by the indifference of 
management toward advertising. 

The speaker said that management is 
now being forced to turn to its adver- 
tising managers “as leaders in the battle 
for the premium dollar.” He explained 
that this is because the ad manager is 
practically the only person in insurer 
management whose interests are purely 
in the marketing area. However, for 
years he thas been misplaced in the or- 
ganizational set-up, 

Needs Entirely Different Framework 

Mr. Cosgrove insisted that the adver- 
tising manager and his division should 
not be an appendage of a company’s 
production department whose head man, 
usually a vice president, must be con- 
cerned with the operating problems of 
branch and field offices, underwriting 
practices, etc. “He should not be directly 
supervised by persons whose outlook 
and lack of exclusive interest in market- 
ing are bound to hamper and hobble the 
work of the ad man. What then should 
he be? A roaming, uncontrolled free 
agent without accountability to the prac- 
tical operating men who must utilize his 
material? By no means. He needs more 
supervision and guidance, rather than 
less, but he can only get it within an 
entirely different framework which, up 
to now, has been lacking in most com- 


Took Honors in IAC Awards 
For Company Advertising 


Williamsburg, Inn, Va., June 23 — 
Chairman of the 1959 IAC company 
awards competition, John R. Eklund, 
Hartford Steam Boiler Inspection Co., 
announced today the winners of the com- 
petition for company advertising at the 
annual meeting of the Insurance Adver- 
tising Conference. 

The Hartford Fire Insurance Company 
Group copped the “Best of Show” award 
for their national Junior Fire Marshall 
program. 

Award Winners by categories are: 
Complete Campaign Advertising—Hart- 
ford Fire Group and the Insurance Co. 
of North America; Consumer Magazine 
Advertisement, The Travelers Insurance 
Co.; Insurance Journal Advertisement— 
American International Underwriters; 
Direct Mail Advertising—American Cas- 
ualty Co.; Display Advertising—Royal- 
Globe Insurance Group; Company Pub- 
lications—Insurance Co. of North Amer- 
ica; Miscellaneous Promotional Material 
—Fidelity & Deposit Co. 

The panel of judges were Barrett 
Brady, senior vice president, Kenyon & 
Eckhardt, Inc.; Robert K. Farrand, pub- 
lic relations director, Saturday Evening 
Post; Richard Neff, columnist, Advertis- 
ing Age, and copyrighter and supervisor, 
J. Walter Thompson Co.. 








panies,” Mr. Cosgrove observed. 

This view is shared by some company 
managements, ‘he continued. A number 
of them have reorganized their sales di- 
visions and some actually have worked 
the name “marketing” into the new 
organization. These setups vary, but if 
they are to be effective, there will be a 
vice-president in charge ‘of sales develop- 
ment and nothing else. Under him will 
come market research, market planning, 
sales training for agents and field men 
and advertising and promotion. 

“That is where the ad manager be- 
longs, working in an atmosphere com- 
pletely devoted to the development of 
marketing. His old boss, the head of 
production, will be in charge of field 
operations. His new boss, the sales ‘head, 
will work with the former in supplying 
ammunition to the field and to agents.’ 


Will Make a Vital Difference 


This will make a vital difference, the 
speaker asserted. It will mean the ele- 
vation of marketing to a primary staff 
function in which the ad manager is a 
key figure. He will no longer work in 
an atmosphere where technical consider- 
ations must concern him in every step 
he takes, He will have a top man taking 
his case to management. He will be part 
of a planned effort and of a consistent 
management philosophy. The company 
will know what it wants to sell, where it 
wants to sell it, in what amounts. 
through what types of agents. The ad 
manager will be better able to select 
the proper media for space advertising 
to fit the company’s marketing program. 
His planning for direct mail and other 
promotional materials will be aided. 

Mr. Cosgrove quoted from an address 
of William H. Burkhart, chairman of 
Lever Bros., delivered at the spring 
meeting of Association of National Ad- 
vertisers at Chicago. Mr. Burkhart said 
that management in general has adopted 
a new concept of the ideal advertising 
man—a business man whose specialty 
happens to be advertising. As such, he 
is an integral part of the business. 

Insurance management should adopt 
this viewpoint, Mr. ‘Cosgrove urged, and 
put the ad manager of stock agency 
companies in the front line of a market- 
ing program “designed to repel the 
merchandisers who are slashing away at 
the soft spots in agency company ana- 
tomy.” 


INA’s News Releases Judged 


Best in IAC Competition 
Williamsburg, Va., June 23—The In- 
surance Co. of North America was an- 
nounced here today as the winner in the 
Insurance Advertising Conference com- 
petition on the best company news re- 
leases from standpoint of quality and 
completeness sent out'to the press in the 
past year. Honorable mention was given 
to American International Underwriters 
Corp. 

A committee of newspaper men, headed 
by John N. Cosgrove, The National 
Underwriter, were the judges of the news 
release material received in this compe- 
tition. Serving with Mr. Cosgrove were 
Wallace L. Clapp, The Eastern Under- 
writer; R. Rowland Dearden, III, United 
States Review; Emanuel Levv, Insur- 
ance Advocate; Elmer Miller, New York 
Tournal of Commerce, and Donald E. 
Wolff, The Weekly Underwriter. 


The Ed Schenkes Missed 

Williamsburg, Va.. June 21—Edmund 
V. Schenke, advertising manager, Royal- 
Globe Insurance Group, and Mrs. Schen- 
ke, who have been regular and popular 
attendants at IAC’s annual meetings, 
could not attend this meeting here. Their 
youngest son, Roger, is graduating today 











Van Beynum A as to Future 
Because of Nation’s Ability to Grow 


Williamsburg, Va., June 23—Robert H. 
Van Beynum of Nation's Business, the 
monthly publication of the United States 
Chamber of Commerce, who is the son 
of the late C. W. Van Beynum of The 
Travelers, took an optimistic view of the 
future in his address here this morning 
before the 36th annual meeting of In- 
surance Advertising Conference. “De- 
spite our recent recession, the Russian 
situation, higher interest rates, the profit 
squeeze and many other things the 
prophets of doom claim will knock us 
down let’s not forget the things that are 
building us up,” he declared. 

Mr. Van Beynum pointed to “our ver- 
satility, our ability to produce and our 
ability to consume” as_ sources of 
strength inherent in the American peo- 
ple. He then proceeded to point out the 
significance of these “plus” qualities to 
insurance people, particularly in the 
advertising and public relations side of 
the business. 

Versatility 


Discussing “versatility” or “diversity,” 
he said that this is possibly the best 
teen on the nation has against a re- 
currence of the 1929 debacle. “Thirty 
years “ae we had a few big industries 
— agriculture, railroads, automobiles, 
steel—and if anything happened to any 
one of these the whole economy suffered. 
But see how we have spread the risk 
today, just as the insurance industry 
learned to do many years ago,” the 
speaker pcinted out. 

“Since 1929 we’ve added the aviation 
industry and commercial aviation, natural 
gas, plastics, electronics, plywood, alum- 
inum, the guided missile industry, pleas- 
ure boats, road building, synthetic fibers, 
air conditioning, frozen goods and many 
others. Each of these industries is big 
but no one of them represents as much 
as 10% of our nation’s business. 

“What happened recently shows the 
kind of safety this diversity of activity 
gives us. Neither the farmers nor the 
automobile makers or the home builders 
were happy last year. But even though 
these three big industies lagged in 1958, 
we did more business than ever before 
in our history. We didn’t build so 
many private houses but we did build 
commercial buildings. People bought 
fewer cars but they did buy air condi- 
tioning equipment, vacation trips, power 
lawn mowers and hi-fi sets.” 

Mr. Van Beynum maintained that this 
sort of thing will continue. “Every year 
some industries will be up and some will 
be down because economists agree that 
there is no formula for guaranteeing 
stable, unchanging, entirely even, eco- 
nomic growth. 

“Some go even further and say that, 
if there were such a formula, it probably 
wouldn’t be smart to use it, They say 
that a continuous series of minor adjust- 
ments is a sign that we are making 
necessary improvements and growing in 
a health fashion. If, by some formula, 
everybody was forced to grow at the 
same rate we would have stagnation. 
There would be little reason to improve 
your own product or services if your 
competitor was going to grow as fast as 
you did anyhow. 

“As matters are now, the businesses 
that are lagging have an incentive to 
improve so that they can catch up with 
the leaders. The leaders work like mad 
to stay ahead.” 





Revolution in Insurance Merchandising 


This brought the speaker to an ap- 
praisal of the insurance competitive pic- 





(June 21) from Freeport (L. I.) High 
School. In his place Mr. Schenke sent 
his associate, Frank W. Gibson, Jr., who 
will serve on TAC’s executive committee 
in the coming year. 


ture, and he brought out: “You are | 
undergoing a revolution in merchandising 
methods which began when state laws 
were amended to permit the fire insur- 
ance companies to write casualty lines 
and vice versa. This was the advent of 
what is commonly called ‘multiple line 
underwriting,’ and it has led to the de. 
velopment of various kinds of package 
policies.” 

Mr. Van Beynum pointed to the more 
recent desire on the part of many fire- 
casualty groups to become full “multiple 
line” writers by either buying already 
established life insurance companies or 
organizing their own life affiliates, 
Then, referring to direct writer compe- 
tition, he said: 

“The phenomenal growth of some of 
these direct writers is forcing changes 
in underwriting and production methods. 
Some agency stock companies, as you 
know, are taking steps to defend their 
position by offering lower premiums .., 
The agency companies, after years of 
talk, study and experiment, have at least 
moved into action. They have picked 
up the gauntlet thrown down years ago 
by the direct writers. 

“This kind of competition keeps the 
economy dynamic. It leads to_ better 
methods of production and better prod- 
ucts. A greater opportunity for you, in 
the advertising and public relations 
phases of the business, is under way.” 


Ability to Produce 


The speaker next discussed the second 
element of strength—the nation’s ability 
to produce—and said: “It’s well known 
that we have been producing a little 
more every year, However, we are in- 
clined to overlook the fact that, when 
we raise production a little, we also 
improve our ability to increase it even 
more. This is a fundamental change in 
American capitalism and a fairly recent 
one. 

“This year business will spend about 
$33 billion on new plants and new equip- 
ment. We are pouring money into re- 
search and development so fast that we 
can’t even keep track of it. The 1959 
total is expected to reach $9 billion. 

“This sort of investment creates new 
skills, new resources and new institu- 
tions with new opportunities. It creates 
staffs of engineers, laboratories, full of 
scientists, and financial technicians to 
handle changing capital requirements. 
All these things require better trained 
people doing new and better paying 
work, 

“Along with this ability to produce we 
have what Sumner Slichter thas called 
the industry of discovery. He says this 
industry includes an increasing number 
of businesses that depend upon techni- 
logical change for their market. The 
industry doesn’t take markets as it finds 
them. It doesn’t wait until scientists 
make new discoveries or factories weaf 
out their old machinery and decide to 
buy new. 

“This industry makes its living by in- 
venting machines that other industries 
can’t afford to do without. It makes new 
product that customers just have to 
have.2i.: 

As a specific example, Mr, Van Bey- 
num told about an improved process for 
purifying seawater, developed not long 
ago by a student at University of Flor- 
ida who was working on his Ph. 
degree. Du Pont Co. has already hired 
him. “The only thing needed now is t 
reduce the cost and when this is done,’ 
said the speaker, “this one discovery may 
change the whole economic geography 
of the country. It will give us resources 
that are now inaccessible or impractica 
or too expensive to develop now. This 
means that more and more young peopt 
can afford to go to high school, or tradt 

(Continued on Page 27) 
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Insurance Advertising Conference At Williamsburg, 


I K. Come Elected 


President of the IAC 
TAYLOR AND OAKS NAMED V.P.s 


Dannecker Secy.-Treas.; New Directors 
Are Gertrude Kiefer and Messrs. 
Scheer, Gibson, Landers 


Williamsburg, Va. J June 23—J. Ken- 
neth Cagney, assistant secretary of the 
Hartford Fire Insurance Group, was 


elected president of Insurance Advertis- 





J. KENNETH CAGNEY 


ing Conference here today at the busi- 
ness session of its annual meeting. 

T. Ramsay Taylor, assistant secretary 
of United States F. & G., was elected 
first vice president, and Charles K. 
Oaks, Jr. of the public information and 


| advertising department of The Travelers, 


was named to the newly created post of 
second vice president. Art Dannecker, 
manager of advertising and sales promo- 
tion of Ohio Farmers Companies, was 
elected secretary-treasurer and John R. 
Eklund, now with Hartford Steam Boiler 


| Inspection & Insurance Co., was given 


the new IAC post of assistant secretary. 


Mr. Cagney succeeds W. Winthrop 
Clement, public relations manager of 
' American International Underwriters 


q Corp., who has demonstrated leadership 
| in his guidance of the IAC over the past 


two years. 
New Members of Executive Committee 


Also elected 


at today’s meeting were 
three new 


members of IAC’s executive 


} committee. They are for a two year 
tem: C. F, Scheer, public relations di- 
'rector of Zurich-Americen Insurance 


Companies; Frank W. Gibson, Jr., as- 
Royal-Globe 
Insurance Group; Gertrude M, Kiefer, 
advertising manager, American Casualty 
Group, and Joseph W. Landers, advertis- 
ue manager, American Fire & Casualty 

f Orlando, Fla. William J. O’Meara, 
Gietan adv ertising director, Aetna L ife 
Affiliated Companies, was renamed to the 
board for a one year term, replacing Mr. 
Dannecker, The hold-over on the. board 
is Fred F. Flechtner, secretary, Northern 
Assurance. 


Careers of Cagney, Taylor and Oaks 


J. Kenneth Cagney, who gave a fine 
performance this year as IAC’s pro- 
tram vice president, joined the Hart- 
iord Fire in 1946 after five years with 
the Newell-Emmett Advertising Agency 
in New York as a copywriter. He was 
Promoted to superintendent of advertis- 
mg in 1953 and recently was elected to 
is present post as an assistant secretary 
ofthe Hartford Fire. 

A native of Vermont, Mr. Cagney was 
taduated in 1941 from St. Michael’s 
College, Vt. and attended Columbia Uni- 
‘etsity in New York for special courses. 


In World War II the served for three 
years in the U. S. Air Force as a bomb- 
ardier in the European and Pacific 
theaters. 

His major accomplishment to date in 
the Hartford Fire is the Junior Fire 
Marshal program which Mr. Cagney 
created in 1947, Through this program 
4,000,000 children annually take active 


part in fire prevention educational work 
in the grammar schools of the country. 
In addition to his JAC prominence he is 
chairman of the fire prevention commit- 
tee of the Hartford Chamber of Com- 


T. RAMSAY TAYLOR 
merce. 

T. Ramsay Taylor, a major in the 
U. S. Marine Corps in World War II, 
joined the United States F. & G. upon 
his discharge from the service. His 
first post was as assistant to Clarke J. 
Fitzpatrick, who was vice president and 
secretary of the company and director 
of its advertising. Upon Mr. Fitz- 
patrick’s retirement several years ago 
Mr. Taylor was promoted ‘to advertising 
manager and elected assistant secretary 
of the company. His father, B. Conway 





(CHARLES K. OAKS, JR. 


Taylor, now retired, was U. S. F & G. 
manager for many years at. Baltimore 
and had a distinguished record with the 
company. 

Charles K. Oaks, Jr., graduate of Col- 
gate University in 1948, joined The 
Travelers in 1952 after a few years in 
the retail advertising field and two more 
in the advertising department of the 
Aetna Insurance Co. 

At The Travelers Mr. Oaks is pres- 
ently in charge of the Agents Advisory 








pom Book for ne Ready 
Soon, C. ¥ Oaks Reports 


Williamsburg, June 23 — Charles 
K: * Oaks? fF: of Vithe Travelers’ public 
information and advertising department, 
reported here this morning at IAC’s 
36th annual meeting that the booklet 
project to which he was assigned a year 
ago by the IAC is well on its way to 
completion. It will be a 48-page booklet, 
titled “How Succ essful Agents Advertise 

: Successfully,” which will feature 
illustrations of the advertising material 
used by agents who won awards in the 
1958 and 1959 IAC Agents’ Advertising 
Awards Program, The booklet, Mr. Oaks 
promised, will be printed in late July or 
August. He further reported: 

“This booklet will contain seven chap- 
ters, each dealing with a different local 
advertising media. These chapters, writ- 
ten by experts in the insurance advertis- 
ing business, are as follows: ‘Newspaper 
Advertising’ by William J. O’Meara as 
sistant director of advertising, Aetna 
Life Affiliated Companies; ‘Radio and 
Television’ by Clark W. Smitheman, as- 
sistant advertising manager, Insurance 
Company of North America; ‘Direct 
Mail’ by William H. Doty, advertising 
manager, Aetna Insurance Group; ‘Ad- 
vertising Specialties’ by John R. Eklund, 
Hartford Steam Boiler Inspection & In- 
surance Co, 

“‘Outdoor Advertising’ by 
Cagney, assistant 
Fire; ‘Complete 


J. Kenneth 

secretary, Hartford 
Campaigns’ by Harry 
Barsantee, manager, public information 
and advertising department, The Trav- 
elers, and ‘Public Relations’ by W. Win- 
throp Clement, public relations manager, 
American International Underwriters 
Corp.” 

The booklet will be made 
to agents at reasonable cost, 
said. 


available 


Mr. Oaks 


Van Beynum’s Address 


(Continued from Page 26) 


school or college. And every year we'll 
have more trained people to deal with 
whatever problems we need to solve. 
“To insurance people all of this means 
that new plants and equipment must be 


covered. Better educated and higher 
paid workers must insure themselves 
against accidents, sickness, disability, 


hospitalization and death. Somebody will 


write this new business, but it will be 
those companies which have the best 
merchandising methods. Here again is 


a great opportunity for you in the adver- 


tising and public relations field,” Mr. 
Van Beynum declared. 
The American People 
As the third source of strength, the 


speaker pointed to the American people 
who are different from people elsewhere 
because, for one thing, they are the 
freest people in history. They are not 
only used to change but they love it; 
they want new things and are willing 
and able to pay for them. Mr, Van 
Beynum quoted Dr. George Katona, 
head of consumer studies for the Federal 
Reserve Board, as saying that “in this 
country we have a growing number of 
well-paid, optimistic people whose desire 
for prestige, better living and variety 
is unsatisfied. 

“That sounds to me like the best list 
of prospects that any insurance man 
could ever hope to have,” the speaker 
remarked. 





Service—a personalized advertising serv- 
ice for Travelers’ agents. He is a mem- 
ber of the board of directors of Hartford 
Advertising Club, and is relatively active 
in local civic affairs including the Greater 
Hartford People-to-People Council, the 
Community Ambassador Project, Y.M.- 
C.A., Community Chest and Red Cross 
fund-raising programs. 

Chairman of the nominating committee 
was Edmund V. Schenke, advertising 
manager, Royal-Globe Insurance Group, 
immediate past president of the IAC. 


Virginia, June 21-24 


Agency Osears, Oscarettes 
Advertising Awards Made 


Williamsburg, Va., June 23—The IAC’s 
7th annual oscars-oscarettes insurance 
advertising awards were presented at the 
banquet here this evening. 

The awards are judged in four cate- 
gories, Division 4 through Division 1 as 
follows: Over $250,000 annually; $100,000- 
i — $50,000-$100,000, and under $50,- 


py S58 were received by the following 
agencies: Division 4 ($250,000 and Over) 
Mitchell-Vincent Co. 209 South Main, 
Bryan, Texas. Division 3, Justus Mulert 
Co., 10 Wood St., Pittsburgh 22, Pa. 
Division 2, Tom Bartlett Insurance Agen- 
cy, North Baltimore, Ohio. Division 1, 
Wilson A. Roberts, 18 Spring St., Wil- 
liamstown, Mass. 

Oscarettes were presented for best in 
newspapers, best in direct mail, and best 
in radio and/or TV. 

3est in Newspaper Awards—Division 4, 
C. C. Wimbush, Greensboro, N. C. Di- 
vision 3, Byse Agency Inc., Laconia, N. 
H. Division 2 and 1, no awards. 

Best in Direct Mail—Division 4, Lance 
& Co., Medina, Ohio. Division 3, Arthur 
W. Ruff Insurance Agency, Chicago, Ill. 
Division 3, The Cutshall Agency, Allen- 
town, Pa. Division 1, no award. 

Best on Radio and/or TV—Division 4, 
Tucson Realty & Trust Co., Tucson, Ariz. 
Division 3, Bacon Insurance, El Dorado, 
Kansas. Division 2, Douglas Insurance 
Agency, Mason City, Iowa. Division 1, 
no award. 


IAC “Meeting Opens 


(Continued from Page 25) 


IAC will shortly have ready a new book- 
let, “How Successful Agents Advertise 
Successfully”, of which Charles K. 


Oaks, Jr., The Travelers, is the editor. 
Mr. Clement said the advance sale on 
the book is 4,000 copies. He thanked 


Mr. Oaks for his sponsorship of this 
project, and also thanked committee 
chairmen for their 1958-59 activities. 

He pointed to IA(C’s membership as 
being 142 as of June 21, and said that 
19 members have joined since last June 
He felt it should be to the everlasting 
advantage of a stock agency company, 
which is advertising-minded to join IAC 
now. Mr. Clement feels strongly that 
companies can no longer remain in ivory 
towers, talking only to themselves 

Delighted ‘as he was to have NAIA 
participate actively in this meeting, Mr 
Clement hoped NAIA President Slawsby 
would accept IAC criticism. This was 
the lack of interest which member 
agents of NADA demonstrated in the 
Annual Agents’ Award contest for the 
“Best Use Of Advertising at The Local 
Level.” Actually, he said, only 52 agents 
registered for this TAC competition. This 
prompted Mr. Clement to remark: “it 
seems me that some of the agents and 
some of the companies are missing the 
boat in preparation of their own mar 
kets for the future. Either IAC is fail- 
ing to speak clearly or agents are failing 
to hear well.” 

Advice to Companies, Agents 

(Closing his report, Mr. Clement re 
marked succinctly: “If stock agency 
companies are to sel their products suc- 
cessfully in the new-era days ahead, they 
must make the public understand the 
value of their product. The agents. have 
the same need, only it is more acute and 
more personal. 

“As to IAC’s future we are planning 
next year to make an award to an as- 
sociate member who has done most for 
the industry during the previous year 
We also plan an IAC citation to news- 
papers giving the best treatment of in- 
surance subjects, and hope to be ready 
with a new insignia design. Under Art 
Dannecker’s continued chairmanship we 
will have a carefully planned continuance 
of the agents award program.” 

TAC members attending, shared 

(Continued on Page 31) 
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ACSC Work on Public Relations 


Shown in Midwest by Chas. C. Clarke 


Better public understanding of the 
factors that control insurance costs, 
particularly automobile insurance, was 


the primary objective the past year of 
the Midwestern public relations division 
of the Association of Casualty and 
Surety to a report 
mitted at the annual meeting in Chicago 


Cos., according sub- 


of the Midwestern Public Relations 
Advisory Committee. 
Charles C. Clarke, midwestern public 


relations director, reported that the 
preblem of public ignorance and indiffer- 
ence to its role in rate making was 
attacked in various ways. Local projects 


were coordinated with the Association’s 
national program, and whenever possible 
the local and their 
associations were utilized to strengthen 
the impact of contact with public groups 
communications media. 

automobile 


services of agents 


and the 

Two upward revisions of 
insurance rates in Illinois in 1957 were 
followed by another increase in 1958. 
Despite three increases in such a short 
period, editorial treatment of automobile 
insurance rates by newspapers was 


highly satisfactory. This reflected con- 
tinuing efforts to furnish newspapers 
with factual background material sup- 


porting the need for higher rates. 


Good Daily Newspaper Coverage 


In the midwest during the past year 
there was a marked increase in news- 
paper attention to automobile insurance 
rates, and releases on the subject from 
the Midwestern division were used ex- 
tensively. Contacts with daily news- 
papers in Chicago helped bring about 
several feature articles on automobile 
insurance, including three series of 
articles and two features in a widely 
distributed Sunday magazine section. 
These were in addition to regular news 
treatment of the subject. Material also 
was prepared for discussion of the sub- 
ject on two radio programs, and two 
magazines with a national circulation 
carried ae based largely on material 
furnished by the Midwestern division. 

Many of the Chicago community and 
suburban newspapers were visited, re- 
sulting in use of provided material on 
insurance and traffic safety. Whenever 
such visits were made, at least one 
release of a timeless nature was left 
with the editor. This gave purpose to 
the visits, and the editors used the( 
releases. Visits to the local newspapers 
were made when on trips away from 
Chicago. 

There was exceptional publicity value 
to special projects the past year. Surveys 
in Cook County of court congestion and 
of jury verdicts returned in personal 
injury suits developed considerable factu- 
al data that supported the need for 
increased auto rates. Because these 
studies developed previously unavailable 
information, they were of unusually great 
interest to the new spapers and provided 
extremely helpful material for speakers. 


Work on Impact of Jury Verdicts 


A concerted effort was made, through 
news releases, speeches and leaflets, to 
call attention to the heavy impact of 
rising jury verdicts on automobile claims 
costs. This effort was successful. Judges 
of the Circuit and Supreme Courts in 
Cook County in public statements noted 
that there seemed to be a reversal in 
the trend toward excessive verdicts, and 
even more importantly some claims 

managers in Chicago of member com- 
panies said that their defense attorneys 
noted an abatement—if not reversal—of 
the rising trend of jury verdicts. 

An indirect, but valuable, effect of 
the special surveys was to increase in 
the eyes of the newspapers the import- 
ance of the Midwestern division as a 
source of material on automobile and 





other insurance. More and more re- 
porters on insurance assignments now 
check with the office. 


A close working relationship on public 
relations matters was established during 
the year with the Western Underwriters 
Association, which joined in the sponsor- 
ship of the Illinois Insurance Speakers 
Bureau and which is cooperating in the 
establishment of Speakers Bureaus in 
Indiana and Wisconsin. By the end of 
May more than 300 speeches will have 
been given by the Illinois Speakers 
Bureau, about one-half of them on auto- 
mobile insurance, the report stated. 

Two leaflets prepared by the associa- 
been particularly helpful to 


tion have 
speakers discussing automobile insur- 
ance. In addition, the leaflets were dis- 


tributed to all agents and to all news- 
papers in the midwest. News clippings 
show that the agents followed the sug- 
gestion that they distribute the leaflets 
to their policyholders and also that they 
personally visit local newspaper editors 
to discuss the contents. 


13 TV Shows Next September 


Other projects conducted with the 
cooperation of the Western Underwriters 
Association were preparation of a policy 
kit for use at the annual seminar con- 
ducted at the University of Wisconsin 
by the National Association of Bank 
Auditors and Comptrollers, as public 
relations kit for local boards belonging 
to the Illinois Association of Insurance 


Agents and placement of the “John 
Happy Family” television series on a 
North Dakota station. Additionally, 


Chicago TV Station WTTW has agreed 
to make time available at no cost begin- 
ning next September for a series ot 13 
one- -halt hour television shows, based 
on the “John Happy Family” materials. 

The local board public relations kit 
proved to be a practical way to get 
effective public relations activity at the 
local level. The kit included six sug- 
gested news releases covering such topics 
as traffic safety, automobile insurance 
and rates, the services of the independent 


agent and of the insurance business 
generally. There also were planned 
safety campaigns, television materials 


and a bibliography and samples of other 
communications and sales aids available 
to agents. The purpose of the kit was 
to aid the local agents increase sales 
as well as dramatize service. 


Material on Legislative Proposals 


Material on compulsory automobile 
liability insurance and other legislative 
proposals was prepared for distribution 
“theough agents associations, chambers of 
commierce and other interested organiza- 
tions.} Assistance in preparation of 
traffic\ safety material also was given 
to state associations of insurance agents. 

Traffic safety articles were prepared 
and made available to company house 
organs through the Industrial Editors 
Conference of Chicago. Written material 
and organizational assistance was pro- 
vided for High School Career Confer- 
ences, 

Accident prevention activity in addi- 
tion to news releases included help in 
preparing publicity for sessions of the 
National Safety Congress, a_ regional 
meeting of the President’s Committee 
for Traffic Safety and the “Slow Down 
and Live” campaign, and preparation of 
the material on insurance for a series 
of Youth Safety Conferences. Help also 
was given in the preparation of insurance 
articles that apeared in the publications 
of various trade associations. 

Members of the Midwestern Public 
Relations Advisory Committee are Ray 
L. Walker, United States Fidelity and 
Guaranty Co., chairman; Donald K. 
Weiser, Aetna Casualty and Surety Co.; 
Frank D, Whipple, Aetna Insurance Co.; 
W. A. Eakin, Employers’ Liability As- 
surance Corp.; Benton A. Sifford, Fire- 
man’s Fund Insurance Group, and B. W. 
Rouse, Travelers, 


Silver Anniversary—James M. Crawford (right), 


Insurance Company of North America, 
service from Herbert P. Stellwagen, 


occasion of Mr. 


and a testimonial certificate were a gift to Mr, 
service office managers of the Indemnity Co. 





Indemnity executive vice president, 








vice president of Indemnity 
accepts an antique Georgian silver coffee 
on the 
Crawford’s 25th anniversary with INA June 6. The coffee service 
Crawford from the officers and 





Swiss Subsidiary 


(Continued from Page 25) 


authorized capital of $2,500,000 with a 
paid-in amount of about $1,250,000. It 
will operate in Switzerland only. 

Directors of the holding company will 
include Messrs. Branch and Moser, and 
two prominent Swiss executives, H. U 
Rinderknecht and Dr. Emil Duft. 

Directors of Alstadt will include Calvin 
Fentress Jr. chairman of the Allstate In- 
surance Companies, and Messrs. Branch, 
Moser, Rinderknecht, Dr. Duft and Dr. 
Denise Berthoud. 

Mr. Rinderknecht, who has served as 
Swiss attorney-general for American 
International Underwriters and whose 
company was the general agent for that 
Gorup in Switzerland for many years, 


will be the managing director of 
Alstadt. : 
Dr. Duft is a member of the Swiss 


Parliament. The company’s main office 
will be in Zurich. It will sell through 
its own agency force, with plans calling 
for offices in all the larger cities in 
Switzerland. 


To Use Modern American Methods 


“We hope to effect savings for Swiss 
policyholders through incorporation of 
modern American methods into Alstadt’s 
operations,” Mr. Moser declared. “Very 
complete studies of Swiss insurance oper- 
ations give indication this can be done.” 

In planning an operation in Europe, 
Allstate will be reversing a situation 
which long has been_true in the United 
States. Numerous European insurance 
companies, from several countries, have 
been active in the American market. 

Allstate Insurance International will 
own and manage any other foreign in- 
surance subsidiaries when and if they 
are formed, Mr. Branch said. He em- 
phasized there are no present plans to 
operate elsewhere than in Switzerland. 

Allstate Expanded in Recent Years 

Allstate has had a rapid expansion in 
recent years. In addition to extending 
operations throughout Canada _ since 
1953, the company has opened sales loca- 
tions in Hawaii and Alaska. Its new 
lines in recent years have included resi- 
dential and commercial fire insurance, 
commercial liabiity insurance, home- 
owners, theft and boatowners’ insurance, 
accident and sickness and life insurance. 
Earlier Allstate had confined itself to 
auto and personal liability insurance. 

Premiums writings of Alstate in the 
fire and casualty field exceeded $375,000,- 
000 in 1958. The subsidiary Allstate Life 








TALK WITH NATIONAL BUREAU 


Agents-Broker Groups Meet with Leslie, 
ahill, Murrin on Premium 
Discount Plan 
Proposed amendments to the Premium 
Discount Plan for automobile and gen- 
eral liability lines were discussed re- 
cently between representatives of pro- 
ducer groups and staff of the National 
Bureau of Casualty Underwriters. 
The Bureau’s spokesmen were led by 
William Leslie Jr., general manager, and 
included James M. Cahill, secretary, and 
Thomas Murrin, NBCU associate actu- 
ary. 
The following associations participated 
in the discussions: N. Y. State Associa- 





tion of Insurance Agents; Insurance 
Brokers’ Association off the State of 
New York, Inc; the Greater New York 


Insurance Brokers Association, Inc. and 
the Brokers Association Joint Council. 

The agents’ association casuality com- 
mittee headed by Chairman Richmond 
Thompson, Valley Stream, consisted at 
the talks, of Al Mezey, New York City, 


Matt Lampell, Poughkeepsie, and Carl 
Young, Syracuse. 
The proposed amendment, they con- 


tend, would reduce the total production 


cost allowance in connection with the 
lines, subject to the Premium Discount 
Plan. Utlimately, this would affect com- 


missions to the agents where they have 
such lines of insurance with premiums of 
more than $1,000 on automobile risks and 
more than $5,000 on general liability 
risks. 

It is reported that, generally, the pro- 
ducers’ spokesmen presented their op- 
position to the amendments, and Mr. 
Cahill promised their views would be 
conveyed to the NBCU committee which 
developed the proposals originally. The 
agents indicated they requested a meeting 
between their casualty committee and 
the particular NBCU committee. 





RE-ELECT T. PARKER LOWE 

T. Parker Lowe, president of Anchor 
Casualty, has been re- -elected president 
of Minnesota Insurance Information 
center, which is organizing a speakers 
bureau and forum. 
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Insurance Co. completed 17 months ° 
operations last January. Its volume of 
insurance in force, including both ind 
vidual and Group policies exceede 
$1 billion. 
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Insurance Counsel 
Meet Opens June 29 


IN BANFF, ALBERTA, CANADA 





) Discuss Negligence Practice, fannie 


Law and Air Travel; IAIC Pre: 
Blanchet’s Successor 





Development in negligence practice 
will provide a major topic for open 
forum discussion at the 32nd annual 
meeting of the International Association 
of Insurance Counsel, which more than 
§00 insurance attorneys and their guests 
will attend June 29-July 2 in Banff, 
Alberta, Canada. Association member- 
ship consists largely of lawyers in 
private practice who serve as insurance 
company defense counsel. 

New fields for demonstrative evidence 
will be the first subject considered at 
the negligence forum held July 1, with 
Edward D. Crocker, Cleveland, Ohio, 
attorney as speaker. Admiralty law in 
relation to ocean air travel will be the 
topic of William J. Junkerman, New 
York City. Alastair Paterson, Toronto, 
will discuss fixing liability in public 
inquiries, and preparation of negligence 
cases for trial in Canada Pi be outlined 
by Bert Richardson, Q. C., of Winnipeg. 

The growing concern of the legal pro- 
fession with problems arising out of air 
travel will be reflected also in the forum 
session to be held on June 30. Accident 
investigation as an avenue to air safety 
will be wae by Oscar Bakke, Wash- 
ington, D. C., director of the bureau of 
safety of the Civil Aeronautics Board, 
followed by an analysis of the effect of 
safety design in aircraft by A. Howard 
Hasbrook, Tuscon, Ariz., director of 


' Aviation Crash Injury Research. 


Speakers on Program 


The forum sessions will be directed 
by George I. Whitehead, Jr.. New York 
City, and Gerald Hayes, Jr., Milwaukee. 


Principal speakers at general sessions 
will include: Chief Justice Colin Camp- 


bell McLaurin of the Supreme Court of 


Alberta, who will welcome the associa- 
tion’s members; Rev. Robert I. Gannon, 
S.J.. former president of Fordham Uni- 
versity, whose topic will be “Educating 
for an Age of Fraud”; U. S. District 
Judge Kenneth P. Grubb, Milwaukee, 
who will analyze Rule 49 of the Federal 
Rules of Civil Procedure with respect 
to special verdicts, general verdicts and 
interrogatories. Judge Grubb was the 
association’s 1948-1949 president. 

At the close of the meeting President- 


elect Charles E. Pledger, Jr., Washing- 
ton, D. C., will succeed Arthur A. 
| Blanchet, New York City, as president 


| of the International Association of In- 


surance Counsel. 





JOIN WASHINGTON, D. C. OFFICE 
Two recent appointments in the Wash- 
ington, D. C. office of Standard Accident 
are: William J. McKnight, Jr., produc- 
tion manager; and William F. Frazer, 
bond underwriter, 


Company Formed in Calif. 
To Write Workmen’s Comp. 


Alltrades Insurance Co. has _ been 
licensed by the California Department of 
Insurance to operate as an insurance 
company specializing in the workmen’s 
compensation field. 

The new company, which is located at 
6053 West Third Street, was organized 
by the California Employers Insurance 
Agency. It will take over the business 
of this firm, which has been handling 
workmen’s compensation for many years 
in California. 

The new company is headed by J. 
Gerald Golob, president, who said that 
the new company was organized to meet 
the needs of California’s expanding in- 
surance market. 

“Recent studies show that direct pre- 
miums on workmen’s compensation in 
the state increased 149% from 1946 to 
1957,” he pointed out. “This specialized 
form of disability insurance presently 
accounts for more than 7% of all insur- 
ance premiums written in California.” 

Other officers include Paul H. Toy, 
assistant to the president and vice pres- 
ident; Robert J. Beckwith, executive 
vice president; and C. E. Loughran, 
secretary-treasurer. 

Members of the board of directors in 
addition to the officers include William 
J. Garland, Florian J. Sauer, and Robert 
A. Allmand. 

Original capitalization of the company 
was announced by Mr. Golob as $400,000. 





George W. Rennix, Jr., Joins 


Zurich-American in Chicago 


The Zurich-American Group announces 
the appointment of George W. Rennix, 
Jr., as sales supervisor. He will work 
under the direction of Fred H. Oliver, 
assistant U. S. manager in charge of 
sales and marketing, and will have gen- 
eral supervision over the production and 
sales promotion of Zurich’s branch of- 
fices in Milwaukee, Minneapolis, Kansas 
City, Grand Rapids, Denver, Jackson and 
Buffalo. He will be based in the head 
office in Chicago. 

A graduate of the University of Minne- 
sota, where he played halfback, Mr. 
Rennix is still active in the sports field. 
For the past 13 years he has officiated as 
referee in Big Ten and National Foot- 
ball League games. He also manages a 
Little League baseball team in his home- 
town of Northbrook, IIl., in addition to 
serving on the League’s board of di- 
rectors. 

Mr, Rennix joins Zurich with 23 years’ 
of sales experience—14 of them in insur- 
ance, including agency as well as com- 
pany production work. 





GEO. L. C. SULLIVAN PROMOTED 
Standard Accident has appointed 
George L. Sullivan as manager of 


the home office machine processing de- 
partment. Mr. Sullivan received the 


CPCU in 1952. 
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Hasten Processing Of 
Lump Sum WC Claims 


TO SAVE $1 MILLION A YEAR 


New York WC Board Chairman Col. 
Senior Shows Saving of $350 


Per Claim 
An acceleration of administrative and 
judicial procedures in connection with 


lump-sum settlements of Workmen’s 
Compensation claims will bring a saving 
of about $1,000,000 per year to industry, 
Col. Solomon E. Senior, chairman of the 
New York State Workmen’s Compen- 
sation Board, announces. 

“Heretofore it took an average of 22 
weeks before a lump-sum settlement that 
was brought to us for consideration was 
finally approved,” Col. Senior explained. 

“In the last four months we have de- 
veloped a system whereby the same con- 
sideration is given the application for 
settlement, but through a drastic speed- 
up of the essential steps, and by eliminat- 
ing some steps that added nothing to the 
final evaluation or judgment, and through 
reassignment of personnel, we now can 
render and issue decisions in about eight 
weeks of receipt of the application. Tihis 
was done without increasing our total 
personnel complement. 

“While effecting this economy for in- 
dustry, we also are helping to relieve 
the anxiety and to shorten the period of 
economic distress of the injured worker 
who cannot receive the payment con- 
stituting the lump-sum award until the 
Board renders its decision. In most 
cases this is a substantial amount, and 
one ithat the injured worker’s family 
frequently looks forward to as the fate 
for a new — in life. 

How Saving is Made 

“In the last three years the board 
approved an average of 2,700 applica- 
tions per year for lump-sum settlement 
of workmen’s compensation claims. 
While the claimant and this employer, 


or the employer’s insurance carrier, 
awaited our approval of their agree- 
ment, the employer or his ‘carrier was 


obliged to continue payment of the wage 
differential benefit in recognition of the 
reduced earnings of the injured worker. 
This was at an average rate of $25 per 
week. Hence a reduction by an average 
of 14 weeks in waiting time will bring 
a saving of $350 in ‘the cost of the 
average claim, or a total of about $900,- 
900 per year for all lump-sum settle- 
ments, including a 5% allowance for 
exceptional cases requiring more de- 
tailed attention. 

“In the first year ithe savings will be 
even greater, because in addition to 
treating all current claims under the 
new procedures, we also are absorbing 
the backlog that helped to account for 
the delay that these claims had been 
subjcted to previously. I expect that the 
backlog will be completely liquidated by 
the end of ‘this month. 

“As an example of what we have ac- 
complished,” Col. Senior pointed out that 
- the first five months of last year 

228 lump-sum cases were decided and 
wa In the first five months of this 
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N. Y. COMP. REVISION HELD UP 


No Rate Filing To Be Made by Rating 
Board Until Supreme Court Decision 
on State Fund Experience 
The New York Compensation Insur- 
ance Rating Board has advised member 
companies that it does not expect to file 
with the Superintendent of Insurance a 
general revision of compensation rates 
“until after the Appellate Division, Third 
Department, of the New York Supreme 
Cones has ‘rendered a decision in the 
pending case involving the (exclusion of 

the State Fund experience.’ 

Since there is no indication at this 
time as to just when such decision may 
be forthcoming, General Manager R. E. 
Marshall advises: 

“Any new and renewal policies issued 
should be on the basis of present rates, 
subject to the terms and conditions con- 
tained in the present policy form. As 
you know, the present rates continue in 
full force and effect until new rates are 
filed and approved by the Superintendent 
of Insurance.” 








National Casualty Auto Plan 
Approved for Tennessee 


Tennessee Insurance Commissioner 
John R, Long, Jr., approved a plan under 
which safe driving in the state could 
save as much as 30% on auto insurance 
rates. 

The Commissioner approved the merit- 
demerit plan of National Casualty, De- 
troit, and said it would go into effect 
July 1. 

Under the plan, the renewal premium 
after the first year would either go up 
or down, depending on whether the 
motorist had avoided accidents or had 
caused claims to be paid by the insurance 
company. 

Mr. Long explained the plan is similar 
to one introduced recently in California 
by the National Bureau of Casualty 
Underwriters. 

The plan has been in effect in Ohio 
and Michigan several years, Mr. Long 
said, and recently was approved in 
Florida. 





Va. Auto Rate Increase 


An average statewide increase of 8.7% 


for private passenger auto liability in- 
surance in Virginia has been granted 


effective August 1. The National Bureau 
and the Mutual Insurance Rating Bureau 
had requested a 14.7% increase. Com- 
mercial risk rates are increased 12% 
under the revision. 

The State Corporation Commission has 
commenced a full- scale study of safe 
driver plans through its insurance bureau. 





year 1,718 were decided and closed, al- 
though the new procedure went into 
effect only in the middle of March. In 
future years the comparative savings 
will increase as the higher maximum 
benefit rate of $45 per week is reflected, 
as against the $32 and $36 maxima in- 


volved in the cases presently under con- 
sideration,” 


he said. 
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Monarch Portfolio 
Changes Outlined 


MEET NEEDS OF OVER—65's 





Features Improved Guarantees and 
Liberalized Benefits In 
Flexible Plans 





Monarch Life Insurance Co. continues 
to strengthen the guarantees, while liber- 
the benefits and increasing the 
of its health and accident in- 


alizing 
flexibility, 
surance plans in a 
designed with the needs in 
policyholders over age 65. 

All of Monarch’s loss-of-time policies 
—Guaranteed Income, Full Benefit, Se- 
lective Benefit and Ideal Accident—are 
multiple option, schedule-type policies. 
They remain non-cancellable and guar- 
anteed continuable to age 65 at guar- 
anteed premium rates, with these added 
advantages: 

(1) The insured is given the right to 
continue his coverage with respect to 
loss-of-time benefits from age 65 to age 
70, so long as he is employed full time. 
This is at a premium based on age 65, 
which the company reserves the right to 
adjust. 

(2) Incurred medical expense benefits 
provided by his contract are guaranteed 
continuable to age 65 at guaranteed 
premium rates, and guaranteed continu- 
able thereafter—for life—at premiums on 
age 65, which the company also reserves 
the right to adjust. 


New MM Plans Guaranteed for Life 


Monarch’s new Major Medical policy 
also is guaranteed continue wble for life, 
subject to the company’s right to adjust 
the premium and with provision for a 
premium increase at age 65. 

Other important guarantees in all the 
company’s health and accident plans are 
that the policyholder’s benefits cannot 
be reduced because he changes to a 
more hazardous occupation; there is no 
limit to the number of claims he may 
have, and full benefits are payable re- 
gardless of confinement. 


Numerous Optional Benefits 


Monthly disability income 
the heart of Monarch’s health and acci- 
dent plans—are available in liberal 
amounts ranging as high as $1,000 for 
short-term coverage and $500 for long- 
term. In addition, optional benefits are 
provided in amounts suitable to each 
individual and family situation. 

Daily hospital, miscellaneous hospital, 
surgical and supplementary accident ex- 
pense benefits are available in variable 
amounts to the policyholder and may be 
extended—under family coverage—to his 
wife and dependent children under 19. 
Offered, ‘for example, is an expense-in- 
curred benefit of up to $25 a day for 
hospital room and board, for as long 
as 180 days. 

In addition, 


changes 
mind of 


series of 








the policyholder may be 


covered for partial disability and for 
accidental death and dismemberment 
benefits. 


Elimination periods for sickness and 
accident also are optional and may range 
from seven days to two years. First-day- 
accident coverage is offered with a sick- 
ness elimination period of seven, 14 or 
30 days. 

All indemnities are increased by 10% 
for annual premium payment, while up 
to age 65 there is provision for waiver 
of premiums on_ loss-of-time policies 
after the fourth month of continuous 
total disability. 


Increased Flexibility 


Greater flexibility is apparentt in Mon- 
arch Life’s new Selective Benefit policy, 
which provides both short and long term 





loss-of-time benefits in one policy, and 
may well be used to supplement existing 
disability income coverage. 

With respect to disability income ben- 
efits, this policy can be written to pro- 
vide a selected amount of indemnity for 
a two or five year period of disability, or 
it can be written to provide a certain 
indemnity for two or five years and then 
a different amount to age 65. 

Other features of the Selective Bene- 
fit policy, which the company considers 
has the added advanitage of not being 
limited by an “average earnings” clause, 
are these: For the first five years of 
benefit payments, the definition of total 
disability is complete inability to engage 
in his regular occupation. Thereafter it 
is complete inability to engage in any 
occupation for which he is reasonably 


fitted. Double dismemberment or !oss 
of sight — due either to sickness or 
to injury—is deemd to constitute total 
disability. 


Major Medical Benefits 


The Major Medical plan—also avail- 
able to both individuals and families— 
pays 75% of covered exipenses over a 
specified deductible amount ($50, $300 or 
$500), up to a maximum of $5,000 or 
$10,000. When the premium is paid on 
an annual basis, the maximum amount 
payable under the plan is increased by 
10% and the percentage payable to 80%. 

Monarch Life which is now completing 
its 58th year as a leader in the dis- 
ability income field—also offers individ- 
ual and family hospital plans and a 
professional overhead expense policy 
that are both liberal, and highly suitable 
to present-day needs. 





N. Y. METCALF BILL FORMS 





Thacher to Grant Companies Temporary 
Approval of Policies Filed; 
Text of Letter 

New York Insurance Superintendent 
Thomas Thacher has informed insurers 
that a substantial number of authorized 
companies have yet to make filings of 
individual A. & H. forms to comply with 
the Metcalf amendments to the law 
which take effect July 1. 

“Because of the delays in processing 
caused by the large volume of forms 
which it is expected will be filed on or 
before July 1, 1959” the circular states, 
‘it has been decided that temporary 
approval will be granted for the use of 
forms filed on or before July 1, 1959 
which, solely for the purpose .of com- 
plying with the above mentioned amend- 
ments to the Insurance Law, modify or 
replace previously approved forms. 

“Such temporary approval will be given 
for a period extending no longer than 
December 31, 1959. 

“In order to qualify forms for tempo- 
rary approval, insurers should furnish a 
certified list of the form or forms of 
which temporary approval is requested. 
The certification is to be made on the 
Department’s form which incorporates 
certain conditions precedents to such 
temporary approval. 

“Upon receipt of the certified list and 
acceptance by the insurer of the condi- 
tions, the Department will notify the 
insurer in writing of the form or forms 
given temporary approval . 





GETS BLUE SHiELD POST 
Appointment of John M. Ramsdell as 
budget director of United Medical Serv- 


ice, Inc. (Blue Shield) has been an- 
nounced by Dr. Louis ‘H. Bauer, chair- 
man of the board. Mr. Ramsdell is a 


member of the National Office Manage- 
ment Association and the Insurance Ac- 
countants and Statisticians Association. 


Congress Shown The 
Industry’s Capacity 


BY SPOKESMAN AT HEARING 





HIAA’s Joseph F. Follmann, Jr. Say; 
Quality Protection is Generally 
Available to Senior Citizens 


Washington, D. C., June 18—Voluntary 
health insurance has the capacity to help 
meet the challenge of providing soundly. 
financed programs of protection against 
the costs of medical care for the growing 
number of people over age 65, Congress 
was told today. 

J. F. Follmann, Jr., director of informa. 
tion and research, Health Insurance 
Association of America, spoke before the 
Subcommittee on Problems of the Aged 
and Aging of the Senate Committee on 
Labor and Public Welfare on the final 
day of public hearings to discuss present 
and future ways of assuring adequate 
health care for those in their later years. 
The subcommittee hearings being held 
here are preparatory to similar hearings 
in a number of cities throughout the 
country after Congress adjourns later 
this year, 


Predicts Coverage Will Increase 





Stressing the importance of cooperative 
efforts by all groups interested in the 
welfare of the older aged, Mr. Follmann 
said that, “as individuals, labor unions, 
and employers become increasingly 
cognizant of the importance of health 
insurance protection in the later years, 
and since the voluntary mechanism by 
which this protection might be provided 


now exists, it is reasonable to expect that F 


the coverage of persons over age 6) 
in future years will increase more rapidly 
than has been so in the past.” 

Mr. Follmann detailed the recent growth 
in health insurance coverage for the 
population as a whole, reporting that 
today some three- fourths of the country 
had such protection, as against 30% 
coverage at the beginning of 1947. Relat- 
ing this to the senior population, he 
stated, “It would appear self-evident that 
the growth of coverage among persons 
under age 65 would bear some direct 
relationship to the number of the aged 
who will eventually be covered as those 
now under age 65 move into retirement. 
This is graphically demonstrated by the 
fact that the percentage of all aged 
persons over age 70 having some form 
of voluntary health insurance in 195 
was exactly the same as the percentage 
of the entire population at all ages which 
was covered in 1946, namely 30%. 


Lists Plans Now Available 


Insurance companies have created 

various forms of protection specifically 
designed for persons in their later years 
and which are available today, Mr. Foll- 
mann told the subcommittee. Among 
such plans are: Continuation of insurance 
on older active workers under Group 
plans; continuation of Group insurance 
on retired workers and their dependents, 
with employers sharing premium costs; 
conversion from Group contract to indi- 
vidual policy upon retirement; issuance 
of Group insurance at advanced ages; 
continuation of individual policies put- 
chased before retirement; individual 
policies for advanced ages; and insurance 
which becomes paid-up at age 65. 

“It would seem clear, then, that. volun- 
tary health insurance of quality is gell- 
erally available to our senior citizens 
who desire such protection,” Mr. Foll- 
mann said. 

These efforts together with the keen 
competition which exists among all in- 
suring organizations will cause evel 
faster expansion of health insurance for 
the older aged, he said. By conservative 
estimates, according to the HIAA te 
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search director, 60% of the U. S. popula 
tion over 65 needing and wanting health 
insurance will Have it by the end 
1959. Some 65% will be covered in 196 
and by the end of 1965, about 80% 
of the older aged will have health i 
surance, 
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Extracts from the Constitution, By-Laws 
Of Canadian Health Insurance Assn. 


The stated’ purpose of the recently- 
formed Canadian Health Insurance Asso- 
ciation is “to foster the development o} 
voluntary insurance providing sound in- 
surance against loss of income and financial 
burdens resulting from accident and sick- 


” 


ness. 

The Eastern Underwriter, with regard 
for the significance of the formation of 
an industry organization in Canada sim- 
ilar to the Health Insurance of America, 
herewith publishes extracts from the con- 
stitution of CHIA: 


The functions of CHIA are stated as 
follows: 1. “To coordinate and express 
the views of its member companies as to 
matters affecting accident and sickness 
insurance. 

2. “To encourage further improvement 
in and extension of the coverage and 
benefits of personal accident and sick- 
ness insurance, 

3. “To establish standards of conduct 
in the accident and sickness insuranice 
business. 

4.“To promote understanding of and 
to maintain public confidence in vol- 
untary accidentt and sickness insurance. 
5. “To strengthen relationships with 
persons and organizations ‘providing 
health care. 

6. “To engage in such activities as will 
further the purpose of the Association.” 


Companies Not Bound on Rates 


The CHIA constitution specifies that 
the association “shall not, in any way, 
bind a member company in the use of 
premium rates, policy forms, coverages, 
or classification of risks or limit a mem- 
ber company’s freedom of action in the 
conduct of its business. No member 
company shall be considered individually 
committed by any action of the associa- 
tion or its committees, except with re- 
spect to such matters as may be related 
directly to the administrative business of 
the association,” 

Membership of the association shall 
comprise any company or organization 
licensed to transact personal A. & S. 
insurance in Canada may, which upon 
recommendation of the CHIA member- 
ship committee, be admitted to member- 
ship upon a three-quarters vote of mem- 
ber companies represented at a meeting 
of the Association or by a unanimous 
vote of those present at a meeting of 
the executive committee. 

Two or more member companies af- 
filiated with each other through common 
control shall be treated for all purposes 
a a single member company of CHITA 
and shall have one vote. 

It is notable that the constitution of 
CHIA allows for special meetings of 
the association if called for by its presi- 
dent, executive committee or at written 
Tequest of seven member companies. 

er members will be given at least 

ten days notice of such a meeting. 
The following shall constitute a quo- 
rum: one fifth of the member 
companies representing not less than 
0% of the accident and sickness pre- 
mum income in Canada of all member 
companies.” The right to vote shall be 
limited to the chief executive officer 
of each member company or to his 
authorized designee.” 


CHIA Governing Body 


The executive committee, which will be 
IA’s governing body will consist of 
elected members “each of whom shall 
€ an executive officer of a different 
member company, in addition to the 
President, vice president, honorary 
treasurer and immediate past president 

€ association. 

he 12-member executive committee 
has been split into three groups of four 
ificers to serve four years, two years, 

one year. However, it is planned 
that eventually the term of office for 


12 


each executive committee member shall 
be three years. Not more than three of 
the four officers whose terms expire 
each year shall be eligible for re-election 
for the next succeeding term. 

Further the constitution states: “No 
member company shall be represented 
on the executive committee for more 
than two consecutive terms (plus one 
year in the case of a past president) nor 
have more than one representative on 
the executive committee. Membership 
on the executive committee shall be in- 
dividual to the persons elected, and no 
executive committee member shall have 
any power of substitution for himself, 
or of delegation of his authority. Each 
executive committee member shall hold 
office until his successor shall be elected. 

“The officers and other members of 
the executive committee shall be elected 
by a majority vote of the members at 
the annual meeting. A vacancy occur- 
ring between annual meetings may be 
filled by the executive committee, and 
the member so elected shall serve until 
the next annual meeting when the va- 
cancy shall be filled for the unexpired 
term. 

“The executive committee shall meet 
at least four times during each year, at 
the call of the president or any officer, 
and at such other times as the executive 
committee may determine. A majority 
of the members shall constitute a quo- 
rum, 

“An officer of any member company 
may attend any meeting of the executive 
committee and may present or discuss 
any matter of interest. 


Terms of Principal Officers 


The association’s president, vice presi- 
dent, and an honorary secretary will 
serve a term of one year or until his 
successor if elected. Each of these of- 
ficers must be an executive officer of a 
member company. No person may serve 
as an officer of CHIA for more than 
three successive full terms. 

The above will be the officers com- 
mittee and will conduct the affairs of 
‘CHTA between meetings of the executive 
committee. 

As announced in The Eastern Under- 
writer last week, CHIA elected as its 
first president, J. K. Macdonald, presi- 
dent, Conffideration Life. Vice president 
is R. D. Heins, vice president of Con- 
tinental Casualty, and treasurer of CHIA 
is L. L. Rooke, general manager, Dom- 
inion of Canada General. Earlier in the 
year W. Douglas Bell was appointed 
managing director of the association. 
He was formerly vice president in charge 
of Canadian operations for Massachu- 
setts Protective and Paul Revere Life. 





BAR ASSN. PRES. ON LIAB. CASES 


The legal profession was called upon 
by Ross L. Malone, president of the 
American Bar Association, to “make 
every effort” to clear the log jam of 
personal injury cases in courts through- 
out the country. Mr. Malone said there 
were 75,000 such cases awaiting disposi- 
tion. He said the average time needed 
to dispose of a case in New York City 
is 38 months, and 57 months in Cook 
County, Il. 


IAC Meeting Opens 


(Continued from Page 27) 





Program Chairman Cagney the feeling 
that “Win” Clement deserved their heart- 
felt thanks for his leadership of IAC. 
Mr. Cagney put it into words when he 
said “we owe a lot to Mr. Clement.” He 
and other speakers at this gathering 
were presented with a new award—A 
Golden Horseshoe—the idea of Ramsay 
Taylor which made a hit. : 

This evening’s dinner speaker will be 
Lieutenant Governor A. E. S. Stephens 
of the state of Virginia. 


Pacific Mutual A. & S. Plans 
All Guaranteed Renewable 


Pacific Mutual Life Insurance will 
hereafter issue all of its accident and 
sickness policies on a guaranteed renew- 
able basis. 

Announcement of the new development 
was made by T. S. Burnett, president, 
from the company’s Los Angeles home 
office. 

Guarantee of renewability will extend 
through age 65 for some policies and 
through life for others. Included is a 
new hospital and surgical expense: policy 
issued to people through age 80 and 
guaranteed renewable for life. 

The guarantee of renewability regard- 
less of physical condition or number of 
claims is possible because of the right 
reserved to the insurance company to 
adjust premiums upward or downward on 
the basis of claims experience with large 
groups of policyowners. No change can 
be made on the basis of the experience 
with a single policy, but only where all 
policies of the same class show need for 
premium adjustment. 





Harold C. Marine to ACCO 
N. J. Branch A. & H. Manager 


Harold C. Marine, an American Cas- 
ualty Co. employe since 1953, has been 
named manager of the company’s Acci- 
dent & Health department in the New 
Jersey branch office. 

Mr. Marine joined ACCO as an A. & 
H. underwriter and in November 1955 
was named A, & H. field representative. 
From that time until his appointment as 
A. & H. department ‘manager, he thas 
worked closely with ACCO agents in 
the New Jersey area. _ 

Prior to joining ACCO he was asso- 
ciated with Fireman’s Fund in Newark, 
and Continental Casualty Co. as an 
A. & H. underwriter and claim adjuster. 





Barker Fire Office Post 


The Barker Fire Office, Inc., a division 
of the Perrin organizations, announces 
the appointment of Leo J. Rodgers as 
production supervisor for Brooklyn oper- 
ations effective July 1. 

Mr. Rodgers, transferred from the 
New York office of W. L. Perrin & Son, 
Inc., has been with the organizations 
since 1925, except for three years of serv- 
ice with the Armed Forces. He has a 
background of experience in casualty, 
fire and inland-ocean marine business. 

This addition to the Barker Fire 
Office, will provide Fred Boehm, vice 
president and manager of the office, with 
an important asset, enabling him ‘to ex- 
pand his services to Brooklyn brokers 
and agents. 


FIELDMEN 


ATTENDED H. O. 





Amer. Casualty’s Aviation-Travel Repre- 
sentative Heard Kessler, Mooney, 
King and Others 

Aviation and travel accident field rep- 
resentatives from 11 American Casualty 
branch offices attended a departmental 
meeting in the ‘home office in Reading, 
Pa., on June 8 and 9. 

The session was ‘the second annual 
home office meeting called for the com- 
pany’s aviation and travel fieldmen. It 
opened with an address of welcome from 
Albert H. Kessler, vice president in 
charge of ACCO’s A. & H. department. 

Departmental plans were outlined by 
Robert P. Mooney, assistant secretary 
of the company, and Max A, Krug, vice 
president in charge of reinsurance, dis- 
cussed reinsurance problems for those 
attending. Jack Nally, A. & H. under- 
writing manager, explained underwriting 
problems and the need for fieldmen to 
understand them. Don Wise, superin- 
tendent of the accident and travel divi- 
sion, conducted a round table during the 
afternoon on sales techniques. 

On the second day of the session, Wil- 
liam Worman, underwriting manager for 
special risks, explained the company’s 
“Keyman” program, and during the clos- 
ing session objectives for the coming 
year were outlined and production esti- 
mates made. 





Amer. Casualty’s Plan for 
Accident Medical Expense 


A new sales program for its “Pro- 
tector” accident medical expense policy 
has been announced by the A. & H. 
department of American Casualty, 
Reading, Pa. 

The plan, which provides up to $500 
per accident to pay expenses for injuries 
resulting from non-occupational acci- 
dents, currently is being written at a 
premium of $13 per year per person. 

The plan is available for children from 
one year through 17 years; for women 
from 18 to 59; and for men from 18 to 
65 years. In addition to the $500 (no- 
deductible and non-allocated) in acci- 
dental injury coverage, the plan also 
provides up to $5,000 for loss of sight 
or dismemberment. 

The “Protector” is especially designed 
to provide accident expense protection 
for children, the housewife and the “do- 
it-yourselfer.” ACCO’s A. & H. depart- 
ment pointed out that the number of 
injuries off the job rises sharply in the 
summer. Statistics indicate that one out 
of every 18 persons will be disabled daily 
in home accidents, and three out of every 
five workers injured are hurt away from 
the job. As an example, more than 
10,000 persons in the United States will 
be injured by power mowers alone this 
summer. 





CONTINENTAL CASUALTY POST 

Daniel C. Plummer has been appointed 
director of internal auditing for Conti- 
nental Casualty. Frank V. McCullough, 
first vice president, made the announce- 
ment. 


Extensive Allstate Appointments 


The Allstate has announced 22 execu- 
tive personnel appointments, including 
five in the Rochester, N. Y. regional 
office. The Rochester appointments are: 
Donald R. Cameron and Theodore 
Schirmuhly, district sales managers; 
John Bryant, assistant claim manager; 
Jean A. Dalton, assistant personnel man- 
ager; and Vincent Vane, operating divi- 
sion manager, 

Hartford regional office appointments 
include: Lee Ketcham, personnel man- 
ager; Byron B. Stilwell, assistant under- 
writing manager; and John K, O’Lough- 
lin, district sales manager. 

Long Island, N: Y. regional office 
appointments are: Herbert R. Kope, dis- 
trict sales manager; and William J. 
McGinnis, branch supervisor—life, acci- 
dent and sickness, 

Appointments in the Philadelphia re- 


gional office are: George Ulrich Jr., and 
John P. Martin, district sales managers. 
Appointments in the St. Petersburg, Fla., 
regional office are: Robert F. Towne, 
branch sales supervisor, life, accident and 
sickness; and Frederick M. Berkhaus, 
district sales manager. 

Other regional office appointments in- 
clude: Joseph D. Cunningham, district 
sales manager, Murray Hill, N. C.; 
Bryant. L. Moore, district sales manager, 
Kansas City, Mo.; Albert Ingels, district 
sales manager, Dallas, and Donald C. 
Clements, district sales manager, Seattle. 

Also Herbert E. Lister, zone personnel 
representative, west central zone; Ray- 
mond Livingston, branch sales super- 
visor—fire, Harrison, Pa.; Ira N. Bran- 
non, planning manager, Menlo Park, 
Calif.; and Raymond E. Alfred, district 
sales manager, Shaker Heights, Pa. 
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Employers Re, Offers Advisory ao 
To Meet Demand of Over-Age Coverage 


The need for such a clause will be- 
come increasingly serious as more and 


In recognition of the trend in the di- 
rection of guaranteed renewability in the 
hospital insurance field, the Employers 
Reinsurance Corp, of Kansas City, as a 
reinsurer of a number of A. & H. writ- 
ing companies, has prepared an advisory 
form of hospital, medical and surgical 
coverage which would be guaranteed re- 
newable for life and which would be 
available for issue up to age 85. This 
coverage was formulated in response to 
the urgent need and demand by the 
Health Insurance Association of America 
and other industry organizations. 

Stanford Miller, vice president of the 
Employers Re., has advised The Eastern 
Underwriter that a large number of re- 
quests have been received to date for 
this program and “many companies have 
written us expressions of appreciation 
for the plan. Some are in the process 
of adopting it either in whole or sub- 
stantially in whole.” 


Motivation for the Program 


As to the need and demand for a guar- 
anteed renewable program to age 85, 
Mr. Miller points out that there are de- 
veloping indications that unless an in- 
creasing number of companies bring out 
coverage of this type without delay, Con- 
gressional action will bring the Federal 
Government into a large segment of the 
hospital business, possibly before the end 
of 1959. 

Encouraging progress in this direction 
has been made to date by such large 
writers as (Continental Casualty, Mutual 
of Omaha, The Travelers, “American 
Health Insurance Corp. and other HIAA 
members, and it is a certainty that many 
more carriers will get into the older risk 
market. The efforts of the Employers as 
well as the North American Reassurance 
Co. of New York in stimulating an in- 
terest are commendable, in the opinion 
of E. J. Faulkner, president, Woodmen 
Accident & Life, who is chairman of 
HIAA’s special committee on continu- 
ance of coverage. 


Participating Plan—Excess Coverage 


In bringing out its advisory program 
the Employers arranged so that it could 
be written in two ways. The most de- 
sirable basis, in the opinion of Mr. Mil- 
ler, would be to make it a participating 
plan as excess coverage. This would 
make the company liable only for losses 
not otherwise covered by insurance, Blue 
Cross, etc. 

The advantage of this basis, Mr. Mil- 
ler explains, is that it can be presented 
not only to State Insurance Departments 
but to the public “as an advance over 
the present method of writing hospital 
insurance.” 

He maintains that there is no point in 
an individual being over-insured for hos- 
pitalization. However, such over-insur- 
ance could come about in ways almost 
beyond the insured’s control. He might, 
for example, be overpaid for his hospital 
cost as a result of any number of situa- 
tions. 

As an alternative to the participating 
plan, Mr. Miller would where necessary 
put the over-age program on a more 
conventional basis whereby _ benefits 
would be payable irrespective of other 
insurance except under conditions where 
the company had not been given written 
notice of the other insurance. In this 
case, he says, the loss would be pro 
rated among the various insurances un- 
der the standard pro rating clause. 


Advantages of Excess Insurance lidea 


In giving The Eastern Underwriter 
highspots of the Employers Re. program 
Mr. Miller pointed out: “In some states 
there will probably be a technical ob- 
jection by Insurance Departments to the 
idea of excess insurance. However, 
there is no reason why it should be im- 
proper to include it in the health insur- 
ance field, especially as excess coverage 
is a customary feature of many forms of 
casualty and fire insurance, 





more coverage is written on a guaran- 
teed renewable or non-cancellable basis. 


We maintain that an excess clause 
makes it possible for ‘the insured to be 
adequately covered without subjecting 


him to excessive claims on the part of 
other fellow insureds who, perhaps, be- 
come overly insured and abuse the cov- 
erage, thus increasing the losses and, 
consequently, the rates for all. An ex- 
cess clause will help ‘to protect against 
this and will return to the insureds as a 
whole, if the plan is written on a partici- 
pating basis, any savings which result. 

“We do not deny that claims adminis- 
tration may be more difficult under this 
program, but the problems are not in- 
soluble. In fact, they may be much less 
serious than is imagined. It is always 
easy to avoid taking a new step by con- 
juring up out of the imagination some 
horrible ogres. 

“A fact which may be of some interest 
is that we actuarial firm of Nelson and 
Warren, Louis, Mo., is now prepar- 
ing paces ‘tables for a Progra am of the 
type we have desioned. The firm is 
doing this in behalf of the inJus‘iry and 
the public. I understand they are ‘going 
to make the tables available to the 
Health Insurance Association which 
plans to print them and distribute them 
at cost. The tables will be based on the 
assumption that no saving results for the 
excess clause and, consequently, could be 
used with or without the excess clause 
being included in the policy. 

“In view of the fact that the coverage 
is guaranteed renewable for life and is 
issuable 'to age 85 in substantial amounts, 
we have felt that a searching application 
form is desirable. This has been pre- 
pared along with advisory policy forms, 
rates and a summary of coverage, and is 
all available for study by any interested 
direct writing companies.” 


Summary of Policy Provisions 


The following gives a clear-cut picture 
of the policy provisions proposed by the 
Employers Re. to be included in its 
guaranteed renewable to 85 hospital- 
medical-surgical plan: 


1. Guaranteed Renewable for life of the In- 
sured and Spouse Rates can be changed on a 
class basis. 

2. Hospital Benefit (Excluding Maternity). 

1st and 2nd days of Confinement: Daily Maxi- 
mum 3 x Daily Benefit. 

3rd thru 6th days of Confinement: 
x Daily Benefit. 


Daily Maxi- 
mum 2 

7th and Subsequent of Confinement: Daily 
Maximum 1 x Daily Benefit. 

3. Surgical Schedule: “Typical’? Task Force 
No. 4 Schedule. 

4. Maternity—(Spouse Only): Blanket reim- 
bursement for Hospital and Medical Expense—- 
Limit 10 x Daily Benefit. 


5. Policy Limits: 

Hospital: (a) For claims incurred prior to age 
65: 300 x Daily Benefit. 

(b) After Age 65: 100 x Daily Benefit. 

Surgical: According to Schedule. 

6. All Benefits are for reimbursement only. 

7. Six Months Recurrent Sickness Clause. 

8. Children covered so long as they are de- 
pendent upon the Insured, but not beyond the 
anniversary date following: 

(a) marriage, or 

(b) attaining age 21. 

9. If Insured dies, Spouse becomes the In- 
sured under the policy. 

10. Coverage to be excess of all other valid 
and collectible insurance covering the loss. 

11. Maternity: Covered only if pregnancy be- 
gins more than 30 days after policy date. 

12. Waiting Periods following effective date 
of policy: Accident—None; Sickness—30 days. 

Six months if there is any surgery for: Ton- 
sils, Adenoids, Appendix, Gall Bladder, Hernia 
(Inguinal, fermoral or umbilical, Hemorrhoids, 
or Female Generative Organs. 

13. Mental Illness—Limited to not more than 
100 x Daily Benefit in the aggregate over the 


NUMEROUS ACCO APPOINTMENTS 


In A. & H. Include N. Y. Area Posts ; 


for Chas. Lagatutta, Thomas Bowen 
and Michael Sterlacie 

In keeping with its continued growth, 
the accident & health department of the 
American Casualty announced a number 
of appointments, promotions and trans- 
fers 

Albert H. Kessler, vice president in 
charge of the A. & H. department, said 
the appointments were necessary to keep 
abreast of the rapid growth in the de- 
partment. He pointed to the fact that 
American Casualty’s A. & H. depant- 
ment now is offering over 200 different 
coverages and plans and that the depart- 
ment’s writings this year are running 
about 40% ahead of the business for 
1958. He also indicated the department’s 
volume this year will be approximattely 
$30,000,000. 

Charles Lagatutta was appointed man- 


ager of the A. & department at 
ACCO’s New York branch office. “He 
was, for nine years, supervising under- 


writer in the travel accident insurance 
department of another company. He was 
graduated from St. John’s University, 
where he received both bachelor of arts 
and master of arts degrees. Subse- 
quently he also earned a bachelor of 
laws degree at Fordham University. Mr. 
Lagatutta served with the U. S. Army 
for three years. p 

Also at the New York branch, Thomas 
Bowen was promoted to regional man- 
ager for aviation and travel accident 
lines. He will assist agents of the New 
York, New Jersey, White Plains and 
Syracuse offices. 

Mr. Bowen attended St. John’s Uni- 
versity and was a lieutenant in the U. S. 
Army for 32 months. 

Michael Sterlacie joined the. New York 
office as supervising underwriter for avi- 


Nat'l of Philadelphia 
Sales up During Ma 


National of Philadelphia represent, 
May 


tives celebrated the month of 
designated as President’s Month j, 
honor of President Thorn W. Mock’ 


birthday, by registering an = all in.B 


crease in business written of 15%. 

The monthly and commercial depar. 
ment registered a 15% gain in Policies 
written and a 29% gain in premiuy 
volume. The weekly department ma: 
an outstanding contribution with 15% 
increase in weekly debit. 

Honor producers in all department 
will be presented with commemoratiy; 
plaques and the leading producer in th 
four specific categories will receive hant. 
some gold watches, inscribed in appre. 
ciation of their efforts. 





ation and travel accident lines. He wil 
be graduated this year from St. Peter’ 
College, where he majored in_ busines 
eo ee He formerly was ap 

A. & H. underwriter. 

Named A. & H. production manage; 
in the East Orange, N. J.,: branch offic; 
was John Cooper Bland, a former 
employe of the United States Chamber 
of Commerce and gained. experience 
field representative, assistant manager 
and branch manager. He attended Unio; 
College and inp ie University an/ 
served in the U. S. Navy for three year 

Other appointments revealed by Mr 
Kessler include the following: Willian 


C. Lewis, A. & H. manager, Richmon( 
branch; James F. Dowling, regions 
manager, association Group division 


Chicago branch; Thomas L. Kelly, re 
gional Group A. & H. representative ir 


Cleveland and Loren Ward, manager 
Group A. & H. sales, Los Angeles 
branch, 





GHI Experiment on Psychiatric Cover 


Representatives of groups covered 
under the GHI’s “Family Doctor Plan” 
for short-term psychiatric treatments 
were briefed last week on operation of 
the experimental mental ae program 
which will begin on July 1. The exp‘ora- 
tory project investigating the insurability 
of psychiatric services is jointly spon- 
sored by the American Psychiatric 
Association, the National Association for 
Mental Health and Group Insurance, Inc 

Indications are that over 1,000 psychia- 
trists in the Metropolitan New York 
area will participate in the study. They 
will limit their fees for specific services 
to a 75,000 person sample group for the 
two-year duration of the project. 

A $300,000 grant was awarded by the 
National Institute of Mental Health to 
help finance the investigation. 


Hear Porterfield, Tompkins, Harlow 


At the luncheon for group leaders at 
the Biltmore Hotel the mechanics and 
purposes of the program were explained. 
Speakers were Dr. John D. Porterfield, 
Deputy Surgeon General of the U. S. 


Public Health Service; Dr. Harvey J. 
Tompkins, chairman of the N. Y. C. 
Community Mental Health Board and 


also chairman of the project advisory 


committee and Arthur H. Harlow, Jr., 
president of GHI. 
Predicting that the study would 


facilitate extension of voluntary health 
insurance to the field of mental illness, 
Dr. Porterfield cited the heavy burden 





entire period the policy is in force. 
Exclusions 

14. Exclusions: 

(a) V. A. Hospitals or any other hospital 
operated by any branch of Government if the 
Insured would be entitled to free service in the 
absence of insurance. 

(b) War. 

(c) If Insured or Spouse is on active duty in 
the Military, Naval, or Air Service of any coun- 
try. Pro Rata unearned premium returned at re- 
quest upon entry into service. 

(d) Aviation if the injured person has any 
duties aboard the aircraft. 

(e) Conditions pre-existing policy issue date. 


on the nation’s resources caused }; 
mental suffering. He stressed that thi 
three-quarters of a million people cur 
rently confined to mental hospitals repre- 
sent only a very small portion of thé 
estimated total of close to ten millic 
people sufficiently. affected by ment 
illnesses to need treatment. 

The development of insurance such # 
the Project hopes to make __ possibl 
should, according to Dr, Porterfiell 
“encourage diagnosis ,and. treatment 1 
the earlier stages. of mental illness as 
part of the general health. problem # 
a treatable problem not necessarily te 
quiring hospitalization and be ot Droal 
educational value because of its emphasi 
on short-term treatment.” 

A sample group. of 75,000 person 
(30,000 subscribers and their dependents 
selected from GHI “Family Doctor Plat’ 
will be eligible for the mental healt! 
project without any increase in ther 
premiums. This group is composed ap: 
proximatey 50% of families of unskill 
or semi-skilled workers, another 25% 0! 
clerical workers, 17% skilled workers atl 
about 4% each of executives and prc 
fessionals. 


Lists Services to be Covered 


Services covered by the project, # 
enumerated by Dr. Tompkins, include 
office psychotherapy for individual av 
group sessions, electro- shock treatment 
and accompanying anesthesia, psyche 
logical testing and 30 days of in-hospiti 
care. 

A primary reason why no _ adequatt 
mental health insurance coverage exis! 
Mr. Harlow stated, is the lack of actt: 
arial experience with utilization 
psychiatric services when insurance 
available. 

Detailed analyses of variations in util: 
zation of psychiatric treatments, whet 
largely paid for by insurance, will 
made available upon completion of th 
project. Statistics will beanalyzed for 


id 












variations in utilization as affected 
such factors as age, sex, family stats 
type of occupations, income and educt 
tion levels. 
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Ideas on Prospecting 
Presented by Lindop 


IN TALK AT FRENCH LICK 





For Professional Respect, Success, He 
Favors Clients Introducing 
New Prospects 





French Lick, Ind., June 15.—Careful 
prospecting, its importance and advan- 
tages, were stressed for producers here 
this morning by Ralph K. Lindop the 
New York insurance consultant, who is 
special consultant for Loyal Protective 
Life, Boston. 

Mr. Lindop speaking under the title 
“Continue in This Business by Prospect- 
ing Properly”, declared it is essential 
that the salesman put his mind to the 
client’s problems; and the client’s alone. 
In this way a place is built for the health 
insurance salesman in American society, 
“surronded with dignity, worthwhileness 
and great rewards due the profession 
and services.” 

Rather than a mere business procedure 
is prospecting a philosophy of life, Mr. 
Lindop stated. “You must conduct vour- 
self in your entire life, especiallv in your 
life as a purveyor of the truth to the 
American public, that this public gets 
such a high opinion of you that it wants 
to share you with its friends and those 
whom they think most of.” 

He warned against the new recruit’s 
“franticism” to get help in earning a 
living. and that this desire may lead to 
a feeling that comes close to the begging, 
if care is not taken. “No ore respects 
abegger. Avoid the thought that anvone 
owes you anything — especially vour 
client,” Mr. Lindop advised the salesmen. 

“This is the wav you make vour living 
He owes vou nothing for having solved 
the horrible problem of life. namelv the 
horrible cost of getting well when he is 
sick or hurt because he will forever be 
thankful that he saw yon and, right at 
this point. he must he told that He Owes 
You Nothing But That He Owes His 
Friends Everything. It is highlv unlikely 
that his friends will automatically pro- 
tect themselves against the catastrophic 
cost of gettine well when they are sick 
or hurt. which has wrecked thonsands 
of families, unless that friend talks to 
vou and has pronerly analyzed for him 
the problem which the living of life has 
created and obtains from vou the per- 
fect solution for that problem.” 


Advantages of Prospect Introduced 


Mr. Lindop explained the advantages 
of the salesman anproachine a prosnect 
after having been introduced bv a client 
who has already become impressed by 
the product or 2 service performed hv 
the salesman. The agent has his task 
eased because the prosmect’s friend has 
already been “sold” on the coverage idea, 
and has passed alone the agent’s name 
asa matter of helnifil advice to a friend. 

“This fact alone.’ Mr. Lindon ob- 
served, “makes the relationship between 
you and th nrospect exittremelv close. T 
Teneat, do not force vour wav into the 
Drospect’s presence. You are an invitee. 
ou are exmected. In more or less con- 
crete fashion, the prosnect knows what 
vou are going to talk to him abont. 
Namelv nrotecting himself and his familv 
when he is sick or hurt. The prospect 
further knows that vou had shown vour 
Moduct to this friend and thet his friend 
Sent his good hard earned monev to 
MNrotect himself with vow Wether vou 
tealize it or not. this is about 4N% of the 
wiles” the sneaker pointed ont 


‘Mt should be understood that anv 
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Mospecting approach does, within itself. 
move a tremendous amount of being 
sisted. The prospecting anprorch.” he 
added. “also removes anv sttbterfuce 
from the interview. Tnstead. the nros- 
Pet is willing to lend you his ears for 


Blackstone Studios 
RALPH K. LINDOP 


approximately 30 minutes. He says ‘he 
will listen. Don’t let any of us forget 
that most of the world’s basic ignorance 
is based upon the fact that most of us 
do not listen. Right at this point, it is 
paramount and absolutely necessary that 
you know your story—your presentation 
of your product.” 

Mr. Lindop indicated his abhorrence 
of the cold canvas. He said that most 
listeners will face catastrophe at some 
time. “It is also true that any A. & H. 
insurance salesman through the method 
of cold canvas, tries literally to bludgeon 
the public into hearing a story which 
the public should be glad to receive.” 

The salesman who makes a cold can- 
vas of office buildings, makes something 
of a nuisance of himself, suffers insults 
several times a day, and probably de- 
spises the money made in this fashion, 
Mr. Lindop indicated. 





Texas Assn. Elects Killmar 

James J. Killmar of Dallas was _ in- 
stalled as president of the Texas Acci- 
dent & Health Claims and Underwriters 
Association at the conclusion of the fifth 
annual convention recently in _ Fort 
Worth. The new president, assistant 
secretary and manager of the policy 
benefits department for Republic Na- 
tional Life, succeeds W. P. Hinsch of 
San Antonio. 





any possible embarrassment. 


render their policies to you. 


45 JOHN STREET 








An Idea to Reinstate Lapsed Policies 


We're glad to pass along to our broker and agent friends an 
idea, just received from the Home Office, which should help rein- 
state lapsed disability policies. As set forth in National Casualty’s 
June “Agents Record,” here it is: 

“After a policy has lapsed and following the usual notifications 
of lapse, call on or phone your client, advising that you are there 
to pick up the policy. Logically, he will ask you why the Company 
wants it. You then tell him that it is valueless and if it is left lying 
around it might cause embarrassment. 


“Point out that if he should meet with a fatal accident someone 
probably would discover the policy and the widow would make a 
claim. She, of course, would need the money and anticipate receiving 
it. You again explain that you want the lapsed policy to prevent 


‘After such an explanation few people have the courage to sur- 


JAMES R. GARRETT, INC. 


Manager, Eastern A. &@ H. Department 


NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 
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Palmer Predicts A. & H. 
Prems. Will Pass Life 


IN 1960’s BREAK THROUGH 





Indiana Commissioner Spotlights “In- 
come Insurance”; Scores Inadequate 


Use of Combined Life-A. & H. 





French Lick, Ind., June 15—The open- 
ing IAAHU convention banquet guests 
here, heard Indiana Insurance Commis- 
sioner Alden C. Palmer predict expansion 
of A. & H. during the 1960's that will 
make the decade of the 1950’s look like 
the doldrums. He declared: 

“Tust as the great break-through in life 
insurance came when, in the 1920’s, the 
concept of needs selling and program- 
ming arose,” he said, “so the great break- 
through in A. & S. will come when it 
grasps the same concept—and particu- 
larly the concept of the integrated pro- 
gramming of life and A. & S. When it 
does, A. & S. premium volume, which 
means coverage so badly needed both 
economically and politically, will soar. 
I predict that in the decade of the 
1960’s, A. & S. premium volume will pass 
the volume.of the only line still ahead 
of it: life insurance.” 

Mr. Palmer charged that the vast 
majority of agents, “among them high- 
calibre life men,” are still selling A. & S. 
on “a policy-peddling basis.” 


Relatively Untouched Markets 


“How many,” he asked, “know how to 
use A. & S. in the Clean-Up Fund, the 
Emergency Fund? How many are setting 
up disability Readjustment Income 
plans, Dependency Period Plans, Mini- 
mum Income for Life? What is being 
done about Mortgage A. & S., Educa- 
tional Disability insurance? What about 
the whole, fantastically untouched field 
of business disability insurance—not just 
salary continuance plans, but disability 
in the partnership and close corporation 
buy-out agreement, deferred compensa- 
tion plans, and the like?” 

The Commissioner asserted that the 
business does not yet have the concept 
of Income insurance—“not life and 
A. & S. insurance as separate lines, but 
the two integrated into one: Income 
insurance. 

“The academic field is ahead of you 
in this concept,” he chided the producers. 
“Read what Dr. Huebner has to say 
about A. & S. and economic life values,” 


NEW YORK 38, N. Y. 











ALDEN C. PALMER 


he suggested. Mr. Palmer pointed out 
that two full years ago, a college text 
won the only award in the insurance 
business listed in the Marquis Co.’s Blue 
Book of Awards because it integrated 
the presentation of life and A. & S. into 
a new field, “Income Insurance”? That 
concept is being taught in many colleges 
and universities today; yet few if any 
in the business have grasped it. 


Noted Trends at HIAA, LIAMA 
Meetings 


“I noted with interest and hope,” he 
reported, “that at the latest LIAMA and 
HIAA meetings, there was more talk 
than I have ever heard, of the integrated 
sale of life and A. & S. However, on 
reading the papers delivered, I found 
that ‘integrated sale’ meant to those 
talking about it, the simultaneous sale, 
which is not yet the full concept. Never- 
theless, those papers indicated that the 
business is moving toward the concept; 
and I predict a break-through in the 
next three to five years. 

“Suddenly, one of these days,” he said, 
“it is going to dawn on the business that 
the problem men face is loss of income 
and that what causes it makes no differ- 
ence whatsoever in the economic result. 
The business is going to realize that it is 
as ridiculous to sell life and A. & S. 
separately as it is to break the Home- 
owner’s policy down into its parts of fire, 
casualty, etc.” 

Mr. Palmer listed as the biggest needs 
of the A. & S. business—(1) An imagina- 
tive line of policies suited to needs selling 
and programming. (2) Field underwriting 
by agents who understand that, unlike 
the Life case, they cannot confine them- 
selves to reporting overt facts and allow- 
ing the home office to evaluate them. 
Instead agents themselves must evaluate 
the risk, “especially for moral and morale 
hazard.” 

(3) More flexible home office under- 
writing that seeks to find ways to accept 
the risk on some basis, not decline it 
or “slap on a skin and contents rider just 
because if you exclude everything no 
one can ever say you shouldn’t have 
taken the case.” 

(4) Non-forfeiture and paid-up values 
in A. & S. “Don’t tell me all the reasons 
it can’t be done,” he stormed. “For 220 
years, after Richard Martin’s first re- 
corded life policy, actuaries said you 
couldn’t write a level-premium life in- 
surance policy for a fixed sum for the 
whole of life. Then Thomas Simpson, no 
more an actuary than I am, figured out 
how to do it; and James Dodson, irri- 
tated because he couldn’t get such a 
policy, formed Old Equitable, and life 
insurance as we know it today was born. 
Will it take a non-actuary and a peeved 
prospect to bring about modern A, & S. 
policies—to bring them about before the 


(Continued on Page 34) 
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In Leading Producers Round Table 


French Lick, Ind—Leading Producers 
Round Table awards for A. & H., pre- 
mium production during 1958 were an- 
nounced during the IAAHU convention 
here. LPRT President Martin Asher of 
Massachusetts Protective and Paul Re- 
vere Life, noted that 255 producers had 
been honored. 

The minimum premium volume for the 
awards is as follows: $10,000 (bronze) ; 
$15.000 (silver), and $20,000 (gold). 

Life members must qualify for Gold 
awards three years in succession. A Life 
and Qualifying award is the designation 
used after a qualifier becomes a life 
member and again qualifies for one of 
the lesser awards. 

The record 255 is 33 more than the 
number of qualifiers for 1957. It tops 
by 39 the 1956 and 1955 totals of 216. 

‘Plaques and certificates will be given 
to the recipients through local and state 
association meetings. 

Following is the honors list for Gold 
award qualifiers: 

Martin J. Asher. Paul Revere, Los 
Angeles: George C. Bauer, Mutual of 
Omaha, North Dakota; Albert T. Blanch- 
ard, Mutual of Omaha, New Hampshire ; 
W. H. Chamblee. American Casualty, 
E. N. Carolina: Richard D. Coron, Mu- 
tual of Omaha, Stark. Ohio; August 
P. Cunder. American Casualty, | fae 
Charles M. Drollinger. Mutual of 
Omaha, Western New York; Charles 
Hankins, World Insurance, Central 
Florida. 

Also, Paul W. Koenigsmark, Mutual 
of Omaha. Rockford: Paul A. Merwin, 
Mutual of Omaha, Western New York; 
Walter R. Novier, North American Acci- 
dent. Marvland: Elmer A. Prenosil, 
Woodmen Accident & Life, Nebraska; 
Daniel T. Ryan, Mutual of Omaha. Flori- 
da West Coast: Nate Streitman. Mutual 
of Omaha. Minneapolis; John A. Tanti, 
Mutual of Omaha. Ontario: Dick Virtue, 
North American Accident, Oklahoma. 


Life & Qualifying Awards 


Betty D. Benedetto, gold, Mutual of 
Omaha, Western New York; Nicholas 
3énedetto, gold, Mutual of Omaha, 
Western New York; Julian Blanchard, 
gold, Provident Life & Accident, Auburn, 
Maine; Ralph W. Bull, gold, Mutual of 
Omaha, Western New York; Tom Calla- 
han, gold, Time Insurance, Milwaukee; 

Also, W. Garrett Cremer, gold, Bankers 
Life & Casualty, Central Florida; Leonard 
Davis, gold, Provident Life & Accident, 
Los Angeles; Mary L. Haas, gold, Mu- 
tual of Omaha, Western New York; 
Clarence G. Kluckhohn, gold, Mutual of 
Omaha, Central Iowa; B. J. Olivadoti, 
gold, Mutual of Omaha, Western New 
York; Ralph L. Ragsdale, gold, Horace 
Mann, Rockford; Harry Rieders, Ameri- 
can Casualty, Vermont; Robert F. 
Schack, gold, Business Men’s Assurance, 
Minnesota; Robert J. Vessel, gold, 
North American Life & Casualty, Minne- 
apolis; 

"Minn Alex Wormser, gold, Mutual of 
Omaha, Western New York and Carl L. 
Brandt, Sr., silver, First National Cas- 
ualty, E. Wisconsin. 


LPRT Gold Awards 


The persons who received gold awards 
for 1958 production follow: 

Dale D. Augustin, Mutual of Omaha, North 
Dakota; John ter Avest, Federal L. & C., S.W. 
Mich.; Paul Bachman, Mutual of Omaha, Cen- 
tral Iowa; Hugo I. Balk, Bankers L. & C., 
Mankato, Minn.; George P. Ballinger, BARE, 
South Bend; Benjamin Bandoroff, Progressive 
Life, N. Jersey; Sydney W. Barkman, Mutual 
of Omaha, Tri-City, Mich.; Earle R. Bennett, 
Provident L. & A., Florida West Coast; Frank 
Berger, World Insurance, Chicago; Kenneth H. 
Bistrup, Bankers L. & C., Mankato; Donald O. 
Bloom, North American Accident, Okla.; James 
Boesen, Mutual of Omaha, Central Ia.; Charles 
C. Borni, Detroit Mutual, Detroit; Mary T. 
Bornstein, Mutual of Omaha, Summit County, 
Ohio; Edward B. Bowers, Pilot Life, Columbia, 
S. Carolina; Atfredo V. Brancucci, Mutual of 
Omaha, Illinois State; William L. Butler, III, 





BMA, Kansas City; Harvey Cantor, Progressive 
Life, New Jersey; Harvey T. Chadwell, Federal 
L. & C., Central Mich.; 

Also, Harold G. Claussen, Mutual of Omaha, 
Central Iowa; V. M. Claybaugh, North American 
Accident, Okla.; Ernest A. Cochran, National 
Security, St. Louis; Billy W. Collins, Mutual 
of Omaha, Alabama; James A. Colston, World, 
Florida W. Coast; Joseph A, D’Ambrosio, Mutual 
of Omaha, Florida W. Coast; Leonard Dammel, 
Mutual of Omaha, N. Dakota; Ettere Anthony 
Dattilo, Mutual of Omaha, Mahoning Valley; 
W. Lowe Davis, Provident L. & A., Tallahasse; 
Milford DeBolt, North American Accident, 
Okla.; Lyal S. DeGraw, American Hospital, 
S.W. Mich.; Dean Dixon, Mutual of Omaha, 
Central Ia.; Lillian D. Drake, Mutual of Omaha, 
Cincinnati; William E. Durrett, North American 
Okla. ; 


Elder—Homan 


Claude J. Elder, Jr., North American Accident, 
Okla.; John Ellis, Mutual of Omaha, Central Ia.; 
Eddie G. Engle, Jr., Mutual of Omaha, South 
Dakota; Howard J. Engstrom, Ministers L. & C., 
Minneapolis; Glenn E. Felmlee, Security Mutual 
Life, Northwest Wisconsin; Harold E. Ferguson, 
Continental Casualty, Nebraska; Eric Fogle, 
Mutual of Omaha, S:mm‘t County. Ohio; M. E. 
French, First National Casualty, Eastern Wis- 
consin; Robert Froemke, First National Casualty, 
Eastern Wisconsin; 


Accident, 


Also, Lionel Gauthier, Mutual of Omaha, New 
Hampshire; Melvin J. Glover, Mutual of Omaha, 
Fox Valley, Ill.; J. Paul Goulet, Metropolitan 
Casualty, New Hampshire; Donald Graham, Mu- 
tual of Omaha, Stark County, Ohio; Tom Habel, 
Mutual of Omaha; Central Iowa; Thomas K. 
Harvin, Bankers L. & C., Eastern North Caro- 
lina; Frank Hatfield, Mutual of Omaha, Central 
Iowa; William J. Hill, Continental Casualty, New 
York City; Elizabeth P. Holt, Mutual of Omaha, 


Charlotte, N. Carolina; Herbert J. Homan, 
B.M.A., Columbus; 
Jeranian—Nelson 
Harry Jeranian, Mutual of Omaha, Rhode 


Island; Jean J. Jones, Mutual of Omaha, Kansas 
City; Olen W. Jones, Paul Revere, Florida West 


Coast; Mel Keller, Mutual of Omaha, North 
Dakota; Jack Kibort, BARE, South Bend; 


Kenneth L. Knight, Mutual of Omaha, Central 
Iowa; Maurice C. Lee, Mutual of Omaha, Illinois 
State; Samuel Leptrone, Mutual of Omaha, 
Florida West Coast; L. J. Lewis, Bankers L. & 
C., Rockford; C. W. Luce, Detroit Mutual, Tri- 
City, Mich.; John A. Lumpp, Mutual of Omaha, 
Mahoning Valley, Ohio; V. Ellsworth Mace, 
St. Paul H. & C., St. Paul; Isaac S. Maddox, 
Bankers Life & Casualty, Florida West Coast; 


Edward Marion, Mutual of Omaha, Central 
Mich.; Dittman T. Mayse, Bankers Life & 
Casualty, Kansas City; John A. McKittrick, 


Mutual of Omaha, Central Iowa; Louis Medill, 
American Casualty, New York City; Domenic 
Montanino, Mutual of Omaha, Western New 
York; Dorcy D. Nelson, BARE, South Bend. 


Osell — Stump 


Clifford G. Osell, Mutual of Omaha, Lake 
Superior, Minn.; Roger G. Perkins, St. Paul 
H. & C., Willmar, Minn.; Robert W. Petrovich, 
Mutual of Omaha, Rockford, Ill.; Louis V. 
Petrucci, Mutual of Omaha, Central Iowa; James 
M. Riley, Mutual of Omaha, Alabama; William 
M. Roche, Union Mutual Life, Chicago; 

Also, Anthony A. Sarazen, Mutual of Omaha, 
Rhode Island; Ernest H. Schauer, Mutual of 
Omaha, Central Iowa; Herman Schauer, Mutual 
of Omaha, Central Iowa; Myron E. Schwartz, 
Mutual of Omaha, Kansas; Lee R. Scott, Mutual 
of Omaha, Western New York; Dan Siler, 
Continental Casualty, Florida West Coast; 
Howard Sisco, Mutual of Omaha, Central Iowa; 
Herbert K. Sloane, St. Paul H. & C., St. Paul; 
Bob Smith, Mutual of Omaha, Central Iowa; 
William B. Stadler, Union Bankers, Florida West 
Coast; Joseph C. Stansbury, Progressive Life, 
New Jersey; Blair F. Stuart, Bankers Life and 
Casualty, Charlotte, N. C.; Richard P. Stump, 
National Securities, Indianapolis; 


Terry — Winblad 
William B. Terry, Mutual of Omaha, Tri-City, 
Mich.; James Vajgrt, Mutual of Omaha, Central 
Iowa; Edward W. Waldon, B.M.A., St. Cloud, 
Minn.; Arthur Warren, Paul Revere, Milwaukee; 
Charles R. Weatherly, National Security, Indian- 


1961 Convention Here 


The board and council of the Inter- 
national Association of A. & H. Under- 
writers named New York as the site for 
the 1961 IAAHU convention. The meet- 
ing will be sponsored by three Metro- 
politan area associations, the New York 
Chapter, Brooklyn and New Jersey As- 
sociations. It is expected that the hotel 
site will be named shortly. 





ALLSTATE ENTERS ALASKA 

Allstate Insurance has appointed two 
representatives in Anchorage, Alaska. 
Initially the company will write autmo- 
bile and personal liability lines. 





A. & H. To Pass Life? 


(Continued from Page 33) 


government takes over the field?” he 
queried. 


20 Million Need Loss of Time Cover 


“T can’t help but being haunted,” Mr. 
Palmer concluded, “by a statistic that 
Bill Cornett, The Prudential’s great 
A. & S. director and a past president of 
this association, quoted at the April 
Indianapolis A. & H. Association meet- 
ing: 20,000,000 American wage-earners 
have no loss-of-time coverage at all. Can 
you wonder, then,” Mr, Palmer asked, 
“that the Federal government is making 
passes at this market? Every bit as 
important as over-age coverage to stav- 
ing off federal encroachment in the A. & 
S. field is covering those 20,000,000. You 
can’t do it until you get the needs-selling 
concept, have policies that are more than 
relics of the 19th century, and insist on 
underwriting aimed at finding a way to 
accept impairments, not rider them out.” 

Mr. Palmer was introduced by William 
Highfield. CLU, director of sales pro- 
motion, Western & Southern Life, Cin- 
cinnati, treasurer of DITC, in a session 
moderated by Clarence Jackson, presi- 
dent of American United Life, Indian- 
anolis, and also of the Indiana State 
Chamber of Commerce. Mr. Jackson had, 
at the opening session of the convention 
this morning, greeted the registrants in 
the name of the Chamber of Commerce. 





Becomes All American L. & C. 


Iowa Regional Vice Pres. 
Dale C. Long, vice president. All 
American Life & Casualty, Park Ridge, 
Ill., has resigned his home office position 
to become Regional Vice President for 
the state of Iowa and such other territory 
which may be assigned to him from time 
to time. 

It will be Mr. Long’s responsibility to 
appoint agency managers and agency 
builders and assist them in training and 
supervising their men and in servicing 
policyholders. The large volume of busi- 
ness coming from Iowa and the sur- 
rounding area has encouraged the com- 
pany to initiate this expansion program. 

Serving as vice president of All Amer- 
ican since the company’s inception, (Feb- 
ruary 15, 1950) Mr. Long has played an 
important part in its growth. 





AMERICAN CASUALTY TRANSFER 
_ Kenneth Hughes has been transferred 
from American Casualty’s Peoria office, 
where he was A. & H. underwriter, to 
the Orlando, Fla., branch office as field 
representative for A. & H. lines. 





apolis; Tom R. Webb, North American Accident, 
Oklahoma; 

Eugene A, Weller, Mutual of Omaha, Florida 
West Coast; Marion T. Wesley, Mutual of 
Omaha, Mississippi; James B. Wigle, Continental 
Casualty, Los Angeles; Floyd E. Wilson, Mutual 
of Omaha, Peoria; John Winblad, North Ameri- 
can Accident, Oklahoma. 


Sid Horman’s Remarks 
At LPRT Breakfast 


ADVANTAGES OF OBSOLESCENCE 





Shows Market in Service Calls; Say; 
The Job is to Privide 
Essential Money 


French Lick, Ind., June 23—The sub. 
ject of planned obsolescence in relation 
to health insurance was discussed at the 
closed breakfast meeting of the Leading 
Producers Round Table here this morn- 
ning by Sid Horman, vice president 
Time Insurance, Milwaukee. The speaker 
explained the manufacturers’ idea of 
placing a product on the market with a 
planned program of soon making the 
commodity obsolete. 

His talk suggested that A. & H. has 
an almost built-in obsolescence: Clients 
frequently have inadequate protection; 
the program sold the insured become 
obsolete almost as soon as ‘the salesman 
leaves the home or office of his client 
Mr. Horman said. 

He told the LPRT members that they 
can, by taking advantage of a natural 
situation, double their production ana 
volume. He outlined ‘the probabilities as 
follows: 

1. “Service Calls to Policyholders — 
We have few if any policyholders on tne 
books whose programs are up to date 
either in scope or in benefits. Many of 
us have policyholders on whom we 
haven’t called in 10 or 15 years. This, 
in itself, is @ sad commentary on ow 
industry. Our old policyholders neeq 
increased disability benefits, up-grading 
of hospital benefits, and at least a 
chance to buy major medical. 

2. “Key-Man Disability—With all the 
advantages of this approach, we haven't 
even scratched the surface. Tax-free 
benefits combined with employer-pai 
premiums as a business expense can 
still be considered a modern-day miracle 


Public Receptive to MM 


3. “Major Medical — The public is 
ahead of us in this field. Acceptance of 
deductibles and co-insurance by the 
average citizen is more readily accepted 
and appreciated than it is by many 
agents 

4. “Coverage Combinations — Combine 
key-man disability with major medical 
Suggest non-occupational coverages to 
tie in with workmen’s compensation, ot 
combine occupational coverage with nor- 
occupational. 

_5. “Emphasize Elimination Periods- 
If we are going to attain the proper 
distribution of disability income, the 
principle of elimination periods has to 
prevail. 

6. “OASI—Use ‘this approach. It isa 
natural for package selling, even if we 
do not agree with the principle of dis 
ability benefits being provided under the 
Social Security Act,’ Mr. Horman re 
marked. 

Further, Mr. Horman declared _ that 
people need money and “the real job is 
nothing more than to provide people 
with the most essential commodity i 
our economy—money—money when they 
need it most—to buy groceries, pay med- 
ical bills and keep a roof over thei 
heads.” 

He added in closing: “We also some 
times forget that we are performing 4 
service to the people in our own com 
munity every time we put a ‘health im 
surance policy on the books. It is the 
only practical way today that the ecom 
omy of a family unit can be maintaine 
—it is the only way that individual eaft- 
ing capacity can be extended into the 
uncertain future. We, and we _ alone 
have the answer, There is no other. We 
should resolve here and now that. obs0 
lescence without'design has thelped us 
the past, but that our future look shot 
be one of up-to-date metchandising 
design.” 
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ONLY INA GIVES YOUR CUSTOMERS... 


167 years’ Ocean Marine experience 


There is no field where personal service shows results sooner. And no line where having INA at your 


side adds so much depth and breadth to your service. America’s oldest marine insurer gives you the 


confidence of experience; the savings from loss prevented by proper packaging, handling, stowing; INA 


service offices everywhere in the free world; the satisfaction of claims promptly settled. INA meets 


your need whether it is for insurance on a commercial craft, a pleasure craft or risks in the cargo field. 


Insurance Company of North America 


INSURANCE BY NORTH AMERICA 


Indemnity Insurance Company of North America 





Life Insurance Company of North America 





Philadelphia 


































Milestone. .. on the road up 


The underwriter who wears the cherished C. L. U. key has passed an 
important milestone on the way to success. By completing the work 
necessary to earn the C. L. U. designation, he has demonstrated out- 
standing ambition and initiative. 

The Chartered Life Underwriter Study Program teaches its candidates to 
serve the community—businesses, families and individuals—with greater 
skill and understanding. : 

We at The Penn Mutual are proud that 149 of our underwriters have 


completed this valuable and important training and have earned the right 
to place the initials C. L. U. after their names. 


FS 
, Nyy Back of Your Independence Stands 
Shea [ & The PENN MUTUAL 


THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 




















